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Time and Tides are Kindly to Comely Captain Housewife 


“ “Sixes’ may do for the regular crew,” sighed the skipper of the 1847 Rocers Bros. Silverplate ... 


good ship Homeland, “‘but for the sudden guest, I need a chest with tea and dinner sets and supple- 
... With silver in Preces or 8”... But no treasure-trove can _ mental pieces to match. 


forever elude the searches of Patience and Progress. Sothe dream yay we sEND YOU OUR NEW BOOK? 
66 as 99 ne > — ac os . : : A most charming little brochure . . . beautifully illustrated ...and 
of “eights” came true at last . . . A queenly silver service with phe mn reat entll eeg eee seaneing RF moma 


and informal entertaining. A copy is yours for the asking. Booklet 


covers for eight instead of the usual short-handed “sixes.” f'q "Address International Sileer Co., Dept. E, Meriden, Conn. 


Gleaming knives, forks and spoons sufficient to take care of the 1847 RO GE RS BROS: 


extra mate and his lady . . . 34 pieces all told, of regal silver table- peor ream 
ware—in a gorgeous Spanish Treasure Chest, for$49.85 ... All ee 
SALESROOMS! NEW YORK, CHICAGO, SAN FRANCISCO 


silverware merchants are now starring the Pieces or 8 Chest tn  aunesuemmuiienn Gin Grehereoaeins. em. we 


This ADVERTISEMENT appears in two colors in the Saturday Evening Post, October 22; and in 4 colors in the November issue of 
Ladies’ Home Journal, Good Housekeeping, and Better Homes and Gardens. It also appears in black and white in other leading magazines, 
HARDWARE AGB, published weekly by the IRON AGB PUBLISHING CO., at 239 West 39th Street, New York, ia U. 8. A. Entered as second 


N. . 
class matter May 22, 1918, at the Post Office at New York, under the Act of March 3, 1879. (Printed in U. 8S. A. $3.00 per year. Single copies 
25c. each. Vol. 120, No. 14. 
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GREENLEE TOOLS 


COMBINATION that is hard to 

beat — the No. 22 Solid Center 
Auger Bit, and the No. 220 Chisel— 
the former noted for its all around 
usefulness, and the latter for its long 
lived, keen cutting edge. 


There’s an unmistakable pride in 
handing a customer one of these tools. 
They look like champions, and better 
than that—they act like it. 





They should be in the stock of every 
dealer who wants to feel sure of satis- 
fying the user—the man who knows. 
It will pay in the long run. 


Write for complete catalog of 
Augers, Auger Bits, Chisels, 
Gouges, Draw Knives, etc. 


Greenlee Bros. & Co. 
Rockford, Illinois 


Eastern Sales Office 
126 Chambers St., New York City 
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“4. Morethan4 milesof fence 
needed to enclose this 160 
acre farm hog-tight. 
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Within 6 miles 


(or 3 miles each way) from your town is 
land enough to make 144 farms averag- 
ing 160 acres each. 

1280 rods (4 miles) of fence are needed 
to make the average 160-acre farm 
hog-tight. 

Statistics show that the average 160- 
acre farm in your vicinity has only 1000 
rods of ALL kinds of fence (field, 
poultry, barb, hedge, rail, board, picket 
and stone) and that less than 500 rods 
of this one thousand is good, sound hog- 
tight fence. 


in your vicinity 


The 1280 rods needed to fence hog- 
tight each 160-acre farm, less the 500 
rods now on these farms leaves 780 
rods of fence for each of the 144 
farms 3 miles each way from your 
home town. 


Here’s a possible market, in your 
own 6 mile square territory, for 112,- 
320 rods (about 35 carloads) of fence. 


Let us explain how we can help you 
get the lion’s share of this 35-carload 
business. Our merchandising plan 
proved successful last year for many 
hundreds of our dealers—and it will 
succeed for you. Our salesman will 
give you the details of the plan—or 
—we'll be glad to mail you the facts. 





KEYSTONE STEEL & WIRE CO., PEORIA, ILL. 
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Increase Your Sales and Profits by 








Handling the World’s Finest Wrenches! 


THESE 
SALES MAKERS 


are furnished to you 
free of charge. Write 
for our Special Propo- 
sition to Dealers. 





Display Board 
for 


ARMSTRONG-VANADIUM 
Engineers Wrenches 


ARMSTRONG 
VANADIUM 


TAPPET 


WRENCHES 
td ted (od 9 (Dill dt 





Display Board 


for 
ARMSTRONG-VANADIUM 
Tappet Wrenches 





314 


ARMSTRONG BROS. TOOL CO. 


ARMSTRONG-VANADIUM 


Super-Quality Wrenches 


These Wrenches are extremely light and 
long as compared to their capacity. The 
strength of ARMSTRONG-VANADIUM 
Wrenches is based on excellence of design 
and material rather than on bulk. The 
longest, strongest, handiest wrenches ob- 
tainable. Carefully tested and fully guar- 
anteed. 













EXTRA THIN 
EXTRA LONG 


EXTRA LIGHT 
EXTRA STRONG 


GUARANTEED 
NOT TO BREAK 
OR SPREAD 


ARMSTRONG - VANADI- 
UM Wrenches are _ drop- 
forged from special Chrome- 
Vanadium Steel, heat-treated 
and finished in nickel over 
copper. The deep set jaws 
are thin and narrow and are 
exceptionally handy to get 
at the nut in tight places. 


A Real Proposition for Live Dealers 


Aggressive dealers who fully understand the importance 
of keeping their stocks up-to-the-minute in character will 
find the ARMSTRONG-VANADIUM Super-Quality 
Wrench Line one of their fastest moving lines. These 
extraordinary Wrenches, while on the market a compara- 
tively short time, have met with trernendous favor among 
experienced mechanics. Invariably, when a mechanic 
buys one wrench, he comes back for a complete set. 


Every wrench you sell is backed by the unqualified ARM- 
STRONG GUARANTEE — your best assurance of 
Quality Materials, Excellent Design and Superior Work- 


manship. 
Write for New Catalog—JUST OUT! 


If you do not already have our new Catalog B-27, don’t let 
the day go by without writing for it. Contains the complete 
ARMSTRONG Line of Wrenches, Clamps, Lathe Dogs, 
Ratchet Drills, Tool Holders and Pipe Tools. Sent FREE 
to you, without any obligation on your part. 





“The Tool Holder People” 
N. Francisco Ave. 





Chicago, U. S. A. 
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The Pipe: 


TRIMO answers: 


The Dealer: 


















TRIMO 


Hey, TRIMO, how about giving me a 
rest? It’s easy for me to fool these other 
pipe wrenches, but when a TRIMO 
grips me, I twist so fast that it makes me 
dizzy. As Little Red Riding Hood said, 
“What sharp teeth you have, grandma!” 
What's the reason ? 


Say, pipe, don’t call me grandma and 
don’t ask fool questions. I may be old 
enough to be your grandma, but my 
teeth are new and my grip is as rugged 
as ever. You ought to know by this 
time that TRIMO jaws are replaceable. 


That old grip that never weakens sure 
does keep TRIMO customers sold, 
We've been selling TRIMO tools for 
years and nobody in the store ever 
heard a kick on ’em. 


ROXBURY (BOSTON), MASS. 


TRIMO 


TRIMONT MEG. CO., INC. 


America’s Leading Wrench Makers For Nearly Forty Years 
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This---the 1928, revised edition of the It suggests window and store displays. 
U. S. Poultry Fence Book---will help you in- It points out new markets for U. S. Poul- 
crease your profits by increasing your sales of try Fence. 


ba Ge RRB i 


poultry fence and other poultry supplies. It is profusely illustrated; interestingly 


It contains latest facts and figures on the prepared. ; —o 
gigantic, billion-dollar poultry industry with its A eo of this ans is being —— 
tremendous buying power. to you. ay we urge that you watc or it. 
; = If your copy does not reach you, or if you 
P It asia you helpful merchandising and _want extra copies, we will gladly send them 
advertising ideas. on request. 


Indiana Steel & Wire Company 


Muncie, - Indiana 
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Announcing 
Sugersotl 
ALARM CLOCKS 


‘79 
Wary don’t you make alarm clocks?” 














We suppose that question has been asked of Ingersoll salesmen 
by merchants hundreds of thousands of times. 


Their judgment said that there should be Ingersoll Alarm Clocks 
and that their customers were ready to buy them. 


For a long time now we have been working to develop a line of 
clocks worthy of the name Ingersoll so that our salesmen could 
answer that question by saying “Here they are!” 


And now they are ready. A complete line of 5 Alarm Clocks— 
in both plain and luminous dials—10 styles in all—every clock 
with a metal dial —handsome clocks— reliable 
clocks — priced from $1.50 to $4.50—clocks 
with a ready-made market. 


See the two following pages for further details 








INGERSOLL WATCH Co., Inc. 


30 Irving Place 215 W. Randolph St. 290 First St. 
New York Chicago San Francisco * 
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TYPE-T 


Height 554” Continuous Alarm Costs you $1.34 Sells for $2.00 


Height 51/1e” Continuous Alarm 


Costs you $1.02 Sells for $1.50 
7 TYPE-S RADIOLITE 


TYPE-T RADIOLITE Costs you $1.84 Sells for $2.75 
Costs you $1.50 Sells for $2.25 


Te alarm clocks are the result of Ingersoll methods applied 
in the alarm clock field—with all that the word “Ingersoll” means 


in value, dependability, and sales possibilities.. 


Made in the same factories as Ingersoll watches, inspected and 
tested in the same thorough way, they are the kind’ of clocks a 
merchant of standing likes to sell. 


From a looks standpoint, too, they are the kind of clocks you will 
like to sell. From the basic design right on through to the 
metal dial, which is a feature of every Ingersoll alarm clock, 





INGERSOLL WATCH Co., Inc. 


30 Irving Place 215 W. Randolph St. 290 First St. 
New York Chicago San Francisco 















HARDWARE , 








TYPE-R 


Height 6” Intermittent Alarm 
Costs you $2.17 Sells for $3.25 


aRRES oe 







TYPE-B 


Height 5'%” Intermittent Alarm 








Costs you $1.67 _ Sells for $2.50 TYPE-R 
RADIOLITE 
TYPE-B RADIOLITE 








Costs you 


Costs you $2.33 Sells for $3.50 “ty 


they are up to date and handsome in ap- 
pearance. 





Each clock is packed in a distinctive con- 














tainer that is a window display in itself— RO ice ‘ 
as is the price tag attached to each clock. rrveit Se. handecive , 
Costs you $3.00 Sells for $4.50 s 

Ingersoll Alarm Clocks will be advertised 
as Ingersoll Watches are—in leading magazines including The 
Saturday Evening Post, in leading farm papers, etc., etc. : 
Write to your Ingersoll jobber or direct for the details of Special ; 
Introductory Assortment. ‘ 
INGERSOLL WATCH Co., Inc. : 


30 Irving Place 215 W. Randolph St. 290 First St. 
New York Chicago San Francisco 
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Can you call your stock complete 
without this Universal Repair Drill? 
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Bit Stock 


Any dealer who handles 
these drills will have a steady 
and growing trade in them. 





Their general utility value 
has created a consistent de- 
mand year in and year out. 


They will not split wood. 


They will not be injured by 
Plaster, Metal Lath, Nails 
and Fire Proofing. 


For the user’s convenience 
they are furnished in leather- 
ette cases. The advantage of 
such an arrangement readily 
sells the set to the customer 
because it is at once evident— 


—that the drills are always 
kept clean. 


—that the compactness of 
the case requires mini- 
mum pocket or tool chest 
room. 

—and that the correct size 
of hole is assured by each 
drill having its size 
stamped on its shank and 
also’ plainly marked in 
gold at the place it occu- 
pies in the case. 


Besides the sets, we furnish 
these drills packed in substan- 
tial boxes, holding 1 or % 
dozen, according to their size. 


The repair work needed in 
every home, garage, public 
building and factory is the 
market for these drills. 


‘THE STANDARD TOOL (0. 


Ss CREE 


Jag peso 
ie BERR Oe TR et as 


CLEVELAND 


Chicago: 552 W. Washington Boulevard 
Fredk. Pollard & Co.,Ltd.,London and Leicester,England Paris,France—Burton-Fils 


New York: 94 Reade Street 
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A New Sturdy Automatic Drill 
at a very low price 


In No. 248 Millers Falls now offers a drill with a new device for 
rotating the spiral, which is a distinct advantage over other 
methods. This new design makes the drill unusually sturdy. 
It is beautifully finished in highly polished nickel plate. 
Drill points can be changed quickly by pressing the 
catch at the top of the handle and revolving the cap for 
the desired size of drill. 
This high-class Automatic Drill is offered at an un- 
usually low price. By simplifying the design we have 
been able to produce this new tool at a very low cost. 


Send for the whole story. 


ERE 
ES) bom E) 


The Latest Improvement in our No. 81 Drill J 





















The magazine handle now drops about % of an inch 
further than before, making it much easier to remove 


the drill points. 


MILLERS FALLS 





MILLERS FALLS COMPANY 
MILLERS FALLS, MASSACHUSETTS 


NEW YORK CITY, 28 WARREN STREET 
CHICAGO, 9 SOUTH CLINTON STREET 
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HARDWARE COMPANY 


Reg. U. 8. Pat. Off. 


TORRINGTON, CONN., U. S. A. 





New York Office: 151 Chambers Street 


ESTABLISHED 1854 INCORPORATED 1864 


MADE oT 
GOOD REGULAR 


43 
YEARS 
AGO 





CABINET 


MADE 


———aea BETTER 


TODAY 





MADE 
8 Se ar: ae 


MACHINIST 





YOU 
CAN 
BUY 





SPECIAL 
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Every line of business where trucks are used is 
contributing to the rapid and steady increase in 
sales of Graham Brothers Trucks and Com- 
mercial Cars. 


They are performing profitably everywhere. 
They build business. They cut costs of delivery 
and hauling . . . . 67,293 of them were sold last 
year. 


“Built to fit your business” is more than a slogan. 
There is a Graham Brothers Truck or Commer- 
cial Car for you—the right body on the correct 
chassis, properly powered. Before you buy, ask 
a Dodge Brothers Dealer to show it to you. 


The new Graham Brothers 6 is being proclaimed 
the most advanced 2-Ton heavy duty speed 
truck ever built. And its price has revised old 


2-Ton (6-cylinder) . . $1595 
2-Ton Dump (6-cylinder) 1645 





standards of value . . . . Six Cylinder Engine. 
Four Speed Transmission. Four Wheel Brakes 
(Lockheed Hydraulics). 


Owners of %, 1 and 1%-Ton Graham Brothers 
Trucks will tell you the new 4-cylinder engine 
is the finest engine ever built into trucks of 
those sizes. It is giving them more power and 
speed—and using less fuel. 


Only great volume production makes possible 
so good a truck at so low a price. 


Watch the Graham Brothers Trucks in your 
city .,... Talk to the man at the wheel. 


GRAHAM BROTHERS 


Evansvitte — DETROIT — stockton 
A DIVISION OF DODGE BROTHERS, Itwe 
GRAHAM BROTHERS (CANADA) LIMITED. TORONTO. ONTARIO 


14%-Ton . . .. . . $1245 
1-TonG-Boy .... 895 


34-Ton Commercial . . $670 





(Chassis Prices, F. O. B. Detroit) 


AHA 


SOLD BY DODGE BROTHERS 
DEALERS EVERYWHERE 
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our business 


-a new 6 cylinder 
GRAHAM BROTHERS 
7 -TON TRUCK 
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(CHASSIS F.O.B. DETROIT) 
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7ILLSON WRENCH 


a sive tomake but typical of MORCO, quality 


NOTICE! 
TO THE TRADE 
— 
We heve been continuously menufec- 
turing the original pattern Stillson 
wrench since 1904. Our right to con- 
tinve this menufecture in the meoner 











I: hes been demonstrated end admitted, 
son wrench costs more to menufecture, it [0 
asthe strongest and most durable wrench 7 
of its kind ever made. To obtain the 
oriainal pattern Stillson wrench. look 
for our trede-mark. 









It Pays 
; >» 
Dealers to carry’ 
the 





duginal 


For further information regarding, Morco STILLSON 


wrenches write the nearest sales office. WRENCH 
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October's 
Golden Corn 


brings profit to you! 


ERE are three True Temper Corn 

Hooks which the modern farmer 

will want this month. Be sure you have 
them in stock to supply his demand. 


Made of the finest steel, firmly secured 
to turned and formed ash handles, these 
hooks meet every requirement of the 
cutting season. 

True Temper Brume Rakes for the lawn 
are also in demand at this time. Be sure 
to have them on display. They sell 







themselves. 
ded ‘ 
Branded om) If you haven’t already a supply of 
every genuine these tools on hand, write today, 
\ TRUE and get your share of this year’s 
: TEMPER } harvest. 


tool 









Every month in the year can mean 
profits to you by following the True 
Temper Plan. 

Do you have your True Temper Cal- 
endar showing you how? It’s free. 





THE AMERICAN FORK & HOE COMPANY, 


General Offices: Cleveland, Ohio 
Makers of Farm and Garden Tools for Over 100 Years 
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SELF-LU BRICATING 


Get the benefits this superior pumping jack offers in the way of profitable sales 
and satisfied customers. You know how some jacks perform after they have been 
installed. Excellent service at first—but short lived. They don’t stand the “gaff” 
when time and service tested. 

And here’s the way to put a stop to all pump jack uncertainty. Supply your 
trade with Myers Self-Lubricating long-lived Pumping Jacks. Then you will know 
that every installation means a neighborhood trade asset that will sell more jacks. 

When you measure quality and durability in terms of dollars and cents, Myers 
Self-Lubricating Pump Jacks are extremely low priced. So low in fact that it is 
false economy to install a light weight cheaply built jack. 

Remember—every Myers Self-Lubricating Jack carries a double profit—a dollars 
and cents profit for you—a one hundred 
per cent service profit for the purchaser. 


Get information and prices today— 
your inquiry will receive prompt attention. 
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mz FEIMYERS & BRO. « 


ASHLAND, OHIO. 
ASHLAND PUMP AND HAY TOOLWORKS 





























ks 

xe 
bed 
aa 
bd 
ey 
rs 











HARDWARE AGE for OCTOBER 6, 


1927 











SES a De tig de wise) Re RAP Oe Te 


Bethy: 


zoe 























Buddy L. 


CHEST OF TOOLS 


Ready for 
CHRISTMAS 





to sell tools 


like these 


Buddy “L” No. 4 Chest of 
Tools includes: Diston saw, 
tri-square, gauge, file; 
Vaughn-Bushnell * hammer; 
Millers Falls drill, nail set; 
Standard Tool Co. twist drill; 
Stanley brace, spoke shave, 
plane, rule; Greenlee Bros. 
bits, chisels, gauge; coping 
saw, vise, screw driver, pliers, 
pencil compass, carpenter pen- 
cil, oil stone, mitre box, 
wrench, nails and Buddy “L” 
apron to do the work in. 


Wire for Sample 


Display this Buddy “L” Chest 
of Tools for just one week. 
Base your Holiday order on 
the interest this sample 
creates. Buddy “L” Chest of 
Tools will build bigger Christ- 
mas trade for you. 


Moline Pressed 
Steel Co. 


Dept. HA 
East Moline, 
Illinois 















Both son and dad 









will want this Buddy “L” 


Here's a tool chest with a dual appeal. 
they can make; Dads want it for the things they can fix. 


Boys want it for the things 
So attrac- 


tively finished in red, black and gold boys just can’t fight back the 
desire for this newest addition to the famous Buddy “L” line; packed 
chock full of useful tools Dads can’t resist it, either. 


Buddy “L” 
CHEST OF TOOLS 


—not a chest of toys. Disston, 
Stanley, Vaughn-Bushnell, Greenlee 
Bros., Millers Falls, Standard and 
other Guaranteed tools make up this 
Buddy “L”—tools like those found on 
the shelves of the better hardware 
stores. Steel bound chest measures 


24 x 12 x 7 inches, fitted with handles: 
and sealed with a genuine Corbin lock. 
eInside and out this Buddy “L” is so 
finely made and so fully equipped as 
to instantly take first place in the 
hearts of all boys who want to build 
and all Dads who want to tinker. 


Four Numbers in the Line 


No 4~—35 items, 
No. 3—26 items, 
No. 2—23 items, 
No. 1—20 items, 
(All chests standard in size and finish.) 


Ready for immediate 
shipment. First orders 
have priority on Holiday 
stock. Order now! Here’s 
a_ self-selling ‘gift that 
will build a big Christ- 
mas business. Mail cou- 
pon today for dealer dis- 
counts and descriptive 
literature. 
























retails at $25.00 o 
retails at 20.00 ? 
retails at 15.00 ? 
retails at 13.50 ¢ 
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HEN AN ADVERTISING CAMPAIGN 
is unusual, the advertising world 
wants to hear about it. 


NICHOLSON advertising is unusual. 
It is unusual in the completeness 
with which it covers the market for 
files—unusual in its type of appeal. 


The editors of Printers’ Ink Monthly 
asked us to tell them more about 


NICHOLSON advertising. 


We gave them the material they 
wanted, and in the June issue of 
Printers’ Ink Monthly under the 
title “How Nicholson File Adver- 
tises to a Dozen Markets” our ad- 
vertising campaign became news. 


Our advertising has always 
been flavored with items of 
interest relating to the uses 
and users of files. In that 
sense, it has always been news. 


Printers’ Ink Monthly is a leading 


d ld d to the i 
Tees Pye y (a . 
zt 


advertising. From time to time it 


publishes accounts of campaigns 
whose distinguishing features U.S.A. Every . 
make them of interest to (TRADE MARK) Purpose 
the advertising world. 
QR ae 


NICHOLSON FILE CO. = Providence, R. I., U.S. A. 























22 : pat -- HARDWARE AGE for OCTOBER 6, 1927 
& 











gets The BEST COOKS use 


Aluminum 





Every month, over one hundred better retail dealers are turning to 
the LIFETIME line as offering one means of making a legitimate 
profit from their Aluminum Ware departments. 

LIFETIME enjoys the enthusiastic support and good will of better 
retail stores everywhere. 


ALUMINUM PRODUCTS COMPANY : 
Oakland, California La Grange, Illinois 4 
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7 ware 


“The Wear Is in the Weight” 
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PLIERS FOR 
EVERY JOB! 








Used His Bernards for Nine 
Years on the Trap | Line! 















Retail 


Just to hint at the long service people get out of 
Bernard Pliers, a Minnesota trapper sends us his 
Bernards for their first repairs during nine years 
of steady use. 


High Leverage 
This is not an exception. 8 8 
Parallel Jaws 
The woods, the farms and the shops of the country The well-known original BERNARD side 
are full of such sales opportunities. cutting pliers. 


Retail Prices 
. i a . 4,” 51,” 6,” 8” 
THE WM. SCHOLLHORN CO., NEW HAVEN, CONN. $1.50 $1.75 $2.25 $3.25 


BERNARD TOOCGS 


TRADE MARK 
Made by the Makers of 


BERNARD SIDE-CUTTING PLIERS 
Pa 
































No. 40 Horton Electric 
Washer. Copper tub; 
3-cup suction type. 





No. 23 Horton Motor 
High Speed Washer. 
Woodtub. Hand power 





Horton No. 34-64. The 
gasoline-powered washer 
of the No. 34 Series. 








G_ 


HARDWARE 


Horton Automatic 


Ironer. 30 inch,complete 
open end roll; electric or 
gas heat; electrically 
driven, 


AGE for OcTOBER 6, 
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eA Sound Jobber Policy 


‘Builds “Dealer ‘Profits 


ORTON firmly believes 

that—and for good reason. 
Your jobber pools for you the 
resources cf hundreds of manu- 
facturers, permitting you to 
carry smaller stock, speed up 
your turnover and thus realize 
greater profits on a decreased 
stock investment. His stock is 
yours, instantly, whenever you 
need it. You rarely lose a sale 
because of delayed shipment. 
More than that. Your jobber 
enables you to devote more 
time to actual selling—to mak- 
ing your store one in which 
people like to buy. He does 
away with most of the detail 
work which you would have 
to do were you to deal with ail 
the manufacturers whose stocks 
you Carry. 
Horton believes that. 


Too, 


HORTON MANUFACTURING COMPANY 


Horton believes that people 
prefer store buying to high- 
pressure, house-to-house can- 
vassing. And so Horton has 
pledged itself to logical, eco- 
nomical methods of distribu- 
tion through your jobber— your 


store—to your customers. 


The Horton line is complete. 
It isone which meets the needs 
and buying power of every 
prospect, sold nationally under 
one known name. That, plus 
Horton’s strong jobber policy, as- 
sures Horton dealersofincreas- 
ing profits. 57 successful years 
in business proves the, sound- 
ness of Horton merchandising. 
The high quality of Horton 
Washers and Ironers, recog- 
nized for years and years, is a 
result of low cost distribution 


through the jobber. 


FORT WAYNE, INDIANA 

















Horton No. 34 Series. 
Submerged agitator type 
washer, Coppertub. In 
electric, gasoline or pulley 
power. 





No. 30 Horton Peerless 
Washer. Wood tub. 
Water-power motor. 





No. 33 Horton Electric 
Washer. Wood tub. Agi- 
tator type. 











J 





ORTO 


Washers 


lroners 





GOOD PRODUCTS — Yes! and above all else GOOD FRIENDS 
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LIBBEY-OWENS 





cA National Advertising (ampaign- 


is reminding home owners and builders to install 
storm windows NO W- and, likewise, to specify 


Libbey Owens 


FLAT-DRAWN SHEET GLASS 


This is the season for the installation of | process, is drawn in continuous sheets 


storm windows. The national advertising 
campaign of LIBBEY-OWENS not only 


reminds the home owner and 
builder of the advantages of 
storm sashes — but also sug- 
gests the identification by 
name of the truly flat, dur- 
able, flat-drawn sheet glass — 
so specifically suited to the 
requirements of storm-win- 
dow glazing. 


LIBBEY-OWENS flat-drawn 
sheet glass, made by the ex- 
clusive LIBBEY -OWENS 








In handling 


LIBBEY-OWENS 
flat-drawn sheet glass 


you are assured 
of Seven 
Salient Superiorities 


1. Really flat sheets. 

2. Uniform thickness. 

3. No bows. 

4. Less breakage. 

5. Clearnessand high lustre. 
6. Easier to cut. 

7. Easier and faster to glaze. 


—together with a definite public 
appreciation of all of these. 








from the molten state, truly flat, extremely 
clear and uniform in thickness —qualities 


which offer very definite sales 
and utilization advantages. 


The high quality of the prod- 
uct, together with the educa- 
tional advertising, addressed 
to the public, teaching the 
identification by name of 
LIBBEY-OWENS (flat-drawn 
sheet glass for storm sashes 
(as well as windows) can be 
particularly profitable to you 
NOW. 


THE LIBBEY-OWENS SHEET GLASS COMPANY 


FLAT-DRAWN CLEAR 


TOLEDO, OHIO 


SHEET 


GLASS 





Distributed through representative glass jobbers and used by sash and door manufacturers everywhere 





FOR WINDOWS 
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A Campaign on Yale Door 
Closers will make customers. 
A line that attracts attention 
in the window, easy to dem- 
onstrate, appeals to the man 
who likes things mechanically 
perfect wherever he is. 











This is the Yale Door 
Closer. It is a complete 
Door Closing power plant, 
unexcelled in design, mech- 
anism and finish, with fea- 
tures that have made it 
the leader in its field for 
many years. 


Choose YALE~ 


the Fast Selling Door Closer 


Now is the time to push Yale Door Closers. The 
Yale line appeals to the customer who demands 
the appliance that is mechanically perfect and 
proves trouble-proof in use. 

Show the customer the Yale Door Closer. Let 
him see its smooth, sure action. Explain to him 
its ready use on either right or left hand doors 
without changing. Let him realize that a door 
equipped with a Yale Door Closer gives him the 
é utmost in home, office, or factory service. 

DOOR CLOS ER Ready now? 
It’s a good time to plan a Yale Door Closer Cam- 


paign.Say the word and we'll help you—booklets 
—window-display merchandising ideas. Write. 





This Yale Window Display ‘ 
will help Door Closer Sales. The Yale & Towne Manufacturing Co., Stamford, Conn., U.S.A. 
Send for it. 2 - 
Canadian Branch at St. Catharines, Ont. 






YALE MARKED IS YALE MADE 





Padlocks, Auxiliary Rim Locks, Builders’ Locks and Trim, Cabinet 
Locks, Trunk Locks, Door Closers, Bank Locks, Prison Locks 
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The tools in these handles 
are forged of the best grades 
of steel and are welded or 
riveted so they cannot come 
off. Beautifully finished for 
good display and ready sale. 
Packed in half-dozen bundles. 
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For years he has examined forks, hoes and rakes— 
tried to select the nearest to a perfect one in the stock. 
Like “pinching fruit” to see if it is ripe, he has hefted 
and balanced handles—critically inspected the wood— 
knowing that some hidden defect might come to light 
just when he needed the tool the most. 


With CORKSTEEL Tools, every one is the best! No 
seconds, thirds or fourths in the CORKSTEEL line— 
every one is a prime handle, made of durable, special 
analysis steel, permanently covered with cork, making 
a comfortable handle that will not warp, crack, split 
or splinter. They are stronger—last longer—yet cost 
no more than the best grades of wood handle tools. 


Has your trade discovered CORKSTEEL? You can 
avoid much of the dissatisfaction caused by the grading 
of farm and garden tools by stocking CORKSTEEL 
forks, hooks, rakes and hoes. 


THE CONNORS HOE & TOOL CO. 
Columbus, Ohio 


We Stand Squarely Back of Every Tool We Manufacture 














” 





aS 











HARDWARE AGE for OCTOBER 6, 1927 2 





Kawneer 


OLID COPPER 


STORE FRONTS 


ARE DURABLE 
WOOD ROTS 
Cénsider the difference 


ADJUSTABLE SLIDE 
FOR VENTILATION oe 












THICK 
COPPER 





KAWNEER 





paar 


Photograph and diagram of a Kawneer hol- 
low metal sash. This sash provides drainage, 
ventilation and plate glass protection. Age 
and rough usage will not affect its strength 
and beauty. The heavy copper mouldings 
from which Kawneer sash and bars are built 
require no wood rein- _ 

forcement. : 


VENTILATION, 
DRAINAGE —<4h 















THIN N 
KALAMEIN sort VAs ; 
NOT KAWNEER M yee « A 2 





Mie 
Wy Maine 





Back view of Kalamein showing rotted 
condition of wood filler after only a 
few years of service. 


Kalamein construction [wood strips covered 
with thin metal} is perishable, thus endanger- 
ing the safety of the glass. The thin, soft 
metal is easily dented and marred. 





























Always a Fresh Invitation 
to Stop and Shop 


The store front is the most effective means 
a merchant has of presenting his merchan- 
dise to the public. The volume of business 
and class of trade depends largely on the 
appearance of his front. 


If your present front is limiting the volume of your 
business consider the possibilities a Kawneer Solid 
Copper Store Front offers you. 


The photographs at the left show facts that are of 
vital interest to you. You can procure permanent 
plate glass protection with all the advantages of 
modern window display with a Kawneer. 


THE 


“=™ COMPANY ~ 


Niles, Michigan rs 
¢ 
Fa 
¢ 
¢ 
Send for It roe 
¢ 
If you are interested in win- Fa Th 
dows that will actually pro- Pa x e 
duce more sales, send for this P awneer 
book. é Company 
o 1917 N. Front St. 
y Niles, Mich. 





¢ 
Ke Please send “How to 
e Display Merchandise to 


e Sell It.” 
¢ 
¢ 
o” NAME 
¢ 
¢ 
o ADDRESS 
o 
Be 9 SiG Sos alas eset a" a em ars ove.g-icn ee eRe aera eae 
¢ 
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“IT HAD URGENT NEED yesterday,” 
writes a London barrister, “to confer 
with a brother lawyer in New York. 
... The conference was disposed of satis- 
factorily in 3 minutes.” 

A New York department store sold so 
much of a certain silk that it had to know 
whether more could be shipped from 
London immediately. More was quickly 
ordered by transatlantic telephone. 

“I cannot resist letting you know,” 
writes the president of another American 


BELL LONG DISTANCE SERVICE 


LOOO 
cars 


THE MANAGING DIRECTOR Of a 
motors company in London talked 
with an automobile factory in the 
American Middle West and ordered 
a thousand cars. Amount involved, 
$1,500,000. Communication was 
over the regular long distance lines, 
and by radio telephone across the 
Atlantic. Delivery dates and other de- 
tails were arranged; business condi- 
tions of the moment were discussed. 


company, “the result of a telephone call 
with London this morning... . It was 
the thrill of a lifetime. .. . And it’s won- 
derful how much conversation can be 
crowded into a four or five minute talk.” 

Use transatlantic service for business 
and social calls. It’s simplicity itself. Just 
ask for “Long Distance” and place your 
call in the usual way. ... Number, please? 
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Aluminum Cooking Utensi 
ESS 

\ “Increase Christmas Sales ** 


HE nation-wide demand for “Wear- Ever” | 
utensils throughout the year is given added 
impetus during the Christmas season. 



























Their popularity as Christmas gifts is due to the 
fact that they are not only practical and beautiful 
but have established for themselves a quality reputa- 
tion during the past twenty-seven years. 


“Wear-Ever” is a Christmas gift that a person is 
proud to give—and delighted to receive. 











re -EVER THE ALUMINUM COOKING UTENSIL CO. 
New Kensington, Pa. 
Be BVA > BN Distributing Warehouses: 
New Kensington, Pa. CThe BEST COOKS use 
TALUMINUMD East St. Louis, Ill. Aluminum 
- ——— i> Oakland, Calif. ye 
| SPY | ; a . eeaene 
STRIDE MARK |-« os | i= 
PREG. U. JS. PAT. OFF. = : : Ey 
68, ae cis Kies 





= i 








a 


MAIL THIS COUPON TODAY 


as “ THE ALUMINUM COOKING UTENSIL CO. 
H-A. 10 New Kensington, Pa. 


bet P Send me “Wear-Ever” price lists and discounts. 


I en nt ea ea 


Address 
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eBEST COOKS, 


Atuminum 
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Sell Viko for gifts 


Beauty, quality, reputation — there’s the Viko 
combination that will help you to increase 
holiday gift sales this season. Have you ever 
handled Viko in gift boxes? Try it! For 
details, ask your jobber. 


Aluminum Goods Manufacturing Company 
Manitowoc, Wis., U.S. A. 


VIKO 


The Popular Aluminum 
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Made From 
Full Gauge 
Open Hearth Steel 

















| 
{ 
i 
| 


Practically all modern homes are screened when built or rebuilt. The 
screening of homes once considered a luxury is now considered a 


necessity. 


Most people used to figure that the cheaper painted brands were good 
enough. Now home owners see the economy in using the best and 
avoiding continual expense in repainting, repairing and renewals. 


One of the most durable and satisfactory brands of Screen Wire 
Cloth is GRAY-WICK which is made in its entirety by us from 
Open Hearth Steel produced in our own furnaces. The wire is 
drawn in our own mills. Every process in the manufacture of 


GRA Y-WICK 


is under our expert supervision. 


Only full gauge wire is used both lengthwise and crosswise. Wher- 
ever sold and used it has given unfailing satisfaction. That is why 
customers buy the same brand when they require more wire cloth. 


GRAY-WICK is also attractive—its soft pleasing Gray color wins 

customers instantly. When unrolled it lies smooth and flat making 

it easy to cut and apply. It carries an extra heavy electro zinc coat- 

ing and is enamelled with a high grade transparent varnish which ; 
adds years to its life. You cannot sell a better steel wire cloth. 








Our Other Brands of Screen Cloth Gray-Wick 
Cortland Black Enameled ar 4 om 

White Metal Finish a little 

Wickwire Premier more, 

Wickwire Bronze but— 

Your jobber will supply you It is 

worth 

it. 


12 Mesh, No. 33 gauge each way 

14 Mesh, No. 33 gauge each way 

16 Mesh, No. 33 gauge filler 
No. 34 gauge warp 

18 Mesh, No. 34 gauge each way 


{MCORPOR ATED 1692 
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In those incredibly compact kitchens which provide the 
best of food and the best of cookery for American rail- 
way travelers, efficiency is the first law. 

Thatmust bewhyso many railroads use aluminum cook- 
ing utensils—why some of them, like the Great Northern 
Railway Company, cook everything in aluminum. 


For aluminum wate is efficient. It cooks everything 
well, lasts long, is hard to damage, is easy to keep clean, 
and is always safe. 


So now we have all-aluminum kitchens—in homes, in 
hotels, in hospitals, everywhere —kitchens where all the 
cooking is done, more efficiently than ever before, in 
utensils of this light, beautiful, economical modern metal. 


The best cooks use aluminum. 


ALUMINUM WARES ASSOCIATION 
Publicity Division, 844 Rush St., Chicago 


For instance—on dining cars of the Great 
Northern Railway aluminum cooking uten- 
sils are used exclusively in the preparation 
of approximately one million meals a year 


CThe BEST COOKS use 


Aluminum 


Per ew eee ecw eee wesc eee seceseeeneeececascecacaace 


- 
- 


. 
, 


Driving home 
the new 
national 

slogan 


Month by month the Alum- 
inum Wares Association keeps 
telling its continued story to 
your customers. “The best 
cooks use aluminum.” Each 
advertisement piles up more 
evidence. 

One month it is a famous 
hotel. The next a hospital 
for children. Then comes a 
well-known cooking school; 
or a general hospital; and so 
on. 


The latest advertisement, 
featuring the fact that the 
Great Northern Railway uses 


; aluminum exclusively, is re- 


produced on the other side of 
the dotted line. It will also 
appear in the August or Sep- 
tember issues of the following 
magazines: 


Ladies’ Home Journal 
McCall’s Magazine 

Good Housekeeping 
Country Gentleman 

Journal of Home Economics 
American Cookery 
American Food Journal 
Hygeia 

Modern Hospital 


Journal of the American 
Medical Association 


In driving home the new 
national slogan, the Alum- 
inum Wares Association is 
helping you sell aluminum. 
It is smoothing the way to 
increased sales and profits. 
Consider this advertising 
yours—and make the sales 
and the profits! 


ALUMINUM WARES ASSOCIATION 
Publicity Division, 844 Rush St., Chicago 


. 














HARDWARE AGE for OCTOBER 6, 1927 











ANNO AEA DOGL AOOUDRELAUHSI AUONULOEUOUEA AY BUUAUDLAOUOOTEOTUEN Lav AvUD AD TORI PULTE TT MND FUaT ET fe 











IT’Salong time before the hard G 4 
wear trail shows up on “61” 
Floor Varnish. There is no 






door when you use “61. 


A floor finished with “61” Floor Varnish 
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Wherever a quick, durable, opaque enamel 
Junish is desired, use “61 Lacquer Enamel. 


ENAMEL Dries in thirty minutes. Brushes easily. 


From a drawing by L.V.A. Guild Copyright 1927, PSL 


Te hard wear trail i is lost OnT> 


is heel proof, marproofand water- 
proof. “Test it with a hammer. 
You may dent the wood but the 


scarred footpath from dining FLO O R varnish won’t crack.” 
room to kitchen or on the stairs Use “61” Clear Gloss for a 


and no traffic spot at the front VARNI S H lustrous floor— Dull Finish for 


the last’ coat when gloss is not 
desired — and one of the six beautiful wood- 
stain colors for a stained effect. They all flow 
on smoothly without laps, streaks or brush 
marks. Their use is a pleasure. 


Free SAMPLE PANEL 

finished with **61’’ Floor Varnish will be sent on request. 
Try the ‘shammer test’’ on the panel! Color Card and 
names of local dealers will also be sent you. 

GuaRaANnTEE: If any PSL Varnish Product fails 
to give satisfaction you may have your money back. 

P&L Varnish Products are used by painters, specified 
by architects and sold by paint and hardware dealers. 

Pratt & Lambert-Inc. ,1 14 TonawandaSt., Buffalo, N.Y. 
Canadian address, 20) Courtw right St., Bridgeburg, Ont. 
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“Gifts of 
Utility” 






























No other line of merchandise so fully satis- 
fies ‘‘the Gift Spirit” as Mounted Pyrex—cer- 
tainly no Gift is more highly appreciated; for 
in no line are so fully combined the Service, 
Utility and Elegance. 


The Worthington 
Line 

is the most complete on the 
market, comprising: 
PYREX—Plain and Engraved 
—the full line. 
MOUNTINGS — Silver and 
Nickel—for all sizes of: 
Round, Oval and Square Cas- 
seroles, also Utility Dishes, Pie 
Plates and Cake Dishes. The 


} prices range sufficiently to fit 
any size of purse and the styles 


iy 
WK : to satisfy the most dis- 
eee criminating tastes. 


« 


We also have a very fine line of Silver and Nickel 
plated goods, such as Bread and Sandwich Plates, 
Bonbon and Relish Dishes, Creamers and Sugars, 
Salt and Peppers, etc. We have brought together 
the Cream of the Market and priced it to meet 
Competition. 


We show it all in our SPECIAL HOLIDAY 
CATALOGUE. Write for a copy—today. 


THE GEO. WORTHINGTON CO., Cleveland, Ohio 


Established 1829 
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Lupton 


STEEL SHELVING GROUPS 


eeoe! 


Douglas Brothers Hardware Co., Inc., Mount 
Vernon, N. Y. The most up-to-date hardware 
store in the vicinity. Completely fitted with 
Lupton Steel Equipment for display and service. 


Sales are made quicker and easier 
in steel-equipped stores 


HERE is no secret about it. Display your 

goods well and make the stock handy to 
reach, and you will increase the volume as well 
as the speed of your sales. If you don’t be- 
lieve it, ask Douglas Brothers Hardware Co., 
Inc., Mount Vernon, New York, part of whose 
store is shown above. Or take another look at 


the picture yourself and see how this Lupton 
Steel Equipment would show goods and boost 
sales in your store. Lupton planned this whole 
Douglas Brothers layout, and will gladly do 
the same for you without charge. 


DAVID LUPTON’S SONS COMPANY 
2211-0 East Allegheny Avenue Philadelphia 
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At left, the popular Urn Knocker No. 7 and Handle 
3961. In center, Knocker No. 28 and Handle 2461 for 
the larger entrance doors. 
and Handle 3161 which are suitable for smaller doors. 
There are others for every style of doorway and every 
preference, all finely fashioned, rust-proot, lasting. 








“The Ohio River had been 
up over these Sargent locks 
several times” 


WHAT this carpenter found when 
he salvaged the wreck of an old Ohio 
building has been duplicated many 
times. He further writes us: “They 
were well filled with dirt and had 
received as hard usage for over 20 
years as any lock ever received. I 
cleaned and oiled them and to all 
appearances they are as good as new.” 

Sargent locks and hardware are 
built to last as long as buildings 
stand. They are built to give fault- 
free service and absolute security 
and to satisfy every door and 


window need. That they so fre- 
quently outlast the structures in 
which they were placed should in- 
terest every hardware merchant. On 
such service real retailing success 
can be built. 


Below are a few of the many pop- 
ular patterns in Sargent hardware. 
They are of solid, time-resisting 
brass or bronze, rust-proof and last- 
ing. They are the most economical 
your customers can buy—most profit- 
able and safe for you to sell. Write 
for particulars. 


SARGENT & COMPANY, Hardware Manufacturers, New Haven, Cenn. 


New York: 92-98 Centre Street 


Chicago: 150 N. Wacker Drive 
(At Randolph) 


SARGENT HARDWARE IS PRICED AND PACKED BY THE DECIMAL SYSTEM 








! 


HU) 
mm 























At right, Knocker No. 6 








At to 


many interiors. 









































p, Oval Brass Knob No. 1980 with Drop K. 
late No. 580 and Round Brass Knob No. 1608 with 
trop Keyplate No. 814. Bronze Knob 1912CD or Cut 

Glass Knob No. 2018 below are also appropriate for 

E The Sargent Ball-bearing Hinge in 

Solid brass or bronze guarantees smooth-working doors. 
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GOOD WILL 





FIRST ~ then GOOD PROFITS 


OOD Business is usually the result 

of good will. Few merchants de- 
pend on catch-trade for their success. It 
is the steady buying of old and friendly 


customers that counts the most. 


This Seal—the approval of Good House- 
keeping Institute—is a creator of good 
will. Millions of women (and men, too) 
know that it stands for tested quality. 
Goods are easy to sell when they carry 
this approval. And every sale 
makes a satisfied customer 


for you. 








Good Housekeepin 
Institute cping, 


houses mack 


Make it a point to frequently check 
your stock against Good Housekeep- 
ing’s guaranteed advertising pages. 
Know how many of these products you 
carry in stock. Then feature them promi: 
nently in your windows and on your 
shelves. Tell customers:“Thisis approved. 
by Good Housekeeping Institute.” See 


how it helps to close sales. 


Successful merchants everywhere are 
profiting by the good will 
tested and approved prod- 





wf ucts bring them. 





FREE WINDOW CARDS 


in two colors, featuring Good Housekeepings guaranty will 
Ge help you advertise your store as headquarters for quality. Send “>? 
for them. Two sizes, 22x28 and 8’2x11. Specify size wanted. 


GOOD HOUSEKEEPING 


119 West goth Street 


New York City 
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Said a Dealer Who Cut Only 10 Keys Per Day 


Suppose you install a Segal Rectifying Hey Cutter and cut 
only ten Keys per day. Figure Your Profit. 




























OR DUD oo, oka vcndoe sas causes ecssedewsaed $2.50 

ROO See RTI INTERIOR 40D GC oo 5 on occ c coe ecscoessesescues .60 

i Ms 35S sa-eae sb enaes cee ds ba beeseane $1.90 

Re IEE IN ENED (o'5 55 c e164 So's aise 01s be ceed $57.00 
Cost of No. 800 Key Cutter, $46.25 less 2% for prompt pay- 

SNe WEE eee Sele Ciias bos 9 S36 ang kwnle vere ao: 8is'a os Sw s Swe bee 45.33 






oo OS SS ee eee eet rn $11.67 


You now own the machine. It has paid for itself in 30 days plus a 
profit. On the basis of cutting ten keys a day it will earn each 
month more than its original cost. 


We have figured on a basis of only ten keys per day. Many dealers 
using our machines cut anywhere from 50 to 250 keys daily. It cuts 
all kinds of flat and cylinder keys. Send for our booklet. 


















Our Key Cutter is fully up to the standard of our 
famous 


JMMY- SEGAL LOCK No. 666 


endorsed by Burglary Insurance Companies every- 
where. Protects millions. Never been Jimmied. 





























Allith 


edd Ls 80” 


Garage Door Hangers 


with Allith original round track, on which roll 
the machined cast hanger wheels, forms a free 
running, quiet combination that has no side 
friction whatever. The “11-80” cannot balk, 
or jam, or stick, and it won’t jump the track. 


Swivel type; reversible; vertical adjustment; 
hardened steel axle; lubricated roller bearings. 
11-80” is for 3, 4, 5 or 6 door openings. It 
costs no more chan the ordinary flat track type 
—and costs less to install. 


Write for catalog No. 95. 


Allith-Prouty Company 
Danville, Illinois 


Carage Door Hardware Spring Hinges 
Fire Door Hardware Overhead Carriers 
Rolling Ladders—Door Hangers 
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EACH ROLL OF CAMBRIA FENCE BEARS THIS LABEL 


CAMBRIA FENCE 


BETHLEHEM STEEL COMPANY 


Bethlehem, Pa. 


Plain Facts 








about Cambria Fence - - 


Cambria Fence possesses every advant- 
age of a good, durable field fence, with 
additional features that give it exception- 
ally good quality. 

Cambria Fence is made of selected steel, 
heavily coated with zinc. Its hinge joints 
keep it uniform, its cut stays are kept firm- 
ly in place by long wraps at the joints, and 
its tension curves keep it taut at all times. 

Cambria Fence retains its newness many 


years, and pays the buyer dividgnds in 
long, satisfactory service. 

In both material and method of manu- 
facture Cambria Fence represents fine 
fence quality — quality that helps to es- 
tablish the customer’s belief in the dealer’s 
integrity. 

Write to the Bethlehem District Office 
nearest you for our Dealer proposition on 
Cambria Fence. 


Catalog and literature sent upon request. 


Bethlehem Products for Hardware Dealers: 


WIRE FENCE 


Woven 


WIRE BALE TIES 
ARS 


Merchant, Concrete Reinforcing 
SMALL TOOLS 
BOLTS and NUTS 


SHEETS 
Plain, Galvanized, Roofing 





Plain, Galvanized, Annealed 


WIRE NAILS 
Bright, Cement Coated, Blued, Galvanized 


BOILER TUBES Charcoal Iron, Lap-welded Steel 





WIRE, BARBED 
All Styles 


WIRE STAPLES 


ALLOY and TOOL STEELS 


for every purpose 


DROP FORGINGS 
STRUCTURAL SHAPES 
TIN PLATE 





BETHLEHEM STEEL COMPANY General Offices: BETHLEHEM, PA. 
District Offices; 


New York Baltimore 


Cleveland 


Philadelphia 
Cincinnati Chicago 


Boston 
Detroit 


Washington 
St. Louis 


Buffalo 


Pittsburgh 
Portland 


Los Angeles 


Atlanta 


San Francisco Seattle 


Bethlehem Steel Export Corporation, 25 Broadway, New York City, Sole Exporter of Our Commercial Products 


| BETHLEHEM 
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You Can Attract Women Customers to Your Store with 


Ni 
Bath Room Fixtures 


The American housewife is always attracted by 
a good display of Bath Room Fixtures. As 
most Bath Room Fixtures are purchased by 
woman it is important that you carry those 
that can back up their attractive appearance 
with lasting quality. 





ingly beautiful in their design, but everlast- 
ingly serviceable because they are made of 
SOLID BRASS handsomely nickeled. 


Our latest Catalog shows over 300 designs. 


3777 Toilet Paper 


AMERICAN RING COMPANY 


Waterbury Connecticut 
Branch Offices: 
Boston—170 Summer St. New York—2 Hudson St. 
San Francisco—116 New Montgomery St. 
Chicago—29 E. Madison St. 




















PORTER'S 
peat currans 
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NUT SPLITTER SIDE CHAIN CUTTER 





END CUT 




















NUT SPLITTER END ELEC. WIRE CUTTER 


SIDE CUT ANGULAR . 
CUTTER WITH SEARCH HOOK 


Bolt Clippers 9 Nut Splitters 
Wire Cutters Rivet Squeezers 
Bench Cutters Special Cutters 


Even now—some hardware stores do not carry bolt clippers of any make. We 
urge these dealers to ask their jobbers about the sale of Porter Bolt Clippers in 
hardware stores—or write to us for literature. If you don’t carry Porter’s line 
you are neglecting a source of satisfactory profit. 

SOLD THRU JOBBERS EVERYWHERF—MANUFACTURED BY H. K. PORTER, INC., EVERETT, MASS. 
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CORBIN 


Wood Screws 

Drive Screws 

Coach Screws 

Machine Screws 

Set Screws 

Cap Screws 

Saw Screws 

Thumb Screws 

Hand Rail Screws 

Special Automatic Screw 
Machine Products 

Steve Bolts 

Tire Bolts 

Agricultural Bolts 

Sink Bolts 

Hanger Bolts 

Machine Screw Nuts 

Stove and Tire Bolt Nuts 

Semi-Finished Nuts 

Castellated Nuts 

S.A.E. Nuts 

Jack Chain 

Plumber’s Chain 

Register Chain 

Safety Chain 

Furnace Chain 

Ladder Chain 

Sash Chain 

Escutcheon Pins 

Speedometers 


CORBIN 











UNIFORM QUALITY and ADEQUATE STOCK 
The CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 


Warehouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohio 









ee 
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NEW BRITAIN, CONN. 








A FREE Display with Choice 


The PIKE Oilstone Display with Pilfer Proof Pockets 
went over big. Dealers everywhere found it a real sales 
booster. 


It sells PIKE Oilstones as nothing else ever sold them. 
Some retailers asked us to supply this Display with a few 
of our Natural Oilstones, as well as Pike India. 


We do so gladly—now you can have either an All India 
panel, or a panel combining both India and Natural Oil- 
stones. A trial order for % dozen stones brings either 
assortment. 


In ordering from your Jobber, please mention whether 
No. 1 or No. 2 Assortment is desired. If your Jobber can- 
not supply you—write to us. 


THESE ASSORTMENTS INCLUDE 


OILSTONE DISPLAY No. 2 


only No. 24 Combination India 
only No. 2 Combination India 
only Soft Arkansas Bench 6 


OILSTONE DISPLAY No. 1 


1 only No. 24 Combination India 
1 only No. 2 Combination India 
1 only No. 29 Combination India 


st) 


2 only No. 1% Combination only India Washita Stone 
India only Lily White Washita 7 
1 only No. 0 Combination India only Lily White Washita 8 


LIST PRICE $9.35 LIST PRICE $7.95 


Pike Manufacturing Co. 


Pike New Hampshire U. S. A. 


YY) \ 
= 













OIL STONES | 


PIKE 





Pressed 
Steel 
Panel 

In Black 
Crackle 
with 
Red 
and 
Gold 
Top 





ITE WASH? 
+ OILSTONE 
PIE MANUFACTURING CO. PIKE. NH. U.S. A 






OOOOOOOO COOOOOOO COOOOOOOO COC OOO000 OOOOOO006 OOOO 
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A good nail keeps its head erect, stands 
straight and drives straight. It knows its 
duty and does it. The difference between 
an American Steel & Wire Company's 
nail and an ordinary nail is comparable 
to that between a West Point Cadet and 
an ordinary recruit. 
The primary value of a nail is in the quality 
of thesteel andin the perfectdrawing ofthe 
wire,thenin theshapingof the head andthe 
»-cutting ofthe point. Note the clean, sharp 
point, the firm set head showing ample 
metal, the well-punched barbing and the ac- 
curate gauge on American super-quality nails, 
Test their superior strength under actual usage, 


Pe 











Itisreal economy for your customersto buy super- 
quality nails as an insurance against ruining 
good material. Every keg is packed full weight 
. « « One Hundred Pounds, net, in each keg. 


American Steel & Wire Co. 


SALES OFFICES 


CHICA! eek.’ i So. La Salle Street NEWYORK . . . .. . 80Church t 
CLEVELAND a eller Building Boston ee ee ee ist Frenilin Street 
- « « «Foot of First Street PI BURGH + « « « . Frick Building 
CINCINNATY Union Trust Building P A: + «Widener Building 
MINNEAPOLS~6F. PAUH aaah Big. SPY WO 7S bot Bagiottn gereet 
st.Louls bos live Street oe rd E> Chat 


eax ; $2 So. Charies St. 
KANSAS CITY .” .° .° 417 Grand Avenue LO. G70 Bilicott Street 
OKLAHOMA CITY °. First Nat’! Bank 4 B BRE . Miners Bank Bide. 

INGH. ; ywwn-Marx Bldg. *SAN iC} Rialto Bidg 


A ° » = . ° 2 . 
EMPHIS . Union and Planters Bank Bidg. * AN e 2087 E. Slauson Ave. 
ae... torian Building $60 » 0 a .. Sthand Alar Ss: 
BY Bce oxy, Mt Ngee aak pies “3 2 sien Hes Beak Som 


T LAKE CITY. . Walker Bank 





Like a Good Soldier | 



















Hammers 
Stand 
Ace High 


Carpenters, machinists, home users—all 
of them will tell you that when it comes to 
a’choice of hammers, Cheneys have always 
been their strong suit. 





Cheney Hammers have been among the 
favorite tools in men’s tool-kits for over 
93 years. Handles, heads, “hang,” ability 
to stand plenty of hard work—all these 
Cheney advantages have helped to make 
carefully made Cheney Hammers the pop- 
ular winners in almost any hammer com- 
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By Specialists 


The special problem in Hol- 
low Screws is getting the 
strength that your customers 
need, and expect. 


The only Specialists in Hollow 
Screws have produced for you the 
cold-drawn ALLEN—30% stronger. 


The specification of special-analysis 
alloy steel; the cold-drawing proc- 
ess; the scientific heat-treating; all 
are the work of hollow screw 
specialists. 


So an order for “‘Allens’’ is a draft on 
the time of these specialists—on their 
skill and experience with every prob- 
lem in the making and using of hollow 
screws, 


We're telling these things to the buyers of 
set screws in their business papers, and again 
in attractive circulars. The circulars bear 
our Dealers’ imprints; would you like samples? 


The Allen Mfg. Co. 
139 Sheldon St., Hartford, Conn. 


Branch Offices: 


W. C. Stauble R. E. Gregory 
2909 Waverly St. 1029 Wesley Ave. 
Detroit, Mich. Evanston, Ill. 


E. P. Crawford WwW. J. McRae 
3348 No. Park Ave. 320 Market Street 
Philadelphia, Pa. San Francisco, Cal. 


TEETER EOER 


SAS ONUANARUNECHUHOREURURAUOUUEUAHEOUOOUOUUUOGREGUULUROUOOAUOCOMOOEOUROSUEELEEEES ——< em — BELEN ORE EMEUOOUSEUREOUOEEOULOUELESUAIUCSEUEESSOEAUEEEOUONREEOSOEERTINRLLALY 








| a measure 


for sales volume 


\ | No. 530 
popular 





| 


| 
| 
| 
| 


| 


priced 


Starrett No. 530 = S t ee l 
Steel Tape 


| in 25, 50, 75 and 


100 ft. lengths 


The Starrett No. 530 Steel Tape has proved 
to be an outstanding seller in its class. Very 
moderately priced, it has a handsome black 
imitation leather case securely held by a 
special concavo-convex ring — an exclusive 
improvement — is easy to read and of Starrett 
quality throughout. 


Write for full information and prices. 


THE L. S. STARRETT CO. 


World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 
Steel Tapes—Standard for Accuracy 


ATHOL, MASS., U.S.A. 








° 1220 








Sell Starrett Tools 





sca,” Wii i imma 
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Wood 
Screws 


Rivets 
Roofing Nails 
Scratch Brush Wire 








® 3 
BRIDGEPORT. CONN. 





THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 
Milton Pray Co., San Francisco, Los Angeles, Seattle 


George E. Quigley, Detroit 
G. M. Baird & Co., Memphis, Tenn. 













For Every 
Home Need 


There is a COES Knife- 
Handle Wrench in the 
size best adapted for 
the work. 





And no wrench gives 
home owners such last- 
ing service and genu- 
ine satisfaction. Sizes 
6” to 21”. Keep stocked. 


Your Jobber carries a 
complete line. 









COES WRENCH CO. 


“In Business Since 1841” 


Worcester Mass. 
SELLING AGENTS 
A.C: MeCARTE, Bi CO vies ic tn0 pds 253 Broadway, New York 


JOHN H. GRAHAM & CO...113 Chambers Street, New York 
61 Shoe Lane, London, E.C. 
FENWICK FRERES......... 8 Rue de Rocroy, Paris, France 












No. B-2 


CHISEL 


The new short blade 
chisel, between the butt 
and firmer. Takes the 
place of the poor 
quality, though popu- 
lar chisel similar in ap- 
pearance to ours, and 
with White you have 
real quality. 




















Better order at least 
one set of 12 for sam- 
ples. You will need 
them. Same price as 
our regular No. 2 
Firmer. 






Have you our new 
Carpenters’ Catalog? 









The L. & I. J. White Co., Inc. 
125 Columbia St. Buffalo, N. Y. 















PREPARE FOR 
SPRING BUYING WITH 


Sevmove Snim PRUNING SHEARS 







No. 172—9 Inch-Polished Head 
First in Quality, Workmanship and Finish. A complete line, in- 
cluding tree pruners and lopping shears, carefully designed to give 
best service in all pruning work. Beautiful finishes, attractive 
packing—the satisfactory and profitable line to offer your trade. 


ALSO— HANDY GRASS SHEARS 


Aan 










Length—13 in. 
Blades—6 in. 
No. 117 





Fast selling, efficient shear for trimming grass. A big improvement 
over the old style shears at no additional cost. Attractive finishes. 
Send us your orders or inquiries for these profitable tools. 





Seymour Smith & Son, Inc. 
OAKVILLE, CONN. 


SALES REPRESENTATIVES 


JOHN H. GRAHAM & CO. 
113 Chambers St., New York. 268 Market St., San Francisco. 
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Double Sales 


Dealers displaying The Green Line tool cases 
equipped with tools, dress up the tool display, 
create interest and land that desired, profitable 
second sale of tools. 


The Holiday Season is the ideal time for these 
displays. The Green Line cases through their 
attractive olive green color set off by brassed 
hardware lend a festive and Christmas-like ef- 
fect to such displays. 

They are free. 


Use our sales helps. Write today and 


see your jobber. 



































ixtra Heavy H P Screw 








Rugged Clamps 


These Clamps show superior construc- 
tion throughout and reflect the painstak- 
ing care to make all Hammer and Com- 
pany’s products measure up to a high 
standard of quality. 

The trade finds them most satisfactory. 


Send for Folder and Prices. 











MALLEABLE IRON FITTINGS CO. 
Branford, Conn. 


Main Office . € L In wera? vengrh 
1550 Han | tag reen ase, . tow York. \N. ¥: if! 
Racine, $. fl 
| 
{ = See 
Patent . 
Adjustable 














DOOR-STAY AND HOLDER 
No. 38 and 39 





The two curved arms “‘B” are of spring steel and fur- 
nish ample spring cushion. To hold the door open turn 
thumb piece ‘‘E.’’ This applies to No. 38 only. 

The No. 39 Door-Stay and Holder is identical to No. 38, 
with the exception that thumb piece “E’’ is made a sta- 
tionary block, so designed, that by applying a slight pres- 
sure to the door, this block will engage the curved arms 
“B,” holding the door in an open position. A slight pres- 
sure at the handle of the door will either engage or release 
the hold-open feature. 


Circular upon request. 
THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 101 PARK AVE., N. Y. 




















New Fixtures Will Increase 


Your Holiday Trade and Profits 





Business is better at Steinman Hdwe. , Lancaster, Pa., since they 
installed — poy te 


HELLER 


BUSINESS BUILDING STORE FIXTURES 


Holiday buyers are ‘shoppers’ "—they are “looking around.” They 
seldom ask for things and you can't have enough clerks to show 
them everything. 

Depend on Heller display equipment to show attractively the hun- 
dreds of holiday items you carry. Take the tip from the chain 
stores who display everything and make goods sell themselves. 
There is still time to put in new money making Heller equipment 
before the holiday rush starts. 


Se eeeeeeeeeeee MAIL THIS TODAY eeueeeee eens 

W G. HELLER & CoO 700 Bryant St., Montpelier, Ohio. 

bd ¢ New York Office, 20 Vesey St., Suite 500 
Tell me more about the fixtures that sell more goods. 


Tables for Holiday Goods ] New Design Cutlery 
Display Door Cabinets || New Type Saw Rack 


Showcase 
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“The Torch of a Thousand Uses” 


THE NEW C&L EVEREDY 


No. 158 


Here is a torch designed especially for use in the 
workshop or around the home. It is the tool for 
the farmer, the householder and the occasional 
user. Popular priced—but a Quality Product 
all the way through. 
The burner is of bronze—the under generator 
type-—and produces a clear blue flame of intense 
heat, using standard grades of motor fuel. 
The tank is heavy gauge drawn brass strongly 
reinforced inside and out and the pump is stand- 
ard C & L double spring automatic, very quick 
and powerful. 
This torch is being widely advertised and will 
meet with ready demand. You should have it in 


5 “aa stock. Ask your wholesaler—or write 
——_ 


CLAYTON & LAMBERT MFG. COMPANY 


6282 Beaubien St., Detroit, Mich. 
Makers of Quality Line Gasoline Appliances for three generations 











You’ve Got Your Customer’s Number 
When You Stock the Premax Line 


containing forty metal compartments, 


Here’s a complete line of handsome 
or in convenient counter display 


metal house numbers packed in an at- 


tractive, sales building metal display 
cabinet. Two popular designs effec- 
DELUXE NUMBER tively cover every requirement — 


Satin Aluminum on >. “ a 
Black Background DeLuxe—a silver-finished aluminum 


number on a black enameled 
base—and Hy-Caste, a real brass 
figure for those who are satisfied 
with nothing but the best. 

The attractive, clean-cut appear- 
ance of DeLuxe numbers—their 
high degree of legibility, perma- 
nent, rustproof character and low 
cost make instant appeal to 


This free Premax Houseful keeps 


boxes of 50 assorted numbers. 
Hy-Caste brass numbers in a special 
narrow design are embossed with a 
flat face and beveled edge that re- 
sembles a cast de- 

sign in everything 

but price. Sup- 

plied in the regu- 

la Premax 

Houseful or in 

handy display 

boxes of 50 as- 

sorted numbers 


your stock clean and orderly— 
each number in a separate com- 
partment always ready for sell- 
ing or checking. 


thrifty buyers. Sold either in the with refills in car- 
gaily colored Premax Houseful, tons of 10 each. 


Niagara Metal Stamping Corporation (Dept. HA 10-6-27) Niagara Falls, N. Y. 





We would like to get our customer's number. Please tell us more about your proposition. 


Firm Name 


OE OP TOOL TEE CLT COPECO CRTC Cer Oe 


HY-CASTE 
NUMBER 


Shaped of real brass 
highly polished and 
lacquered 
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Bissell’s Toy Sweepers - Colorful, popular 
with the children, ready selling, profit pro- 
ducing, and representing big values be- 
cause manufactured on ano-profit basis as 
an advertisement for Bissell Carpet Sweep- 
ers. Really an all year staple. 


New York Office 
46 West Broadway 


Toy 


BISSELL 


ARPET SWEEPER CO., GRAND RAPIDS, MICH. 


Sweepers 


Red, blue, and mahogany grained models 
to retail at 25¢ to $2.50. Superlative attrac- 
tiveness and workmanship characterize 
every model. 


Let us send you colored illustrations and 


complete quotations. Assured deliveries. 


Oldest and Largest 
Sweeper Makers 





















This No. 9 Is 
A Good Number to Push 


Make customers glad 
they bought of you. 
Standard size. Trouble 
proof. 28 years of good- 
will behind this and 
every Auto-Spray. 





Write for catalog, 
dealer helps, etc. 


Auto-Spray 
No. 9 


869 Maple St. 





The E. C. Brown. ular with women. Con- 
Company 


Sprayers and Spray Pumps 


Theres Only ONE 


BROW 


No. 26 Auto-Spray 
Easily handled. Pop- 





tinuous spray. Handles fly killers, 
floor oils, plant-sprays, etc. 


Rochester, N. Y. 
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“Out of Goods and Attempt 
to Substitute”’ 
Lost the Most Customers — 


Recently a large retail store, according to HARDWARE AGE, hada 
representative call on former customers to determine why they had trans- 
ferred their accounts. 


— Only about 5% had moved out of the district, or died; 
— Less than 10% had changed because prices were too high; 


— Almost 86% of the loss in customers was due to causes 
directly under the control of the management ; 


— And by far the greatest single cause for dissatisfaction 
and lost customers was due to being “‘out of goods and 
attempts to substitute,’’ or failure to give customers 
what they wanted. 


When the public knows what it wants, attempts to change its mind 
are wasteful, costly, and result in loss of customers and business. 


When it comes to cream separators and milkers the 
public certainly knows what it wants, probably more defi- 
nitely and to a greater extent than is the case with any other 
articles; and furthermore, it knows why it wants DE LAVALS. 
Years of experience have proven they are the most eco- 
nomical to buy and the most profitable to own. 


More than 50% of all the prospective buyers of cream separators 
and milkers have already made up their minds to buy De Lavals. Hence 
any merchant who keeps adequate stocks and lets the public know about 
them is bound to get the lion’s share of the separator and milker business 


from his locality. 


More and more, progressive merchants are coming to a 
realization of the fact that the De Laval Line offers the 
greatest possibilities in easy sales and rapid turnover, for 
making the most profit with the least capital and for attract- 
ing and holding customers. 


The De Laval Separator Company 


NEW YORK CHICAGO SAN FRANCISCO 
165 Broadway 600 Jackson Blvd. 61 Beale Street 
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Roof Coatings.... 
particularly profitable” 


HE letter from this prominent distributor 

“speaks for itself!” Others, both jobbers 
and retailers, are likewise enthusiastic in their 
comments. 
One man writes —“Ruberoid Roof Coatings 
show ....sweet profit!” Another adds, “For 
profit and quick turn-over, we have found 
the line one of our very best items.” From 
another, “.... we consider Ruberoid one of 





Mr. R. E. Dreyer, 


Denver, Colorado 


our greatest assets.” — one reports, ‘Sales of 
Ruberoid Coatings, etc. for 1926 exceed 1925 
by 69%....we believe 1927 will show even a 
greater increase!” : 


What Ruberoid Roof Coatings, Plastic and 
Liquid Fibre-cement are doing to increase 
profits for these merchants—they will also do 
for you. Write for the Bigger Profit Plan 
behind these products, or—use the coupon. 


The RUBEROID Co. 


Chicago New York Boston 
In Canada: RUBEROID (division of Building Products, Ltd.) Montreal 





Felidae alienate itentiontion on 


The RUBEROID Co., Hdware Age 


[ 
tie a I 
[ garding the Ruberoid Products checked below: 
[ C Ruberoid RoofCoatings (Black ORed 0 Green 
D Ruberoid Plastic 
| 


ROOF COATINGS 


95 Madison Avenue, New York City. 


Gentlemen : Please send the Bigger Profit Plan behind 
Ruberoid Roof Coatings, also—descriptive literature re~ 


0 Ruberoid Utility Paint 





Address 














President, Moore Hardware and Iron Co 


0 Ruberoid Liquid Fibrecement O Black O Maroon 


DIG scssarscecxssssessninsnsactsieestisasiseses sastsen sexs sopeenasassaemsesestnceroesese 
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The Atkins Ready Household Kit No. 1 
Has Met with Immediate Response! 





Order Today from Your Jobber; First Come, First Served !! 


se Pe. se 
ga é 


No. 9 Hack Saw 4 —_ : . : 
ow e Furnished 


in a 


| beautiful 
‘wm | «Verde 


vee Green 


ee ot as 
# 
Z 


yd 
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Display 


Case 
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A NEW SOURCE OF PROFIT FOR WIDE-AWAKE MERCHANTS 
A TREMENDOUS MARKET FOR THIS FAIR PRICE KIT 


ATKINS READY HOUSEHOLD KIT No. 1 
IS A REAL UTILITY KIT FOR THE HOME 


After years of close study of the home market, Atkins research department has developed the ATKINS HOUSEHOLD KIT as illustrated 
consisting of the following: 

No. 9 Home Builder Hand Saw No. 1 Keyhole Saw and Pad 6” Slim Taper File 

No. 1 Hack Saw Frame and Blade o. 1 Grass Hook No. 29 Saw Knife 

No. 88 Kitchen Saw 6” Mill Bastard File 
Wou will find a market ready for this necessity. FURTHER INFORMATION AS TO PRICES ON REQUEST. 


OTHER WELL KNOWN PROFIT MAKERS; SPECI FY THESE HIGH GRADE, EASY SELLING SAWS 





a Hand Saw is made of —r neem a Atkins No. 51 is favored by those who prefer the old 
a Or ee ee eee style handle. SILVER STEEL Blade, Skew Back, Regu- 


Improved Perfection Handle of rosewood. Made in regu- 
lar and ship patterns. The 401 Straight Back is also lar or Ship Patterns, beautifully polished. A fast cut- 
made in regular and ship patterns. Packed in holly ting, easy running saw. Packed with Christmas label. 


boxes for your Christmas Trade. 


An RAR ARAANAAABAARAAARANANRRAAANA AS ARAMA NAAM 


Atkins Junior Mechanic for the little fellow or for the 


Atkins No. 53 is the carpenter’s favorite. Skew Back, : hl 4 I 
Regular or Ship Pattern, SILVER STEEL blade damas- ee ark aap. se a &s es hee Bangg cor | 
keen finish. Applewood handle, Improved Perfection pat- tempered steel, skew back, polished. ade in inch, 
tern. Packed with Christmas label. 8 points only. Packed with Christmas label. 


E. C. ATKINS & CO. 


Established 1857—The Silver Steel Saw People Home Office and Factory, INDIANAPOLIS, IND. 
Canadian Factory, Hamilton, Ontario Machine Knife Factory, Lancaster, N. Y. 


Branches Carrying Complete Stocks in the Following Cities: 


ATLANTA CHICAGO NEW ORLEANS PORTLAND, ORE, SEATTLE PARIS, FRANCE 
MEMPHIS MINNEAPOLIS NEW YORK CITY SAN FRANCISCO VANCOUVER, B. C. 



































nMardware 


FOUNDED 186565 


@ 





239 West 39th Street, New York City 
FRITZ J. FRANK, PRESIDENT 
































GEORGE H. GRIFFITHS, GmNERAL MANAGER LLEW S. SOULE, EbiTor 
Associate Editors: CHARLES J. HEALE, J. A. WARREN 
Show Card Editor: JosEPH BERTRAM JOWITT Contributing Editor: SAUNDERS NORVELL 
Copyright 1927 by Iron Age Publishing Company 
VoL. 120 New YORK, OCTOBER 6, 1927 No. 14 
C ontents The Convention 
' Number 
Trade Winds, by Llew S. Soule.............+0eeeeeeeees 55 u 
The joint convention of the 
Iowa Store Increases Trade 365 Per Cent...............-- 56 R ; i 
American Hardware Manufac- 
The Merchandise Manager, by Saunders Norvell.......... 58 turers’ Association and the Na- 
Z R tional Hardware Association to 
Horland Made His Place the Natural Store for Skilled be held at the Marlborough- 
MSS 205 hyn Fa iis Sate As, csp -alg Ca eet) Blenheim Hotel, Atlantic City, 
. Oct. 17-20 will be fully covered 
When Will the Day of Bunk Be Over?................... 638 er rep 
y by Harpware AGE editorial 
An Ounce and a Quarter of Shot................... ee staff and the first report of the 
a8 : proceedings will be featured in 
They Watch the Building Permits...................... 66 the Jabbess Cotwention sme 
. . . > ” 7) 
Lend Your Aid to Fire Prevention Week......... hixkin. ber to be published Oct. 27. 
Don’t miss this important fea- 
ture of HARDWARE AGE. 
DEPARTMENTS: Another paint section appears 
> with the convention issue. It 
Current News of the Trade.............. Miasesss«. evilt be better than ever. 
General Market Information ...................... 74 siti 
Weekly Washington Letter....... pled SAVORS 0a es 7 Read What They Say 
Hot Off the Nail Keg....... Spwadvassk «ies arene 90 About Us: 
ge re rT eee eee ee 92 “In renewing my subscription to 
HarpwareE AGE, please allow me to 
Coming Hardware Conventions ....... Repeat ss ai a's 106 compliment you on your excellent 
publication. 
“T have always considered Harp- 
WARE AGE as ‘the only’ hardware 
Cwe trade paper and in a class by itself. 
I derive much pleasure from read- 
ing your magazine every week, and 
Branch Office Representatives of Hardware Age ag len oh” of — help to me 
) wore, 
SOtTOREAL Yours very truly 
CuHicaco: D. M. ANDREWS CINCINNATI: BURNHAM FINNEY v Si a W c P Rep ] 
1507 Otis Bldg. 904 1st National Bank Bldg. agree’ po Morcesta 
PHILADELPHIA: JAMES M. Rose Boston: GuerarD FRAzAR Winchester-Simmons Co., 
1402 Widener Bldg. 425 Park Sq. Bldg. Atlanta. Ga 
PITTSBURGH: G. F. TEGAN MINNEAPOLIS: F. 8S. SMITH A — 
1002 —— - w 4216 ane Ave., 8. —— 
CLEVELAND: F. L. PRENTISS ASHINGTON: L. W. MOFFETT ae rticle :.< oY. io 
1362 Hanna Blas. 60 invextucet Bide, ‘ a the article s by Saunders _ 
ADVERTISING - rh most interesting = i n 
> 2 the Sept. ssue every retail mer- 
Cuicaco: R. R. CRONKHITE PHILADELPHIA: HAROLD G. BLODGETT = oe A * apaene t sa fe id 4 . 
1507 Otis Bldg. 1402 Widener Bldg. chan nm ms coun ry should sinay 
CLEVELAND: WILL J. FEDDERY New York: P. J. CoscRave what Mr. Mooch said at the conven- 
1362 Hanna Bldg. ipsisiiniecs: eidaeiiaaaee cid —— St. tion about what the consumer wants 
"425 Park Sq. Bidg. —and make his buying easy. This 
SupscrirTion Price—United States, its possessions, Canada, Mexico, Central America, ! believe to be the most tmportant 
South America, Spain, and its colonies, 1 year, $3.00; 2 years $4.00. Foreign coun- thing mn retailing. 
tries, not taking domestic rates, 1 year, $6.00. Single copies, 25c. each. Subscription BerTRAM BircH 
remittance should be made by Check, Post Office Money Order, Express Money Order ae ae pr, Sea Ia 
or Brank Draft, payable to Hanpware Ack, New York. Birch’s sang ee a Ar 7 
‘reenold, IN. J. 
Member of the Audit Bureau of Circulations 
Member of the Associated Business Papers 




















53 




















54 HARDWARE AGE for OCTOBER 6, 1927 





Ow a superb bl cobethak Design 
is available in. MCKINNEY FORGED IRON 


» 














PPROVAL bestowed on McKinney Forged 
Iron Hardware by Charles of London, 
internationally famous Decorator, rests on a 


background made rich with experience of the 
finest forged iron craftsmanship of Old England. 





From such lovely settings as the stately room 
shown above, sprang the inspiration for the ex- 
quisitely beautiful designs of earlier forgers of 
metal. It is this spirit, successfully caught by 
the modern workers of McKinney, which now 
calls forth the approbation of such authorities as 
Charles of London. 


Charles of London is the well-known inter- 
national authority on the interiors of the 
Elizabethan Period. His writings on the subject 
are recognized as standard works of reference. 
With this stately room he indicates the type of 
background which was, in earlier days, the in- 
spiration for famous English metal workers. 
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[x WARWICK design has been added to 
the present group of Heart, Curley 
Lock, Tulip and Etruscan. All pieces are 
available for outfitting a building complete. 
The small plate shown at the bottom gives, 
in miniature, a picture of the major pieces. 








As an indication of relative size the hinge 
strap at the lower left is 32 inches long. 
Photographs will be sent on request. Sam- 
ples are now ready for shipment. Forge 
Division, McKinney Manufacturing Co., 
Pittsburgh, Pa. 
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By Llew S. Soule 








Why Not a Hardware Department Store? 


chosen at random, what the term “hard- 

ware store” brings to their minds, it is 
more than probable that a large percentage 
would answer Nails. 


iy you were to ask one hundred people, 


Why nails? Why indeed should the average 
person think of any one item or line when he 
hears or sees the word “hardware”? 


Mainly because the importance of the hard- 
ware store and the range of its stock have not 
been adequately brought to the attention of 
the public. Hardware merchants generally 
have not advertised as they should. They have 
not taken full advantage of their show win- 
dows. They have not kept enough of their 
merchandise on display. 


As a result a great many people underes- 
timate the hardware store. The public gener- 
ally has but a faint conception of the number 
of items carried in a modern hardware stock. 
It would be amazed if told that such a stock 
comprises from 4000 to 6000 separate items. 
It would probably think, if not say: “six thou- 
sand items— where do they hide them all?” 


As a matter of fact, the term “hardware 
store” should make people think of a modern, 
well arranged place of business carrying a wide 
variety of merchandise. To the citizen of the 
small and medium sized towns it should have 
the same reaction as does the term “depart- 
ment store” to the city dweller. 


It would, if the average hardware merchant 
followed the natural trend —departmentized 


his store, put the major part of his stock on 
display and told people about it. 

Hardware logically lends itself to the de- 
partment idea. Its scope and variety demand 
departmentization, since only through depart- 
ments can the hardware merchant determine 
what lines are making or losing money. The 
fact that a store shows a general profit is no 
sign that all lines or items in that store are 
carried at a profit. 


Departments are worth while for the fol- 
lowing reasons: 

1. They make buying easier for both 
the merchant and his customers. 

2. They simplify inventories and sales. 

3. They reveal profitable and non-prof- 
itable lines. 

4. They make-the store orderly. 

5. They increase the efficiency of the 
employees. 

Sometimes I wonder if a new name would not 
be appropriate. Why not call your store a 
hardware department store? It would at least 
focus attention on the fact that it is not merely 
a nail shop, but a trading center—provided, of 
course, that you live up to the name. 


In any event, one of two things is needed: 
Either the public should be educated to associ- 
ate the term “hardware store” with a broad 
range of merchandise, or the term itself should 
be enlarged to convey the “range” idea. 

After all, the thing that promotes business 
is not merely what a store is, but what people 
think it is. 
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The assistant manager's job 
was much the same as that 
of an ordinary porter—much 

ping and packing of 
goods with no selling at all. 

















“Stock not on display is worth nothing,” says 
C. U. Chickering, of Waterloo, Iowa, who 
has no warehouse, simply because he has no 
surplus stock to put in it. His experience an 


appealing story. 


U. CHICKERING, proprietor of the Wa- 
terloo Hardware Co., Waterloo, Iowa, says 
that it has taken just 15 years to convince him 
that hardware retailing is entirely different 
from any other kind of retail merchandising. Mr. 
Chickering’s entry into the hardware business was both 
rather unexpected and interesting. Several years ago 
he was a salesman for an eastern dress pattern concern, 
traveling over the entire United States and calling on 
department stores and general stores of assorted sizes. 
Feeling that there was little future in his job and dis- 
liking the prolonged absences from home he decided to 
learn the retail merchandising business himself and with 
that in view obtained a position with the F. W. Wool- 
worth organization. He was immediately assigned to 
the Waterloo unit of the 5 and 10 cent store chain with 
the title of “assistant manager” and a salary of $6 per 
week. In this particular Woolworth store at that time, 
it developed, the assistant manager’s job was much the 
same as that of an ordinary porter—much sweeping and 
dusting and uncrating of stock but with no selling at all. 
However, the embryo merchant, in his determination 
to learn thoroughly, proceeded to establish himself and 
obtained room and board in the home of one of Water- 
loo’s hardware men. At the end of a couple of months, 


Chickering realized that he was not learning anything 
about merchandising and quit his job at the Woolworth 
store. On going home that night he asked his landlord 
for a place in the hardware store, but was told that 
business was too poor to take on any additional help 





though an interest in the store was for sale. After some 
discussion Chickering exchanged his entire savings, 
$3,000, for a third interest in the business and for the 
next 5 years the venture barely broke even. At the end 
of that time the senior partner died and Chickering 
borrowed the money to buy out the estate and became 
the sole owner with the opportunity of trying out his own 
theories of merchandising. 

That these theories were sound is proved by the fact 
that during the 10 years of his sole ownership, Mr. 
Chickering’s sales have shown an increase every month, 
both over the preceding month and the corresponding 
month of the previous year with the one exception of 
April, 1926. Ten years ago his annual sales were $28,- 
000; last year they were slightly in excess of $100,000; 
this latter business being done with an average stock of 
around $12,000. From a store force consisting of one 
clerk and himself, he now heads an organization which 
includes 4 store salesmen, 2 shop men, a delivery man 
and a cashier-bookkeeper. 

From the very start it has been Mr. Chickering’s idea 
to build up a record of friendly and personal service, 
For example, he has a number of customers for whom 
each fall he removes their screens and, after glazing and 
painting, puts on the storm windows and then, in the 
spring reverses the process. While the customers look 
upon this as a distinct service, it has been made not only 
self-supporting but profitable. Hardly a day goes by 
without some woman customer phoning for some article 
of hardware and asking that some item from the grocery 
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tore Increases Sales 365 Per Cent 


or meat market be picked up and delivered at the same 
time, a request that is always cheerfully fulfilled. 
“Stock not on display is worth nothing” is another of 
Mr. Chickering’s axioms and he believes in holding his 
stock to a minimum. He has no warehouse simply be- 
cause he has no surplus stock to put in it. Naturally 
this necessitates his ordering merchandise on a regular 
basis which he does without waiting for the traveling 
salesman. That does not mean that salesmen are not 
welcome at the store, for they are, and the proprietor 
can always find time to talk to them and learn about 
new goods and merchandising ideas. But he does not 
depend upon them to write his orders for him—he does 
that himself when he needs the goods. Another fact 
connected with his buying is that he discounts every in- 
voice and is proud of his record of never having owed a 
penny beyond the current month’s bills except the 
original loan that put him in control of the business. 
Mr. Chickering spends considerable time away from 
the store during business hours, as well as many evenings 
and Sundays, in visiting his farmer customers, following 
up prospects and generally creating good will toward 
the store. Ninety per cent of his sales are for cash and 


a 


The Chickering store has marked success in selling stoves and ranges. 
Here is the ee ae handling that line of merchandise. At the right is 
calling attention to the same line. 


when credit is given it is as an open book account and 
not as an installment contract. 

A very good example of this firm’s merchandising 
methods may be gained from its range sales. Last year 
it sold 54 ranges, placing during the year two orders of 
a car-load quantity each but to be shipped as needed. 
This method of delivery cost approximately a dollar 
extra per stove but this was then offset by the fact that 
there was not a great amount of capital tied up in surplus 
stock and the use of the money thereby lost. Conse- 
quently 6 ranges was the most on hand at any one time. 

A range is displayed in the window, off and on, for at 
least 8 months of the year and another is placed just 
inside of the front door the year around. The remainder 
of the stock is carried in a stove “room” toward the rear 
of the store. Through this display, coupled with inten- 
sive following up of prospects, ranges are sold almost 
the year around—5 being sold during last July. While 
several of these sales were on credit, a definite time of 
payment was set in each case and collections followed 
up. At the time of balancing the books on Jan. 1 just 
$15 was still outstanding on the ranges sold during the 
year. 


Mr Chickering spent consid- 
erable time away from the 
store, visiting his farmer 
friends, following up pros- 
pects and generally creating 
good will toward the store. 
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The Merchandise Manager 


By Saunders Norvell 


N my talk before the Pittsburgh Retail Hardware 

Dealers’ Association, I stated that after studying 

their situation, what I thought they needed was a 
MERCHANDISING MANAGER. Now, strange to say, after 
this suggestion, I have not heard a single word of objec- 
tion from a jobber, despite the inference in another hard- 
ware publication that such 


“Now,” said the president, “how can we compete with 
these other large retailers unless we make the prices they 
are making to contractors?” Our retail friends had to 
admit that this was a fact—these other large retailers 
were making the low price. 
nut to crack. Finally the 


The problem was a hard 
president remarked: “My 
sympathies, of course, are 
with the small retailers. 





might be expected. 
x * x v4 
Now I wish briefly, be- 
cause in these days my 
time has become more val- 
uable, to outline my ideas 
f the duties of a merchan- 
dising manager. Suppose 
retailers in a district such 
as Pittsburgh, and there 
are a number of such dis- 
tricts in the larger cities of 
the country, have a just 
cause of complaint against 
the actions of any of their 
jobbers. What happens? 
The retailers’ local associa- 
tion appoints a committee. 
This committee waits on 
the jobbers and makes its 
complaint. The members 
of this committee are cus- 
tomers of the jobbers. 
* * ok 


“T 


successful. 


I remember years ago 
when I happened to be in 
a meeting at the time I was ~ 
a salesmanager for a job- 
ber. This jobbing house 
had a large retail store in this city. The store was con- 
ducted with an entirely separate organization from the 
wholesale house, but the store, of course, was owned and 
controlled by the jobbing business. It happened that 
this retail store, owned by the jobber, was selling nails to 
contractors at exactly the same price at which they were 
selling nails to the retail hardware merchants of that city. 
The retail merchants’ association got together, appointed 
their committee and a date was fixed when this jobber 
would give them a hearing. 

* * » 


All of us sat around a long table in the jobber’s office. 
The president of the jobbing house sat at the head of the 
table. There were five retail merchants on the committee. 
When I glanced at the committee, I made a mental note 
of the fact that three of them were good customers of 
ours, while two did not buy from us but bought from 
our local jobbing competitor. The retail merchants out- 
lined their complaint, i. e., how could they compete when 
they were charged exactly the same price at which our 
retail department was selling contractors? To this com- 
plaint our president replied that in the city there were 
several very large retailers who bought nails in carload 
lots direct from the mills, who bought at jobbers’ prices, 
and these large retailers who did not buy from jobbers 
were selling contractors at this price. 








Norvell Says: 


WAS brought up in a school 
where I was taught that no 
manufacturer and no jobber could be 
permanently successful unless their 
customers were also prosperous and 
If the retail hardware 
dealers of this country are selling the 
larger part of the hardware of the 
country, as they are, if they are the 
main distributors to the consumer for 
both manufacturers and jobbers, then 
it has always seemed to me that it to 
was the duty of manufacturers and 
jobbers to do everything in their “ . ‘ 
power to protect, encourage and build 
up their retail customers. 
this, it has never been my idea that 
either manufacturers or jobbers were 
doing anything noble or generous. 
has been my idea that they were sim- 
ply using ordinary intelligence.” 


X It is our duty to protect 
our customers. Therefore 
we propose, regardless of 
whether we make a profit 
or not, to sell our custom- 
ers at 10 cents less than 
any price quoted by our 
retail store.” This, of 
course, was a very gen- 
erous offer, but the joker 
was that the offer was 
made only to the custom- 
ers of our house. The 
dealers who bought from 
other houses would have 
make arrangements 
with their jobbers. 


This is the story as it 
actually happened. It il- 
lustrates the difficulty of a 
It committee of retailers 
speaking for themselves. 
If, however, this associa- 
tion had been represented 
{ by a merchandising man- 
ager, this manager would 
have represented the entire 
retail trade of that city and any deal or arrangement 
made with him would necessarily have been made for all 
the retail merchants who were members of the associa- 
tion. Ig other words, it would have been group bar- 


gaining. 


In doing 








* * * 


I was brought up in a school where I was taught that 
no manufacturer and no jobber could be permanently 
successful unless their customers were also prosperous 
and successful. If the retail hardware dealers of this 
country are selling the larger part of the hardware of 
the country, as they are; if they are the main distributors 
to the consumer for both manufacturers and jobbers, 
then it has always seemed to me that it was the duty of 
manufacturers and jobbers to do everything in their 
power to protect, encourage and build up their retail 
customers. In doing this it has never been my idea that 
either manufacturers or jobbers were doing anything 
noble or generous. It has been my idea that they were 
simply using ordinary intelligence. If the regular hard- 
ware retailers of the country are not to be supported and 
helped—and by this I mean simply help in a rational 
manner—then, in the long run, the distribution of goods 
will pass to other channels and the question before both 
manufacturers and jobbers is whether they will be better 
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off when their lines pass into the hands of chain stores, 
mail-order houses, variety stores, etc. 
* * * 


To me, as a principle, it has always seemed that the 
more a business can be concentrated in certain channels 
the less the cost would be of getting that business. In 
other words, if the retail hardware merchants of the 
country should sell, say, 90 per cent of all the hardware 
instead of 70 per cent, wouldn’t it cost less for jobbers 
and manufacturers to get this business from the retailers 
than to have to go out and sell the same amount of hard- 
ware to every Tom, Dick and Harry? 

* * * 

Take, for instance, the matter of advertising. All of 
us who have had any advertising experience know that 
the price of advertising is regulated very largely by its 
volume. There is no reason why there should not be 
cooperative advertising on the part of a retail hardware 
association. However, it would take someone to handle 
this advertising, to arrange the items that are to be ad- 
vertised, to even arrange the buying of these items. Of 
course, I know very well that this is already being done 
in certain cities. I also know that the jobbers are work- 
ing with the retailers and picking out the items to be ad- 
vertised to the public. In other words, retailers and job- 
bers in certain cities, instead of pulling apart, are pulling 
together; but in these cities there is a merchandising 
manager who 1s acting for the retail merchants, planning 
their sales and arranging their advertising. 

* * *k 

Just this week, an independent retail merchant has 
mailed me a paper with a full-page advertisement gotten 
up by a hardware chain of retail stores, advertising 
quite a long list of goods at special prices. This, of 
course, is nothing but cooperative advertising, but this 
cooperation is on the part of a string of retail hardware 
stores working under one name. How is the independent 
retail hardware dealer to compete with this? According 
to my view, the only way to do it is to get together with 
the other independent retail merchants, employ a mer- 
chandising manager and do cooperative advertising 
Now, my idea does not mean that this merchandising 
manager will control the independent retail store, nor 
will he attempt to buy all the goods for the retail mer- 
chant. He will, however, help them and advise them in 
their merchandising campaigns. Why should the jobber 
object to this? The hope of the jobber is to increase his 
sales to the independent retail hardware merchant. Any- 
thing that can be done to build up the independent retail 
hardware merchant naturally, in the end, will help the 
jobber, who depends upon this merchant for his business. 

* * * 

At some length I might also go into questions of win- 
dow dressing, accounting and collections. All of these 
things an expert merchandiser would take up, discuss 
and give ideas about to the retail hardware merchant. 
My sympathies go out very largely indeed to the retail 
hardware merchant because I know how hard he works. 
The routine of his business takes up practically all of his 
time and thought. The profits of his business will not 
justify his employing a lot of extra clerks, especially 
high-priced men who have had experience in figuring out 
merchandising plans. Therefore, the average indepen- 
dent retail hardware merchant doing the best he can 
simply has time and energy to do his current business. 
However, with the help of a merchandising manager, 
such as I suggest, he would do many things to help his 
business and to increase his sales that now are-undone. 

* * * 

I have referred several times recently to salesmen trav- 

eling on the road. How many of the salesmen who call 


on the retail merchant actually have the knowledge. or 
the ability and the desire, to help him in his merchandis- 
ing problems? Ask the retailers. Many salesmen today 
simply wish to get an order, get it quickly and get away. 
They haven’t time to figure out an elaborate selling cam- 
paign. If they would devote a week to this kind of work, 
the chances are their order books would look very 
sketchy. Merchandising planning is a separate job. It 
requires a special man to do it and our friends, the chain 
stores, have shown us how valuable this kind of work 
can be made in the selling end of the business when it is 
thoughtfully planned and carefully executed. 
* * * 

There is another angle to this problem that is worth 
consideration. Many manufacturers develop “seconds.” 
What becomes of these seconds? Usually they. find 
their way, at an especially low price, into the hands of 
five-and-ten-cent stores, chain stores and mail-order con- 
cerns. In the course of time the retail merchant finds 
himself in competition with this class of merchandise. 
What has he got or what can he get to meet the compe- 


‘tition? The manufacturer very seldom offers merchan- 


dise of this nature direct to the retailer because he has 
an idea that it is better to sell his seconds and his bar- 
gains to outside sources so they will not disturb his 
regular line of distribution. The retailer, generally 
speaking, is not in contact with manufacturers. The 
jobber, as a rule, is making no effort to find these bargain 
goods. The jobber is just as much in the dark about 
them, their quantity and how they are sold, as the 
retailer. 
* * * 

Now, if there happened to be a merchandising man- 
ager, who “knew his onions,” the retailers in a district 
like Pittsburgh, for instance, might be able, from time 
to time, to pick up bargains in hardware that would be 
of great help to them in meeting their present troubles 
in competition. Naturally, the retailer will never hear 
of these bargains. On the other hand, those who are 
posted know that here in the East sometimes great quan- 
tities of goods are being sold at exceedingly low prices. 
The buyers who are on the spot pick up these goods. 
The retailer naturally can not be here, but his merchan- 
dising manager might be on the scene of the sale. 

* * * 

Just to illustrate this point I herewith copy a circular 
that has been sent out broadcast. Now, please note the 
items on this list. Please note the statement that all of 
this merchandise is of the best make and all in original 
packages. What was the source of this merchandise ? 
Why has it been dumped on the market at public auction ? 
Why haven’t the jobbers or the-retail merchants of the 
country been given an opportunity to buy it? No doubt 
a merchandising manager could find out some of the 


facts. 
* * * 


Pusiic AUCTION 
VatueE $60,000.00 WuoLesALe Buitpers’ & SHELF 
HARDWARE 


1000 Cylinder Night 1000 Door Stops 


Latches 
1500 Padlocks 2000 Push Buttons 
2000 Pairs Bronze Butts up 30000 Sash Lifts 

to 8 x 8 inches 

3000 Pairs Brass Knobs 4000 Brass Draw Knobs 
7000 Glass Knobs 100000 Keys 
6000 Brass & Steel Case- 20000 Escutcheons 

ment Adjusters 

(Continued on page 96) 
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J. Horland Made His Place 


The Natural Store for Skilled Mechanics 


Gaining the good 
will of organized 
mechanics has 
been one of the 
strong points in 
building the en- 
viable tool trade 
enjoyed by J. 
Horland of New- 
ark, N. J. Their 
recommendation 
has been a good 
advertisement for 
the reliability of 
the store and its 
merchandise. The 
photo at the top 
of the page shows 
how Horland’s 
display levels, 
hammers, etc. 





HORLAND, 3. Springfield Avenue, Newark, 
J N. J., believes he conducts the only store in the 
* country catering exclusively to the individual 
union mechanic. On a record kept at the store over a 
period of time, 310 out of 330 purchasers of tools car- 
ried a union working card. Mr. Horland attributes 
this enviable reputation largely to the fact that he has 
always endeavored to sell only merchandise that would 
unfailingly give complete satisfaction. That this is the 
case is borne out by the fact that members of the unions 
have received letters from friends in Italy requesting 
them to go to Horland’s and get them certain tools that 
they wanted. 

Mr. Horland is able to handle this trade in this man- 
ner, possibly because of the size of the city of Newark 
and the nature of the business to be had, but the idea is 
certainly applicable to many tool departments. 


Mr. Horland has at times been a guest at the meetings 
of the unions and on one occasion was surprised to be 
asked to speak to the members. At a loss to know just 
what to say, he spoke of the fact that so many had 
favored him with their trade, but that he felt that he 
merited the business because of the value he offered. 
He asked if there was a man in the room who could 
say that any tool purchased from Horland’s had been 
unsatisfactory in any way. Not a hand was raised. It 
can easily be appreciated what a boost that was for the 
hardware man represented at that meeting. 


An occasional display of one special tool or group of tools has been 
found effective by many hardware merchants, 
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Asked why he had come to handle mechanics needs, 
exclusively, he answered it was because of the rapid 
turnover. This store turns over its stock of mechanics 
and machinists tools ten times annually. Of course, if 
one of Horland’s faithful customers needs a lawn mower 
or any other item not carried regularly, Mr. Horland 
gives special service in procuring it in a hurry. 

There is no seasonal feature about this tool business. 
The Newark store finds them always in demand. This 
demand is kept stimulated to some extent by the store’s 
advertising which is well printed and is sent to a large 
and accurately kept list of active buyers of tools, the 
addressing machine being used to facilitate this work. 

Although the store is painted in a bright orange color 
and trimmed in black, Mr. Horland found by a little 
experiment that he could do business on the second floor 


as well as where he is located. Once when the stock 
was moved to the present location, no interruption 
to the trade was noted. The usual business followed to 
the new store as though there had been no change—and 
that without a card announcing the move having been 
put on the old store. 

The store sells the nationally known brands of tools 
and stands back of every one it sells. Every need of 
the mechanic is taken care of here, tools, tool kits, 
thermos jugs, etc. It is not strange that this class of 
trade which knows exactly what it wants will come in 
and make the purchases with the least possible trouble, 
often picking up the collection of items they need, and 
placing it on the counter to be wrapped. Horland makes 
his store the natural place for the skilled mechanic to 
trade at. 





Supply Tools for Manual Training Students 


A good class of tools may be sold to boys who take a pride in 
building things. Offer stimulant to competition in handiwork. 


pects for the merchant who goes after the busi- 
ness. No group is more quickly responsive to a 
new idea than the youths who are mentally alert, as are 
these boys in the manual training classes. The fact that 
they are following up these courses shows that they 
have an interest that is more than a mere passing one. 
The many inexpensive magazines that today serve the 
boys and young men who like to build are doing a 
wonderful work along this line. They publish story 
after story telling how to make everything from a 
bird house for the back lawn on up to a library table. 
There is an opportunity for the hardware mer- 
chant to capitalize this healthy and wholesome interest, 
at.the same time doing the boys and their parents a 
real service in building manhood as well as furniture. 
The parents will welcome and encourage the boys in 
the purchase of good tools. The sales are just waiting 
to be made. Go after them. 
The regular channels of sales making are perhaps 


| manual training classes are full of good pros- 





ROR 


These Boys Are Your 
Logical Customers 


Here is a group of intelligent boys 
who were prize winners in a com- 
petition in bird house building. 
The structures they showed were 
all built in a workmanlike manner, 
requiring the use of good grade 
tools. The house building is only 
one of the lines of constructive 
activity they are interested in. 
Soon they will be mature and 
skilled mechanics and their pur- 
chases of tools and their influence 
over their fellows in further sales 
for you will be a worth while 
item. Cultivate their acquaintance. 


be. 











the best. A window display specially appealing to boys 
backed up by advertising that is intelligent—boys will 
not respond to advertising addressed to children—and 
tied up with store displays of tools, both in kits and 
separate pieces, will do the trick. 

A. competition in bird house building among the more 
advanced manual training students, which would receive 
the whole hearted cooperation of the instructors and 
school authorities, would be a good way to get this flow 
of tool business started. Your experience with this idea 
will bring out other ways in increase and keep it flowing. 

It may be possible for you to arrange to have some 
one who is familiar with the various types of con- 
struction and the use of tools speak to these classes 
at the schools, identifying your store with the plan, 
thereby forming a bond with the boys that will not 
easily be shaken. There are many and varied ways of 
getting the attention of boys, by appealing to their 
desire to be skillful, and no matter how you do it, the 
business is worth cultivating. 








Pen Mena ON RAS EE SE 


ae 


Ce TE ene 


3 
2 
| 
i 














62 ay “HARDWARE AGE for OCTOBER 6, 1927 

















Time to Go Gunning for Business 


To those who have been there once it is irresistible. When the forest in- 

vites her children home, it amounts to a command. So bring out your dis- 
plays of guns and ammunition, and share in the business that will precede 
the season’s activity in the woods. Manufacturers’ display helps are extremely attrac- 
tive along this line and merchandising these lines should be a real pleasure. Don’t 
forget the many accessories that go with the shooting arms—axes, hatchets, traps, 
cooking outfits and outing equipment in general. Automobile accessories will 


rs 


| 

| 

HE tang of autumn air is calling thousands of sportsmen to the woodlands. 
| share in this, too, many sportsmen using the automobile to reach their playgrounds. 
| 
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When Will the Day of Bunk Be Over? 


By Ricuarp M. Nevustapr 


Managing Director, Retail Merchants’ Association of San Francisco 
in The Pacific Coast Merchant 


66 HE big fleas have little fleas and—.” But you 
know the old jingle. Have you ever applied 
its philosophy to discount clubs? 

A new angle on such organizations developed when 
the corporation commissioner of California the other day 
ruled that memberships therein were equivalent to secur- 
ities and that therefore they come under his regulatory 
powers. Such powers took the particular form of imme- 
diately issuing a stop order to both the Decimo and Unit 
clubs to desist selling memberships in California and 
referring record of activities to the district attorney of 
San Francisco for action before the grand jury. 

The report made by the corporation commissioner, 
which received much publicity in the press, confirmed 
the fact that the inventor of the Decimo Club—a clever 
man by the name of Monjar—had succeeded in getting 
70,000 people in this country to sign up and present him 
with an initiation fee of $20 apiece—or a total of $1- 
400,000, of which he had expended, it is officially esti- 
mated, only $215,000 for organization expenses. The 
balance was his personal property. Over $1,000,000 
earnings on no capital at all over a period from Septem- 
ber, 1924, to February, 1926! Pretty good business— 
from one job! 


Legality Still in Question 


It remains to be seen whether the estoppel order of 
the commission will stand the test of the courts and also 
whether the grand jury finds anything in the record on 
which to peg criminal procedure. 

All this is particularly pertinent to merchants because 
the only tangible value of membership in the Decimo 
Club was the privilege of joining the Apasco—the Amer- 
ican Purchasing and Sales Corporation—through which 
members are to get discounts on everything from mouse- 
traps to houses. Without such discount arrangement the 
whole scheme could not have got even to first base. 

Legal restrictions, criminal action and the whole gamut 
of the law are well enough. But they are not enough. 

We need not be particularly concerned with the indi- 
vidual fate of Monjar, or of his imitators who have or- 
ganized the Unit Club—with its purchasing club the 
Argo. We must look deeper and realize the economic 
fallacy on which all such schemes are based. 

There is nothing particularly new about discount clubs. 
These latest associations have simply dressed them up in 
a 1927 model. The 1918 model—the Army and Navy 
Stores Association—is still doing very well, thank you. 
And it is still tied up to some of the largest and most 
successful merchants in the country! Historically, we 
can trace them all back to the privileges given a genera- 
tion ago to the members of the ministry by merchant 
princes whose swelling pocketbooks so swelled their 
heads that they took comfort out of giving a 10 per cent 
discount to a class in the community whom they cheer- 
fully helped to keep notoriously underpaid. 

This paternalism dwindled as far as the ministry went, 
but burst out afresh, under the stimulus of our natural 
patriotic sentimentality, following the war. Certain in- 
dividuals were clever enough to capitalize on this feeling 





of friendly helpfulness to those who served the nation 
and talk up their plan, not on a basis of patronizing pa- 
triotism, but of increasing sales. That they created an 
organization from which they reaped a fortune is rela- 
tively unimportant. That they conceived of a scheme 
that twisted the minds of retailers away from the basic 
principles of sound economics and into the shifting sands 
of bunk, is vital. 


Give Discount to Everybody 


If you can increase sales by giving a special discount 
to any one group in the community, it naturally follows 
that you can increase them even further by extending 
that discount privilege to other groups. That’s perfectly 
logical. If it is good business to do it for ex-service 
men, why isn’t it better business to do it for members 
of the Decimo Club or the Unit Club—or similar organi- 
zations, of which there are a host? Why not carry the 
logic out to its own conclusion and give everybody a 
discount ? 

Let’s look at the discount device—first from the mer- 
chant’s point of view. The smooth salesman presents 
the idea that they have several thousand people in your 
community who will buy from you provided you agree 
to give them a discount through their organization. Of 
course, incidentally, their organization gets a big rake- 
off. But let’s leave that! The giving of this preferen- 
tial price is justified by the greater volume of trade it 
will secure for you. Also by the fact that it is in lieu 
of advertising. What’s wrong with this? 

The fact that you agreed to give such preference 
doesn’t mean that you are going to get the trade of the 
several thousand members. That’s illusion No. 1! Per- 
haps it is good that this is true, because if you did get 
all the trade you would lose more money than ever. Let’s 
figure that out. . 

Every member of such an organization is just a human 
being, after all. He comes into your store like anyone 
else and demands and gets the same service. It costs 
you just as much to sell him as anyone else. How can 
you afford to give him 10 per cént rebate? You don’t 
make 10 per cent profit, that’s certain. Even were we 
to admit, for the sake of argument, that such member- 
ship is in lieu of advertising ; if your advertising is cost- 
ing you 10 per cent, you had better get busy. You're 
working, not for yourself, but for the advertising media. 
And let’s quit admitting things that aren’t so. Such 
affiliation is the poorest kind of advertising. 

Of course, if you were to take my foolish suggestions 
seriously and gave a discount to everybody who came 
into your store, you would have to raise your prices by 
just that much to everybody. If you give a preferential 
price to some of your customers, are you making the 
others pay the cost thereof? Or are you calmly losing 
it yourself ? 

Civilization hasn’t progressed very far. It is only a 
short distance, after all, between you, the ethical mer- 
chant, and your forebear, the old haggling trader. You 
began to earn the respect of your community when you 

(Continued on page 97) 
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An Ounce and a Quarter of Shot 


What It Does and Why 


By E. C. Hadley 


Ballistic Engineer, in conjunction with Captain W. A. Wistil and J. L. Chisnall, 


pendulum of popularity has swung 
from light and medium shot shell loads 
toward the relatively heavy, high velocity, 
long range loads containing 144 ounces of 
shot. For years the ammunition companies 
have listed several 12 gage loads contain- 


I: the past two or three years the 





It has been shown above how the choice 
of different sizes of pellets will affect the 


remaining velocity at various distances 
and, of course, the energy is similarly 
affected. The energy drops off very much 
more quickly, however, because it varies 
in proportion to the square of the velo- 
city and not directly with it. Each indi- 
vidual pellet, of course, carries a certain 
amount of energy. The remaining energy 
of the entire charge for various ranges 
is shown in the accompanying “total 
energy-range” chart. ese figures are 
academic in that all the remaining energy 
shown cannot possibly be utilized, but 
it is interesting, nevertheless, to see how 
rapidly the energy is being dissipated. 


ing the standard bulk and dense powders 
and 114 ounces of shot. The most popu- 
lar of these has been the load generally 
used at the traps and furnished in 234-inch 
shells using 3 drams of bulk powder or 
24 grains of dense powder with 114 ounces 
of No. 7%c. shot. Other 12 gage loads 
for field shooting have been furnished with 
114 ounces of shot, such as the 3% dram 
bulk powder or 26 grain dense powder load 
and the 3% dram or 28 grain dense pow- 
der load. With the exception of the loads 
used for trap-shooting, the 114 ounce loads 
were not particularly popular. 

After the introduction of progressive 
burning powders, it was found possible 
to develop shot shell loads in 234-inch 
shells with very much higher muzzle ve- 
locities than it was possible to obtain with 








Remington Arms Company, Inc. 


the older types of bulk and dense powders 
and with breech pressures which did not 
have to exceed the previously accepted lim- 
its of safety. The combination of low 
breech pressure, progressive burning qual- 
ity and high velocity, is also accompanied 
by greatly improved patterns, so that the 
shooter obtains practically as good a pat- 
tern from a long range load with 1% 
ounces of shot as he does from a Trap 
Load, which has the same amount of shot. 
The long range load has an average veloc- 
ity about 100 feet per second higher than 
the Trap Load when tested over a 40 yard 
range. The effective striking energy of 
the modern 1% ounce load is much greater 
than that of the older 1% ounce loads. 
Comparisons of remaining velocity and en- 
ergy of charges of different sizes of shot 
are shown in charts referred to below. 

Before smokeless shot shell powders 
were first introduced, it was customary for 
many shooters to load brass or paper shot 
shells themselves with black powder. They 
frequently used dippers or measures gradu- 
ated in size, so as to “throw” a 3 dram 
or other desired charge of black powder 
into the shell. The makers of bulk smoke- 
less powder deliberately made their prod- 
uct so that the same old dippers or meas- 
ures could be used—in other words, the 
powder was made so that the same “bulk” 
or volume as ordinarily used would pro- 
duce the same propellent or ballistic effect. 
The weight of this volume of smokeless 
powder was very much less than that of 
black powder. 

“Dense” smokeless shotgun powders 
later became quite popular. They were 
made without regard for the then tradi- 
tional bulk or volume measure. They were 
called ‘“‘dense” powders because a much 
smaller volume and weight produced a sim- 
ilar propellent or ballistic effect. “Infalli- 
ble” and “Ballistite” are such powders. It 
is particularly important that shells with 
dense powder charge be very uniformly 
loaded because small variations in powder 
charge may produce comparatively large 
changes in velocity and pressure. The rate 
of burning of powder is very important. 
The ballistics obtained from the different 
brands of bulk and dense powders enu- 
merated above are about the same, but 
with the maximum loads the patterns at 
best are only mediocre at long ranges. 
This is thought to be due to the fact that 
the rate of burning of all these powders 
is so fast and the gas is generated so rap- 
idly that the shot charge is started very 
violently and the pellets are crowded and 
jammed against each other and against the 





bore and choke, and so deformed as to 
scatter too much, resulting in poorer pat- 
terns. On the other hand, progressive 
burning powders seem to start the shot 
charge on its way up the barrel more 
gently and permit emergence from the 
muzzle without such initial distortion, even 
though at a higher velocity. Under these 
conditions, most of our “ounce and a quar- 
ter” stay with the group way down the 
range. Fewer pellets are so distorted as to 
scatter widely and so become ineffective. 
The breech pressure developed by a shot 
shell load is an important consideration. 
All the ammunition companies take par- 
ticular pains to control the loading of shot 
shells so that the breech pressures will be 
kept within the prescribed limits of safety. 
There is a certain normal change in bulk 
powders due to the absorption or giving off 
of moisture resulting from atmospheric 
changes, which is reflected in the ballistic 
behavior of these powders. Dry bulk pow- 
der shells show higher velocities and pres- 
sures than the same powder and shells 
after storage in a moist place. This has 
to be allowed for during loading, and fre- 
quent determinations of moisture content 
are required to avoid loading to a maxi- 
mum level of pressure during the humid 
summer months, and later discovering that 
the pressures have risen to dangerous 
levels during the steam heat period of the 





The “individual pellet energy-range” 
curve shows graphically the loss of energy 
of the individual pellets of each size of 
shot. Examination of the remaining 
energy at sixty yards, for example, shows 
that number four pellets have more than 
twice the energy of number sevens, and 
that number twos have nearly twice the 
energy of number fours. 


fall and winter. Ballistite and Infallible 
powders are not noticeably affected by 
changes in relative humidity or tempera- 
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‘ ture, but must be carefully controlled dur- 
ing loading to avoid charge variations 
which might result in high pressures. With 
the more modern progressive burning pow- 
ders, the relation between velocity and 
pressure is such that high velocities can 
be obtained without exceeding very mod- 
erate breech pressures, and this allows a 
careful ammunition company a margin of 
safety which is very desirable. 

The shooter who is studying long range 
and hard hitting qualities is perhaps most 
interested in the muzzle velocity of the 
shot charge, and the remaining velocity 





The potentially useful energy remaining 

at different ranges depends on the pat- 

terns at these ranges, whether 30, 40, 50, 

60 or 70 per cent of the shot charges is 

* delivered in say, a 30” circle at a given 
place. 


and energy at various ranges. It is well 
known that small sizes of shot fall off 
in velocity much more quickly than the 
larger sizes of shot, assuming that all the 
different sizes leave the muzzle at the same 
initial velocity. The “velocity-range” chart 
shown herewith will serve to illustrate how 
this falling off occurs with a full choke 
gun using a 12 gage Nitro Express Load 
with Progressive Burning Powder and 
various sizes of shot. 

Of course the item of uniformity is very 
important, and the control of loading de- 
termines this to a very appreciable extent. 
The shooter also wants a load which will 
develop the smallest possible amount of 
recoil and yet give him his high velocities 
and long range without undue punishment. 
One of the great advantages of the Pro- 
gressive Burning Powder is that its slow 
burning tends toward making the recoil 
more like a push and less like a blow upon 
the shoulder. This is especially important 
because the loads in question develop so 
much more muzzle velocity and energy than 
those made up with older type of powder. 

The shooter today is interested in the 
make-up of the cartridge or shell for which 





he pays his good money. The component 
parts of a shot shell, while apparently very 
simple, are nevertheless very carefully 
manufactured and controlled under defi- 
nite specifications and rigid inspection. 
The paper from which the shell body is 
made is supplied according to the special 
specifications of the manufacturer and the 
ammunition company. The thickness of 
the paper is gaged, its tensile strength and 
stretch measured, its weight controlled, 
and during the winding of the tubes the 
inspection is very rigid to prevent any 
excessive variation in inside or outside 
diameter of the shell itself. The wax treat- 
ment and the special wetproofing assure 
the shooter that the shell will not unduly 
expand on account of exposure to exces- 
sive humidity or moisture, and that the 
powder charge inside the shell will be quite 
effective even though the shell is subjected 
to the disagreeable weather conditions usu- 
ally prevailing during the duck hunting 
season. The primers used must be care- 
fully designed and manufactured, the bat- 
tery cup must be properly made, and the 
base wad must be firm and of the proper 
density and design in relation to the brass 
head to prevent the body of the shell from 
cutting off when fired. The brass head 
must also be properly locked to the body 
so that it will not pull off when fired or 
extracted. The loading of the powder must 
be carefully controlled to insure uniform- 
ity of the weight of charge. The com- 
pression of the wads on the powder must 
be very carefully regulated to avoid build- 
ing up excessive pressures or causing 
“blown patterns.” Each lot of powder 
must be given a special acceptance test 
so that it can be classified for use. The 
wads must be of best quality—uniform in 
diameter, thickness and body to permit 
satisfactory cushioning and expansion dur- 
ing firing so that the desired gas seal can 
be formed and maintained. The thickness 
and diameter of these wads are carefully 
controlled by rigid inspection. The secrets 
of high quality and uniformity include 
careful purchase of raw materials, careful 
design and manufacture, accompanied by 
rigid inspection and careful test. 

The gun itself exercises a material in- 
fluence on the results obtained from 
a shot shell. It has been found that im- 
portant differences can be demonstrated by 
changes in the length, diameter, and shape 
of the cone; of diameter of the bore as 
well as the angle and length of choke. 
The sharpness of the choke angle is an 
important consideration, as patterns can be 
influenced for good or bad by poorly de- 
signed or poorly made chokes. Barrel 
lengths should not vary far from the satis- 
factory accepted standards, or poor re- 
sults are likely to follow. 

A vast amount of work has been done 
toward improving the distribution of the 
shot charge at normal and long ranges. 
This subject of shot shell patterns has 
recently assumed a position of much great- 
er importance than was given to it in 
the past. The popular demand now is for 
patterns with the high velocity loads equal 
to patterns obtained heretofore with loads 
of very much lower velocity. Of course 
denser patterns mean greater difficulty of 


aim and more careful judgment of lead, 
| but when a bird is hit with a shot charge 
having a 70 per cent pattern in a 30-inch 
circle at 40 yards, and correspondingly 
dense patterns at 50 and 60 yards, there is 
much less likelihood of cripples. The satis- 
faction of a clean kill is not to be ignored. 
As stated above, the loads containing pro- 
gressive burning powders can be expected 
to deliver a greater number of pellets in 
a given area and at much higher velocity 
than the old specified loads containing 
standard bulk and dense powders. 

Much has been said about this improve- 
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A graphic representation of the energy 
remaining in the ever diminishing pattern 
and ever slowing down pellets is shown 
in the “energy 30 inch pattern-range”’ 
chart. Patterns were fired up to one 
hundred yards, but only results of prac- 
tical or possible value are shown on the 
chart. It will be observed that the larger 
sizes of shot deliver a greater total energy 
at all ranges than the smaller sizes of 
shot. The duck hunter can best decide 
himself whether, for a particular kind 
ef shooting, he wants greater energy and 
consequently a harder hitting load with 
the sacrifice of number of pellets in a 
given area, or prefers a greater number 
of pellets, giving a better chance of hit- 
ting the bird, at the sacrifice of reduced 
shocking power. 


ment gained by lessening the stringing of 
the shot charge. It is doubtless a fact 
that the length of the shot string in flight 
is materially reduced with the loads con- 
taining Progressive Burning Powder, be- 
cause the relation between velocity and 
pressure can be made such as to give the 
minimum amount of shot distortion. Shot 
which have been badly jammed out of 
shape or worn off materially will natu- 
rally be the laggards and disturbers and 
strays in any speeding ounce and a quar- 
ter of shot. To cut down the number of 
these pellets by well-designed and care- 
fully made up loads is indeed an accom- 
plishment. 

The English have studied shot stringing 
in order to appraise properly the extent of 
its importance. Some of their tests are 
fully set forth in the Field for March 18, 

(Continued on page 79) 
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John G. Dannaher, O. B. Hardiman and F. S. Green, the three selling aces of the Central Hardware Co. 





They Watch the 


Building Permits 


Personal calls build sales volume for Central 
Hardware Co., of Nashville, Tenn. Partners 
spend two or three days a week on the outside 


ing permit form, receives the next day some sales 

literature on hardware from Central Hardware 
Co. Within the week he receives a personal call from 
one of the three owners, who operate the business. Ar- 
chitects and builders receive follow-ups and constant 
reminders of this firm’s interest and desire to furnish 
the proper hardware and give good service. 

Last summer we visited the Central Hardware Co. 
store and had the pleasure of meeting John J. Dannaher, 
F. S. Green and ©. B. Hardiman, who own and operate 
the business. The store is located on Sixth Street, 
North, just around the corner from Church Street, 
which is Nashville’s “Main Street.” 

The store itself is about average city store size, 
Steel shelving and steel open display tables present prac- 


| Or YNE in Nashville, Tenn., who files a build- 


tically all goods to the customer and window displays 
are changed weekly. That week one window had paints 
and the other builders’ hardware. The latter display 
was particularly interesting. Each item in the window 
was carefully price marked. Many dealers show prices 
on practically every display but seem to forget this good 
practice when making a builders’ hardware window. 

At that time the business was less than six months old 
and builders’ hardware sales were approximately $4,500. 
The previous week six big jobs had been obtained to add 
to this figure. [For a young business this sounded pretty 
good. 

Two or three days of each week one of three partners 
gets outside to visit architects, builder-contractors, and 
any people who are known to be interested in building 

(Continued on page 101) 
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You Should Lend Your Aid to 


Fire Prevention Week 


Hardware merchant owes it to his community 
as well as to his business to feature items that 
will prevent fires. 


IRES in the United States 
during the year 1926 caused the 
: death of 10,000 useful American 
p=), citizens and se as many ote 
ifm, Property loss for the same perio 
a! is estimated at $560,000,000, an 
WW) average of $1,535,750 per day or 
‘$1,066 for every minute of the 
Add to this loss the cost of maintaining fire 









year. 
departments and water supply, which is placed at one 
billion dollars, and the estimated half million paid in 


fire insurance premiums, Then picture the intangible 
economic loss of industrial and commercial fires. Busi- 
ness is interrupted, production stops, wages stop and 
rebuilding is generally a slow process. 

The National Fire Protection Society maintains that 
a careful survey shows 87 per cent of all fires prevent- 
able and due entirely to gross carelessness. The Na- 
tional Board of Fire Underwriters records a loss of 
$37,880,000 from fires started by matches, cigars and 
cigarettes carelessly disposed of, and a loss of $27,- 
092,000 from defective chimney flues, plus a loss of 
$25,521,000 from stoves, furnaces, boilers and their 
pipes. These figures cover merely the insured properties. 

These two organizations sponsor the annual Fire Pre- 
vention Week which will be observed this year from 
Oct. 9 to 15. It is the obvious duty of every citizen to 


























cooperate to the fullest extent 
with the work of fire prevention. 
The loss of property represent- 
ing so many millions of dollars 
should stagger the senses. Add 
to that the needless loss of life 
through fires most of them pre- 
ventable and you should need 
little prompting to get in 
line with the thought be- 
hind Fire Prevention Week. 

This week will occasion 
safety lectures to school 
children and to industrial 
workers. Fire departments 
will parade. City officials 
will issue appropriate messages. Newspapers will offer 
pertinent editorials. The minds of the American public 
will be thoroughly focussed on the fire prevention. It is 
unfortunate that the general public interest cannot be 
sustained for the other fifty-one weeks-of the year. If 
it could be there would be less loss from fire, particu- 
larly those which are entirely preventable. 

With all of this well organized work in the interest 
of fire prevention, the hardware dealer owes it to his 
community as well as to his business to feature in his 
windows those hardware items which if used by the 
public will prevent many fires and help check small fires 
before they cause indefinite loss. 

Ash cans, rubbish, flue cleaners, fire extinguishers, 
fire buckets, waste cans, asbestos sheeting, metal flue 
caps, flashlights and metal match containers are some 
of the lines to be remembered and brought to the public 
attention at least during the week of Oct. 9. Most 
of these numbers are featured regularly anyway. at this 
season but certainly a special fire prevention appeal 
should be made during the observation of Fire Preven- 
tion Week. 

Your local fire department chiefs will be pleased to 
make up suggested fire prevention rules. You could 
print these on a card for general distribution. Your 
name at the bottom or on the back of such a card would 
be an evidence of your community interest and would be 
very effective good will publicity. Your local papers 
will undoubtedly carry fire prevention stories during 
the week of October 9. Line up with these ideas 
in the featuring of fire prevention and fighting 
equipment which you have to sell. 
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Pittsburgh Retail Dealers Hear 
Harry D. Kaiser Speak 


The Pittsburgh Retail Hardware Deal- 
ers Association resumed its monthly meet- 
ings and dinners following the summer 
recess, on Friday evening, Sept. 23, at the 
Seventh Avenue Hotel, Pittsburgh, Pa. 
Harry D. Kaiser, president Pennsylvania- 
Atlantic Seaboard Hardware Association, 
was its guest and principal speaker. Mr. 
Kaiser ended an official tour of Western 
Pennsylvania with this meeting and after 
reviewing what he had seen and experi- 
enced on the trip, made a strong plea 
for cooperation among the retail hard- 
ware dealers, which he said could save 
them in the face of what he termed as 
rather perilous times. Business, he said, 
was not as good as had been reported by 
trade papers and it was idle to deny that 
with decreasing sales and narrowing 
profits many retailers were up against a 
serious problem in making both ends meet. 
He thought that a good many of tne ills 
that were present and threatening were 
due to the fact that there were too many 
in the business and only through an 
elimination of the excess stores could 
there be a restoration of the happy condi- 
tions of some years ago. 

He urged that the retailers take very 
seriously the annual conventions of the 
state association, which offer unusual 
opportunities for the exchange of ideas 
on’ methods of doing business, while the 
exhibits make it easy for those interested 
in putting in new lines to take the place 
of old or slow selling ones to do so. 
There is too much tendency among retail- 
ers, Mr. Kaiser said, to let well enough 
alone and not enough disposition to 
change habits and customs and create 
business instead of waiting for it to come 
in. Touching on display tables, he men- 
tioned seeing tank balls displayed on a 
table in a western Pennsylvania store 


visited on this tour, priced at $1 each. | 


This he said was a fine example of mis- 
use of display tables, since as all retail- 
ers knew, the best tank balls on the mar- 
ket cost only $2.25 a dozen and the right 


| pricing of articles shown was quite as 
‘essential in increasing sales as the table 
| itself. 

| George Brown, Punxsutawney, Pa., first 
| vice president of PASHA was also pres- 
|ent and recounted in interesting fashion 
|a trip abroad accompanied by Mrs. 
| Brown, to the International Rotary Con- 
| vention at Ostend, Belgium, last sum- 
|mer. The courtesy of store keepers in 
European countries and their clerks made 
a deep impression on Mr. Brown. In the 
various big cities abroad that were visited, 
he found that invariably there was exactly 
the same amount of courtesy shown by 
clerks whether or not a purchase was 
made; it was not too much trouble to 
show goods and if articles wanted were 
not to be had there was always a sug- 
gestion that they would be obtained or 
directions provided as to the most likely 
place where they could be secured. 

The meeting concluded with a playlet, 
“Salesmanship,” presented by the manager 
of sales promotion, Henry Disston & Sons, 
Inc., Philadelphia, and his assistant, with 
Glenn Pearce also in the cast. 

Frank A. Hegner, president announced 
that Rivers Peterson, editor Hardware 
Retailer would be the speaker at the next 
monthly meeting to be held Oct. 21, and 
his subject would be “Business Control.” 
He also announced the appointment of the 
following committees to serve for the 
coming year: 

Suggestion Committee: W. E. White- 
head, T. L. Rodgers, Frank Kossler, Jr., 
and A. Brown. Grievance Committee: 
Wesley Moore, John Bernath, George H. 
Shepherd, Leo Ditz, Frank Rowe and 
Cecil Wilson. Associate Committee: 
Harry B. Black, W. H. Kirsch, Edward 
M. McFarland, W. H. Diehl, J. R. Jacob, 
and C. Mead Wilson. Social Committee: 
George H. Klauss, George Saupe, Sam- 
uel K. Waring and Walter E. McQuiston. 
| Executive Committee: J. E. McCullough, 
| J. M. Scott, J. B. Rudert, J. M. Bossart, 
| L. S. Kelso and W. S. Lawrence. 











Delta Electric Buys Control of 
Accessories Mfg. Co. 


The Delta Electric Co., Marion, Ind., 
manufacturer of electric lighting devices 
and specialties, recently purchased the capi- 
tal stock, patents and good will of the 
Accessories Mfg. Co., Chicago, Ill. This 
company is one of the foremost manufac- 
turers of automobile lamp plugs, sockets, 
small lamps, switches, etc., and supplies 
large quantities of this material to various 
automobile manufacturers. 

The plant at Chicago, IIl., will be con- 
tinued under the old name, but is eventually 
to be removed to Marion, Ind., and con- 
solidated with the Delta plant. When this 
change of location is made, Carl L. 
Otremba, treasurer, and C. A. Bramming, 
superintendent, together with many of the 
skilled working force, will go with the 
plant to Chicago. The only personnel 
change at the present time is that of 


W. B. Stephenson, treasurer and general 
manager of the Delta company, succeed- 
ing F. W. Todd as head of the Acces- 
sories Mfg. Co. 

Marsh & Haggott, Stephenson Build- 
ing, Detroit, Mich., will continue to repre- 
sent the Accessories company in the Michi- 
gan territory. 

The officers of the Delta Electric Co. 
are: J. W. Stephenson, president; Oscar 
S. Thompson, vice-president; D. D. Well- 
man, secretary, and W. B. Stephenson, 
treasurer and general manager. 





Mayes Bros. Tool Mfg. Co. 
Installs Heating Plant 


Mayes Bros. Tool Mfg. Co., Port Austin, 
Mich., manufacturers of wood and alu- 
minum paddles, hawks, and floats, are 
erecting a new heating plant and install- 
ing the Warren Webster system of heat- 
ing throughout the entire plant. 
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Hear R. J. Atkinson 
York Hardware 


Boosters 


The New Boosters 


| opened their fall season with a real bang. 


Forty-five members were on hand and on 
time to enjoy the address of N. R. H. A. 
President R. J. Atkinson, Brooklyn, N. Y. 
Chief Booster Chas. Pincus, Stanley Works, 
presided at this meeting, held Saturday, 
Sept. 24, at the Hardware Club, 253 Broad- 
way, New York City. Junior Chief Fred 
Hinchman, J. Russell Ciitlery Co., was 
sporting a near mustache. Smokes were 
furnished by Oscar Watts, E. C. Atkins 
& Co., in honor of his newly born son, 
Albert Alfred Watts. 

Mr. Atkinson said there were no acute 
problems facing the hardware business to- 
day which were peculiar to it, and that 
most of the worries of hardware men were 
also worries of every other retail field. 
The hardware business is a good business, 
and he found it good enough for his two 
sons, and believes success in any line is 
entirely a personal matter of application 
and thinking. 

Comparing old-time methods of doing 
business with practices of today, the speak- 
er said that distances are gone with our 
modern transportation and communication 
facilities, and the hardware man who ex- 
pects to survive and prosper must live and 
compete in today’s conditions. 

Mr. Atkinson, who is well-known as a 
friend of salesmen, told the Boosters that 
they offered the average dealer his only 
means of contact with outside ideas, and 
that as salesmen they should help their 
dealers become better merchants. The 
hardware trade needs more cooperative 
thinking and studying and must get to- 
gether more frequently for discussion of 
their problems, he said. 

Hardware dealers must cooperate or 
liquidate, and should read their trade papers 
more, fight news less and study more their 
own problems instead of worrying about 
unimportant alleged news of the so-called 
general interest. 

Seymour N. Sears, Tucker Co., the first 
Chief Booster and recently elected presi- 
dent of the National Council of Traveling 
Salesmen’s Associations, told of the latter 
organization work in obtaining a Sales- 
men’s Horne in Winston-Salem, N. C., for 
aged and dependent salesmen. At the pres- 
ent time, he said, it is likely that the Coun- 
cil will obtain a half million dollar prop- 
erty on which they can raise an equal 
amount in money. 

Vith a very limited discussion, the 
Boosters unanimously pledged the first 
thousand dollars for this fund. Bill Gra- 
ham, Francis Keil & Sons, is to chairman 
the committee in charge of raising the 
money. 

Past Chief Bert Conner, Pike Mfg. Co., 
had charge of the initiation, assisted by 
Jim Bennett, Lockwood Co.; Past Chief 
Robt. Taylor, Star Expansion Bolt Co., 
and Bill Graham. Those initiated were: 
E. R. Sandiford, Harpware Ace; Henry 
Loeber, Republic Stamping & Enameling 
Co.; Ed Mesloh, Goodell-Pratt Co.; Dan 
Campbell, Savory, Inc.; Murray Silver, 
Segal Lock & Hardware Co.; Leonard C. 
Warager, Brush Bros., Inc., and Jack 
Stevenson, Segal Lock Co. 
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A. Stanley Lucas Chosen to 
Succeed Father as President 
At a recent meeting of the stockholders 
of the Alston-Lucas Paint Co., Chicago, 
Ill., A. Stanley Lucas was elected to the 
presidency of the company to succeed his 


father, the late A. J. Lucas. Other offi- | 


cers chosen were J. B. Swift, vice-presi- 
dent; T. E. Clarke, treasurer and W. F. 
Gallagher, who was reelected secretary and, 
in addition, was made assistant treasurer. 

The Alston-Lucas Company is one of 
the pioneer paint concerns of the middle 
west, having been established in 1848. 
The senior Mr. Lucas, who died in 
August was president of the company for 
the past 20 years. 





Thompson-Owens Corporation 
Organizes in Toledo, Ohio 


The Thompson-Owens Corporation, To- 
ledo, Ohio, has recently been incorporated 
for the manufacture of finished bronze 
bushings and bearings, brass and bronze 
castings. A modern plant, including foun- 
dry, on the Toledo Terminal Railroad, has 
been acquired at the corner of York and 
Wheeling Streets, Toledo. It is expected 
to be completely equipped and opened by 
the middle of October or the first of 
November. 

Mr. Thompson is president and general 
manager and will have charge of all pro- 
duction. Mr. Thompson was formerly gen- 
eral superintendent and works manager for 
The Bunting Brass & Bronze Co., Toledo, 
Ohio. J. E. Owens is secretary and treas- 
urer of the company and was also con- 
nected with the Bunting company. 





Ernest W. Taylor Dies 


Ernest W. Taylor, assistant treasurer 
of The L. S. Starrett Co., Athol, Mass., 
died on September 14, as a result of a 
heart attack after several months’ illness. 
Mr. Taylor was actively identified with 
the Starrett company for the past thirty 
years and was well known by the many 
friends and associates of the company. 





Edison Lamp Agents Enjoy Com- 
bined Meeting and Outing 
The New York district office of the 


Edison Lamp Works of General Electric 
Co., Harrison, N. J., entertained its local 


agents at a combined sales meeting and | 


outing on Sept. 21 at Mazdabreok, the 
company’s recreation grounds near Par- 
sippany, N, J. 

This event, one of the largest of its kind 
in the history of the electrical industry, 
was attended by more than a_ thousand 
members of retail and distributing agents’ 
staffs. 

Addresses were made by H. H. Barnes 
and H. B. Myrtle, New York district man- 
agers, and by E. E. Potter and H. F. 
Barnes of the Harrison headquarters of 
the Edison Lamp Works. A chicken din- 
ner was served at the close of the meet- 
ing, and after all had partaken, various 
sports and novelty prize contests were 
greatly enjoyed. 











Uses Planes in Sales Work 


Thomas B, Colby, sales manager of the 
aviation and marine department of 
Berry Bros., Inc., Detroit, Mich., whose 
biplane piloted by C. W. Meyers won 
the Class B event in the National Air 
Derby. Mr. Colby uses airplane trans- 
portation regularly in order to gain 
time in his sales work in all parts of 
the country. This plane was finished 
with Berryloid as were the planes of 
Col. Lindbergh, Eddie Stinson and 
many other famous avaitors. Mr. Colby 
is the son of Frederick L. Colby, presi- 
dent of the Berry Bros., Ine. 











John Schadler Opens Agency for 
Hardware Employment Service 


John Schadler has organized the Pack- 
er’s Employment Service, Inc., 170 Broad- 
way, New York City, an agency which will 
give general employment service but which 
will specialize in hardware placements. 
For thirty years Mr. Schadler has been 
associated with Hammacher, Schlemmer 
& Co., New York City, large hardware 
house. His extensive acquaintance in the 
hardware trade and his knowledge of hard- 
ware employment requirements will enable 
Mr. Schadler to give excellent service to 
hardware firms or those seeking connec- 
tions. 








Hoeft Issues Catalog No. 17 


| Catalog No. 17 has recently been issued 

by Hoeft & Co., Inc., North Chicago, IIl., 
manufacturer of Moe’s Poultry Supplies 
and hardware specialties. 
describes and lists many products used by 
poultrymen, among them drinking foun- 
tains, baby chick feeders, shell boxes, leg 
bands, egg testers, incubators and burners. 
Garden tools, pruning shears, powder guns, 
shovels and dust pans are also listed. 


Indiana Dealer Dies 


D. M. Baldridge, hardware merchant at 
Arlington, Ind., and well known through- 
out that state because of his active in- 
terest in association affairs, died recently 
of apoplexy. Mr. Baldridge had been in 
the hardware business for the past 17 
years and was a faithful attendant during 
that time at association conventions and 
group meetings. He is survived by his 
| widow and one daughter. 





This catalog | 


| Wisconsin Association Plans 
Another Short Course 


B. Christianson, assistant secretary of 
the Wisconsin Retail Hardware Associa- 
tion, has announced that he again expects 
| to hold a two week “short course” for 
hardware merchants and their employees, 
soon after the annual convention next 
February. The school will be held at 
the association headquarters at Stevens 
| Point, Wis., and will be along similar 
lines to the sessions held last March 
which drew an attendance of around 200. 
Mr. Christianson is already making ar- 
rangements for several specialists in vari- 
; ous phases of hardware merchandising to 
| act as instructors at the coming short 
| course. 

Recently a week’s school was held in 
| Milwaukee by the Association for the 


| dealers in that city. 


| 





Coleman Lamp Co. Will Build 
Factory in Chicago, Il. 


The Coleman Lamp Co., Wichita, Kans., 
has just completed negotiations for the 
purchase of 136,000 square feet of prop- 
erty in the industrial district on West 
65th St., Chicago. Plans are being made 
for the immediate erection of a one story 
building, with two story offices, contain- 
ing 133,000 square feet of floor space. 
The building will be completed before 
January Ist. and will cost about $350,000. 

This new building will replace the pres- 
ent Chicago warehouse of the Coleman 
Lamp Co. and will also be used as a fac- 
tory for the company’s line of gasoline 
stoves and equipment. A branch factory 
is already being operated at Toronto. 





Charles Deyette Dies 


Charles Deyette, manager of the Port- 
land, Oregon, office of the Seattle Hard- 
ware Co., Seattle Wash., passed away at 
Bend, Oregon, recently. Mr. Deyette had 
| made a business trip to Bend and was 
suddenly taken ill, his death coming soon 
affer. 

Over thirty years of constant contact 
and active life in the hardware field of 
the West and of the Pacific Coast, were 
culminated at his death. Mr. Deyette 
had served .the Marshall-Wells Co., 
Duluth, Minn., for many years and at one 
time was manager of the Seattle branch 
but later joined the Seattle Hardware 
Co. in charge of its Portland office and 
supervised sales in the state of Oregon. 

Mr. Deyette was widely known in the 
| territory and had a wide circle of friends 
among the retail dealers and jobbers. His 
| special interest was in the mill, mining 
and supply departments. 








Morse Twist Drill Booklet 


Morse Twist Drill & Machine Co., New 
Bedford, Mass., has issued a booklet illus- 
trating some of the common errors in the 
grinding of twist drill points. One illus- 
tration shows a correctly ground point, 
another shows cutting lips not of uniform 
length, and a third illustrates too much 
lip clearance. 
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Leon C. Warner, Minneapolis, 
Dies Suddenly 


Leon C. Warner, president and treasurer 
of the Warner Hardware Co., Minneapolis, 
died at his home in that city on Sept. 28 
after a brief illness. Mr. Warner had not 
been feeling well for some weeks, but was 
at his office regularly until about a week 
ago, when he became confined to his home. 
His illness was not considered serious, and 


news of his death will come as a distinct | Se. 
shock to his many friends and acquaint- | ©4S€S and machinists chests, announce the 
appointment of Surpless-Dunn & Co., Chi- 


ances in hardware circles throughout the 
country. 

















Leon C. Warner 


Mr. Warner was born in 1876 at Grand 
Meadow, Minn., where his father was in 
the hardware business. In 1882 the family 
moved to Minneapolis, and the father 
joined his brother in a hardware store, and 
in 1893 bought out the brother’s interests. 
Leon Warner went into partnership with 
his father in this business in 1895. In 1897 
the store was consolidated with that of 
H. B. Gardner, and the Gardner-Warner 
Hardware Co. was formed with Leon 
Warner as vice-president. In 1901 the 
Warners sold out to the Gardners, and 
very shortly afterward Leon Warner and 
his uncle, R. L. Warner, started the pres- 
ent Warner Hardware Co. with Leon War- 
ner as president and manager. 

Mr. Warner was prominent in civic and 
club activities, having served several terms 
as president of the Minneapolis Athletic 
Club and was at the time of his death 
president of the Interlachen Golf Club. 
He also was a member of the Minneapolis 
Club, the Minikahda Club, the Old Colony 
Club, the Travel Club of America, the 
Rotary Club and the Automobile Club. At 
various times he has served in some offi- 
cial capacity in the Minneapolis Civic and 
Commerce Association, the Retailers’ Asso- 








ciation and the Minneapolis Retail Hard- 
ware Association. 

He is survived by his widow, a son, Leon 
C. Warner, Jr., and a daughter, Mrs. 
W. A. Jepson, all of Minneapolis. 


Surpless-Dunn & Co., Represents 
Green-Case, Inc. 


Green-Case, Inc., Racine, Wis., manu- 
facturers of the Green Line armored tool 


cago, Ill, and New York City, as general 
sales representative. 

The new sales organization will handle 
all territory outside of the eastern district 
and metropolitan New York, which will 
be taken care of, as in the past, by Cava- 
nagh Bros. & Co., 89-91 Warren Street, 
New York. 


Purchasing Power of Dollar 
Rises With Price Drop 


The purchasing power of $1 in food 
aud clothing, rent and other necessities is 
now approximately 25 per cent greater 
than in 1920 and 1 per cent greater than at 
this period last year. The 1920 dollar is 
now worth $1.25, so that the average 
family, for its dollar bill, receives the 
same amount of necessities that would 
have cost $1.25 in 1920. 

The dollar’s purchasing power rose from 
1920 to 1922 and declined slightly from 
1922 to 1926. 

Changes since 1920 are as follows: 

Retail Prices Increasing in 


Per Cent of Purchasing 
Year Decrease Power of $1 

er 0 (Base) 0 (Base) 
A ad ra 16.7 $0.20 
| CE 23.1 0.30 
ie 21.7 0.28 
Lae 21.9 0.28 
ee 19.9 0.25 
) ee 19.3 0.24 
UP  siveuied 20.0 0.25 


—Trend and Indications. 


Special Anniversary Number 
Issued of Du Pont Magazine 


In commemoration of 125 years of de- 
velopment and expansion, a current issue 
of the Du Pont Magazine, published by 
E. I. du Pont de Nemours & Co., Inc., 
Wilmington, Del., appears as an anniver- 
sary number. This issue is profusely illus- 
trated and contains special articles by 
writers of authority on interesting topics 
concerning this diversified chemical indus- 
try which had its beginnings in 1802, with 
the establishing of a black powder mill 
near Wilmington, Del., by Eleuthere 
Irenee du Pont de Nemours, a French 
émigré. 

A feature which adds to the permanent 
value of the anniversary number is a 
pictorial map showing the comparative ex- 
tent of the United States in 1802 and 1927, 
also many things of historical importance. 





Harry Hough Now President of 
The B. F. Goodrich Company 


Harry Hough, vice-president and comp- 
troller of The B. F. Goodrich Rubber Co., 
Akron, Ohio, was elected to the presidency 
of the company last week. In the sixty 
years of the Goodrich company’s existence, 
it has had but three presidents, and the 
directors of the company were faced with 
a decision that required consideration of 
basic precedents that had been established 
by the remarkable character of its other 
chief executives. 

Mr. Hough’s experience as vice-president 








Harry Hough 











and comptroller have well fitted him for 
this new responsibility. He succeeds the 
late Bertram G. Work, who died recently 
in Switzerland. D. M. Goodrich was elect- 
ed chairman of the board of directors and 
J. D. Tew was elected first vice-president, 
succeeding Lorenzo D. Brown. Mr. Tew 
is also a member of the executive com- 
mittee. 





A. F. Stoeger Inc., Issues Catalog 


A. F. Stoeger, Inc., 224 East 42nd St., 
New York City, has issued Catalog No. 
7, listing its complete line of imported and 
domestic firearms and ammunition. This 
company does a large business in foreign 
arms and ammunition as well as handling 
many domestic brands. Among the guns 
listed are those of Merkel Bros., W. & C. 
Scott & Son, Mauser, Haenel, Browning, 
F. N. Belgian and many others. 





Arborphone Jobbers Named 


Precision Products Co. Ann Arbor, 
Mich., manufacturer of the Arborphone 
line of radio receiving sets, loud speakers 
and eliminators, announces several jobbers 
as distributors for its products. 

Stratton & Terstegge, Inc., Louisville, 
Ky., will handle the line in Kentucky and 
other Southern States. A. J. Tobey Co., 
Los Angeles, Cal., will take care of all of 
southern California and John E. Graybill 
& Co., York, Pa., wil! sell in that city and 
several surrounding counties. 
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Horton Has Manufactured Porce- 
lain Enameled Washing 
Machines Since 1922 


Porcelain enameled washing machines 
have been manufactured by the Horton 
Mfg. Co., Fort Wayne, Ind., since 1922, 
according to a statement in a letter to 
HarpwareE AGE, received from Arthur M. 
Dodd, general sales manager of that com- 
pany. 

The publication of this announcement is 
requested in view of the statement made 
in the advertisement of another washing 
machine company that they are the only 
makers of porcelain enameled washing 
machines. 


Frederick Haase Opens Own 
Sales Office in New York 


Frederick Haase has resigned as vice- 
president and general sales manager of the 
Frank E. Wolcott Mfg. Co., Hartford, 
Conn., and has established a sales head- 
quarters in New York City for the mar- 
keting of electric household appliances and 
kindred lines in the New England and 
Middle Atlantic States. Only products of 
known merit, supported by sound market- 
ing policies, will be handled. 

Mr. Haase is unusually well qualified 
through long training and experience for 
the task he has undertaken. His acquaint- 
anceship with the trade is equally broad, 
and has been built on a basis of service. 
His policy will be to market through the 
regular channels, which include the hard- 
ware and electrical jobbers. 

His address for the present is 1165 
Broadway, New York City.. 


Al Cornell Is General Manager 
Ludlow & Squier Co., Newark 


H. A. Cornell has been appointed gen- 
eral manager of Ludlow. & Squier Co., 
Newark, N. J., where he will have 
direction of its several departments. For 
more than thirty years Mr. Cornell man- 
aged the large S. W. Cornelf store in 
Brooklyn, N. Y. He is a past president 
of both the Brooklyn Hardware Associa- 
tion and the Metropelitan Hardware Asso- 
ciation, and is very: well known as the man 
who makes a success out of the annual 
Metropolitan banquet and Brooklyn out- 
ing. Al brings to Ludlow: & Squier Co. the 
benefits of his long and successful hard- 
ware merchandising career. 

On Feb. 1, 1905, Matthias Ludlow started 
in the hardware business at 97-99 Market 
Street, Newark, N. J. On Feb. 1, 1908, he 
associated himself with Henry S. Squier, 
organizing the firm of Ludlow & Squier, 
which took over the business of Matthias 
Ludlow. One year later, in February, 1909, 
Charles R. Wilcox was admitted to the 
firm. In December, 1914, Henry S. Squier 
died, and the corporation acquired the in- 
terest in the Squier estate. Matthias Lud- 
low, a past president of the National Retail 
Hardware Association, is president and 
treasurer, and Charles R. Wilcox is vice- 
president and secretary of the now well- 
known firm of Ludlow & Squier. 





R. J. Atkinson Addresses First Joint Meeting, 
Jersey Shore and North Jersey 
Associations 


The first joint meeting of the Jersey 
Shore Hardware Association and North 
Jersey Hardware and Supply Association 
was held at the Carteret-Berkeley Hotel, 
Asbury Park, N. J., with about 125 mem- 
bers in attendance. N. R. H. A. President 
R. J. Atkinson was: #he guest of honor 
and principal speaker. “J. E. Harvey, Sea- 
bright, N. J., president Jersey Shore Asso- 
ciation, presided. Past President Chris 
Snyder, Asbury Park, N. J., led the sing- 
ing, and Secretary L. U. Usher, Asbury 
Park, was busy seeing that things ran 
smoothly. 

Mr. Atkinson spoke of the evolutions 
in the retail hardware business, emphasized 
the necessity of studying changing condi- 
tions, and urged dealers to have trade 
papers sent to the homes of their clerks, 
for, he said, it is on the clerks the dealer 
must depend if he expects to build a suc- 
cessful organization. Today’s chief com- 
petition is with well-organized firms whose 
success is based on actions developed only 
after study. The speaker reviewed briefly 
the work of the National Retail Hardware 
Association, the functions of its various 
departments, and told of the recent secre- 
taries’ conference. 

Al Cornell, past president, Metropolitan 
Hardware Association and now general 
manager, Ludlow & Squier Co., Newark, 
N. J., sometimes known as the retired 
hardware millionaire, said that when he 





was in business in Brooklyn his store was 
the best run, best stocked and generally 
the best hardware store in the block. To 
this he added a few pertinent comments 
on current conditions. Remarks were also 
made by Lou Schelling, Hoboken, N. J., 
president North Jersey; Al Birkenmeier, 
Jr., secretary North Jersey; Charles J. 
Heale, HarpwareE AGE, and Frank Littell, 
Jr., secretary Metropolitan Hardware As- 
sociation. 

The meeting was then turned over to 
W. Glenn Pearce, assistant secretary Pasha, 
who with K. L. Zimmerman, sales promo- 
tion manager Henry Disston & Sons, 
Philadelphia, and George E. Hopf, assis- 
tant sales promotion manager of Disston, 
offered a motion picture film on the evo- 
lution of a hardware merchant. The film 
showed Mr. Hopf in the capacity of a 
dull and inefficient storekeeper visited by 
Mr. Zimmerman, a salesman. Mr. Pearce 
just happens in on an association visit and 
overhears Mr. Zimmerman sell Mr. Hopf 
an idea. As the film progressed, the three 
actors gave the conversation which took 
place. The last half of the reel shows 
Mr. Hopf as a merchant with a modern 
store, open display tables, goods displayed, 
windows carefully arranged and well light- 
ed, and shows the second visit of Messrs. 
Zimmerman and Pearce. The act finishes 
with Mr. Hopf playing music on a Disston 
saw. 





W. G. McClusky Resigns from 
‘Western Association Office 


At the fall meeting of the directors of 
the Western Retail Implement and Hard- 
ware Association, held in Kansas City, 
Sept. 7th., the resignation of W. G. Mc- 
Clusky, Billings, Okla. as vice-president 
of the association was received. Mr. 
McClusky has recenlty sold out his re- 
tail business and is now a salesman for 
one of the implement manufacturers: 

Plans for the annual convention of the 
association to be held at Kansas City next 
Jan. 17, 18 and 19 were also discussed by 
the board of directors. 





Mueller Brass Co. Holds Four 
Day Sales Conference 


The fifth annual sales conference of the 
Mueller Brass Co., Port Huron, Mich., 
was held at the Mueller Golf and Country 
Club of that city, from Sept. 6 to 9. 
Twenty-five sales representatives from all 
parts of the country attended the confer- 
ence. The four day sessions were in the 
nature of a school, where the representa- 
tives were examined as to their knowledge 
of Mueller brass and copper products. The 
progress made during the past year in the 
laboratory, engineering and manufacturing 





Prizes for having successfully obtained a 
difficult account, which was assigned at the 
last meeting, were awarded to six men. A 
five year service pin was also awarded to 
William M. Orr of Pittsburgh, Pa., in 
recognition of five years’ service with the 
company. The watering system used at the 
Muller Club is the only one of its kind 
in use today. Copper pipe has been laid 
to each green and disappearing sprinkler 
heads of brass have been installed in’ the 
green. There is a large pump capable of 
providing water.at 100 lb. pressure, which 
allows all the greens to be watered at the 
same time in about 15 minutes. 


Waterhouse, Lester & Scovel 
Open Oakland, Cal., Branch 


The Waterhouse, Lester & Scovel Co., 
San Francisco, Cal., who have operated 
a complete wheel and wood factory in 
Emeryville, Cal., since 1906, has opened 
a wholesale branch office and warehouse 
at 3060 Broadway, Oakland, Cal. This 
new branch represents a total initial in- 
vestment of about $125,000 and occupies 
13,400 sq. ft. of floor space. Twelve men 
will be employed to look after the com- 
plete line of heavy hardware, steel bars 
and automotive equipment which will be 


departments was revealed to the salesmen. ; handled. 





Sturdy Evansville Hammer 


The Evansville Tool Works, Inc., Evans- 
ville, Ind., manufacturing a hammer 
made of molybdenum steel, the claws of 


1s 





which are carefully milled for ample clear- 
ance. There are no slivers or roughness 
which might interfere in pulling a small 
brad or a coarse nail. This steel is very 
hard and resists nicking or battering. 

The hammer has a patented expansion 
lock wedge and the screw in the adze eye 
assures a tight handle. 

Both sides of the handle are flattened to 
give a good grip and a crepe paper shield 
keeps the handle clean until it is sold. 
There is a hole for wax in the end of the 
handle. Each hammer is _ individually 
tested and packed in an individual box. 


Convenience for Fisherman 


L. W. Ferdinand & Co., 152 Kneeland 
Street, Boston, Mass., has recently placed 
on the market the Ferdico Ferrule Stick, 
which contains a strong glue intended to 
secure fishing rod ferrules. To attach a 
ferrule, melt the end of the Ferdico Fer- 
rule Stick with the heat of a match and 








apply a small quantity to the end of the 
rod. The ferrule is then driven into place. 
This glue is unaffected by water or 
weather and will not crumble or crack. 
The Ferdico Ferrule Stick is 3 in. long 
and §% in. in diameter. 
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walls where nails cannot be driven, such 
as brick, masonry, concrete, etc. 
terior taper of the anchor is so designed 
as to permit the nail to be easily driven 
part way, after which the thicker walls of 
the anchor cause the nail to displace a 
larger volume of zinc, giving a powerful 
expansion. 
The nails 


of and 


smoothly 


are steel, 





| 


The in- | 


durably galvanized by the hot dip process | 


of galvanizing. 

These anchors come in sizes from 3/16 
by 7% in., to % by 3% in.; the usual stand- 
ard package contains 100 anchors. 


Speedy 2 Ton Graham Truck 


Graham Bros., the truck division of 
Dodge Bros., Inc., Detroit, Mich., has in- 
troduced a complete line of trucks, the 
feature of which is a fast and powerful, 
six cylinder, two-ton chassis, available in 


| 27 body types and three ratios of axle gear. 


| 





A Quick and Secure Fastening | 


Diamond Expansion Bolt Co., Garwood, | 


N. 


hammer drive anchor. This device, made 


J., is manufacturing the “Diamond” | 


of zinc which is non-corrosive, is placed in 


| draulic, 


One important feature of this truck is the 
heavy duty transmission with four forward 
and one reverse. Lockhead hy- 
four wheel, internal expanding 
brakes are regular equipment. A_ hand 
lever brake is provided for use when park- 


speeds 





ing. The engine provides ample power and 
speed to meet the demands for fast travel 
and pulling ability. Its crankshaft has 
seven bearings and weighs only 69 lb. Two 
types of bodies are illustrated, the stake 
body and the panel body. 


Toy Threshing Machine 


Arcade Mfg. Co., Freeport, Ill., is now 
manufacturing an exact miniature repro- 
duction of the McCormick 
Threshing Machine, as shown in the illus- 





tration. This toy thresher is one of a 
number of miniature farm implements 
which the company produces. 


| finished in blue enamel. 


Deering | allowing the large blue figures to be easily 


| 


| 


Two Useful Home Scales 
Landers, Frary & Clark, New Britain, 


| Conn., have recently placed on the mar- 


ket two household scales. Bathroom 
Scale No. 9300 is sturdily constructed of 
cast iron and finished in white enamel. 
The platform provides adequate room for 
standing; measuring 7% by 10% inches, 
and is covered with a one-piece cork mat. 
The pointer has a_ vibration absorber, 
which eliminates the “back and forth” 





movement. The glass sash is placed be- 
low the level of the platform, so that the 
feet do not touch it. The rotary dial has 
large red and black figures. This scale 
has a capacity of 300 Ib. weighs about 
23 lb. and is packed in an_ individual 
shipping carton. 

The Multi-Duty Household and Baby 
Scale, No. 425, is neat, simple, sanitary 
and secure. It has a cast iron frame 
with a heavy sheet metal outer case, 





The dial slants, 


read. The top is of steel and is 5% 
inches square. 

A baby hammock can be attached or de- 
tached in a few seconds. It laces on a 
framework of aluminum tubing and nickel 
plated sheet steel. The toweling can be 
laced as tightly as needed and may also 
be removed for washing. The hammock 
framework slides over the scale platform 


| and a thumb screw clamps it firmly in 


place. Three of these scales are packed 
in a case weighing 18% Ib. 
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(Washington Bureau of HARDWARE AGE) 


WasHINGTON, Oct. 4.—In deciding that 
the public should be protected from traders 
who flood the mails with merchandise sent 
to “customers” who never ordered it, the 
Post Office Department has satisfied com- 
plaints throughout the country, including 
retail interests. Protest has been made 
many times against those who mail unso- 
licited goods ‘‘on approval” and a bill was 
introduced in the House of Representatives 
at the last session of Congress to stop the 
practice. It was annoying, to say the least, 
and was unfair both to the prospective 
buyers and to competing retailers. Those 
to whom the goods were sent were ex- 
pected either to buy them or to return 
them. One important factor which induced 
the Post Office Department to reach its de- 
cision was the fact that many recipients of 
the merchandise had grown tired of being 
bothered with the unwanted goods and re- 
fused to even acknowledge their receipt 
and in consequence the department was bur- 
dened with demands of the senders that the 
packages be traced. This involved much 
work for the department and likewise put 
it in the position of being a sales agency. 
This has cost time and money. The de- 
partment has finally balked at being put in 
a false light and at expense and labor 
which should not come within its realm. 

Henceforth the department will not per- 
form as a collection agency but will con- 
tinue to carry C. O. D. parcels at the regu- 
lar rates, It will in no way deprive legiti- 
mate houses of sending solicited goods to 
legitimate customers on approval. But the 
concern which “shoots wildly” and sends 
goods that have not been ordered will be 
compelled to curb its activities. 


Traveling salesmen as well as the trav- 
eling public generally have taken much in- 
terest in the organized attempt of the 
Brotherhood of Sleeping Car Porters to 
have the Pullman Co. increase their pay 
rather than to have to rely on having their 
palms greased in the way of tips as the 
principal source of their income. In testi- 
mony before the Interstate Commerce Com- 
mission it was declared that Pullman pas- 
sengers contribute $7,000,000 annually to 
add to the wages of $72.50 per month paid 
by the Pullman Co. to its porters. The 
Pullman porters, like organizations of 
waiters, take the position that their wages 
are held to a minimum by their employers 
in the firm conviction that the traveling 
public is too self-conscious, or too short of 
moral backbone, to decline paying tips. 
The question of tipping or not tipping is as 
old as the practice itself and it has been 
abolished so rarely that the exception prob- 


ally proves the rule that tipping always | 


will prevail, some of it because there are 





| 


By L. W. Moffett 


those who really enjoy the feeling of “opu 
lence” that comes over them in dealing out 
largess. But paying “George” 25 cents for 
dusting off his clothes or for serving him a 
meal is known by the passenger to be over- 
payment. The matter of performing extra 
services is not in the issue because it is 
realized it morally at least calls for pay- 
ment. 

It will be interesting to see what, if any- 
thing, the Commission does about it. And 
if it attempts to abolish tips—just how it 
could do the impossible is a most disturb- 


ing puzzle—the question then arises as to | 


whether Pullman berth prices will go up on 

,the strength of higher wages paid to the 
army traveling under the blessed name of 
George. 


With the return to Washington of Presi- 
dent Coolidge from the summer White 
House in the Black Hills activities looking 
to legislation at the next session of Congress 
have become intensified. The President has 
definitely decided not to call an extra ses- 
sion and this was due in part probably to 
the reasoning that important measures can 
be better studied in the absence of a special 
session and be only put into adequate shape 
for consideration when Congress meets in 
December. The flood control program, it 
was explained, has not been whipped into 
shape and would not be ready for consid- 
eration by a special session even if one 
were desirable. The naval program also is 
being considered carefully and, as is well 
known, the tax program is looming big. 
The Treasury Department is giving close 
study to the tax program, but the arrang- 
ing of a definite outline is a difficult matter. 
Taxes are obviously closely related to the 
flood control, navy and other programs 
which will require large expenditures. The 
House Committee on Ways and Means will 
begin tax hearings on Oct. 31 in order to 
have a bill ready for presentation to Con- 
gress as soon as it meets. The Commit- 
tee and Treasury experts will cooperate, at 
least to a considerable extent, though poli- 
tics unfortunately promises to be injected 
into the question. The tax cut already gives 
promise of being much less than had been 
originally expected. Some Treasury ex- 
perts estimate that the surplus will not ex- 
ceed $300,000,000 for the present fiscal year. 
This is a sharp drop from previous esti- 
mates made mostly by members of Con- 
gress, who placed the amount as high as 
$500,000,000 or higher. Treasury officials 
also point out that under the revenue of 
the past few years Federal income has 
fallen short of government cost and that 
the difference will grow in view of the 
heavy expenditures that will have to be 
made. The principal attention of the tax 


Washington News Letter 


Public Should Be Protected from “On Approval” Shipments—Porters Seek More 
Pay in Lieu of Tips—Coolidge Not to Call Extra Session—Other Notes 


| taxes, luxury taxes and the corporation tax. 
There seems to be strong sentiment in fa- 





study by Treasury experts relates to sur- | 


vor of reducing the corporation income tax, 
but views vary as to the amount of the cut. 
On the other taxes there is a division of 
opinion. It now seems a foregone conclu- 
sion that there will be reduction in the in- 
heritance tax. But even in the case of cor- 
poration income taxes there is a belief in 
some quarters that they should not be 
changed, the theory being that corporations 
have enjoyed unusual prosperity. The 
study being made also concerns administra- 
tive features. 


The National Association of Manufac- 
turers has issued some interesting data re- 
garding the American voter—and_ non- 
voter. In 1896, the association says, 80 per 
cent of the eligible voters of the United 
States voted. In 1900 this percentage was 
cut to 73; in 1908 to 66; in 1912 to 62 and 
in 1920 to only 49 per cent, less than one- 
half. The “Get Out the Vote Campaign” of 
1924 resulted in the election of a President 
by a majority of the majority as against 
the election of a President in 1920 of a 
majority of the minority. The campaign is 
to be repeated this year and it is hoped 
that least 60 per cent of the 60,000,000 
eligible voters will vote. It is a commen- 
tary on any citizenship that it should have 
to be pleaded with to perform one of its 
first duties. 


New Zealand recently revised its tariff 
with the result that the general duties on 
many articles important in the trade of the 
United States have been increased. At the 
same time the tariff increases the margin 
of preference in favor of British suppliers. 
Among the articles on which the general 
import duties have been increased are 
rivets, washers, bolts, nuts, set screws, lawn 
mowers, axes, hatchets, hammers and hand 
saws. This new tariff to the disadvantage 
of the United States comes on the heel of 
the new French tariff treaty which favors 
Germany and other countries, giving them 
minimum rates while giving the United 
States maximum rates. New Zealand ob- 
viously is within her rights in making gen- 
eral increases because she does not dis- 
criminate against any other country, 
except that as a colony she continues pref- 
erences in favor of the British Empire 
products. The French tariff is a distinct 
discrimination against the United States 
and negotiations between the French and 
American Governments make it clear that 
if necessary this government take drastic 
steps in the way of tariff retaliation un- 
less France gives the United States most- 
favored-nation treatment. 
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General Market News. 





General Conditions Improved in 


Hardware Trade During Past Week 


NEW YorRK, Oct. 4.—The wholesale hardware trade has shown a 
decided improvement during the past week, particularly in the 


western markets. 


bers but prices are well maintained on the whole. 


There is a marked activity among the job- 


Unemployment 


is steadily decreasing in most sections, which will have its bene- 


ficial effect on retail sales. 


While the seasonal fall lines are moving satisfactorily winter 
goods are more tardy in getting started. Price changes are not 
numerous and collections are improving. 





General Level Farm Prices 
Scores Largest Gain 


The general level of farm prices ad- 
vanced during the past month from 132 
per cent of the pre-war level on Aug. 15 
to 140 per cent on Sept. 5, an increase of 
8 points, according to the Department of 
Agriculture. This is the largest gain in 
a single month since May, 1919. At 140 
the index is 6 points above September a 
year ago and is at the highest point since 
April, 1926. The rise was due to the 
advance in cotton and cottonseed, barley, 
rye, hay, hogs, beef cattle, veal calves, 
eggs and butter, the biggest factors in- 
fluencing the rise being cotton and cotton- 
seed, dairy products and poultry products. 

The farm price of wheat continued 
downward during the past month, declin- 
ing about 3 per cent for the country as a 
whole. The prospective large crop of 
spring wheat is making itself felt more 
keenly. In the four principal producing 
States (Minnesota, North Dakota, South 
Dakota and Montana), the farm price of 
wheat declined about 6 per cent from Aug. 
15 to Sept. 15. The drop in spring wheat 
accounts for the larger part of the five- 
cent drop in the north central division and 
a like decline in the Far Western. 

The steady rise in the farm price of 
corn, which started in March, was checked 
slightly during the past month with a de- 
cline of 2.4c. Prices, which have been 
particularly sensitive to weather reports 
this season, were apparently affected by 
the favorable reports during the early 
part of September, which, together with 
increased receipts and some increase in the 
prospective production as indicated by the 
Sept. 1 crop report, were probably the 
principal factors influencing the price 
movement. 

The farm price of cotton advanced 32 
per cent over a month ago. The price 


this month is the highest since Sept. 15, 





1925, at which time the farm price was 
the same as this month. The advance 
during the month of 5.4c. is the largest 
advance of September over August on 
record. The rise took place generally over 
the whole cotton territory. The farm 
price of cotton seed is the highest Septem- 
ber price since 1919. 

The further advance of the farm price 
of hogs from Aug. 15 to Sept. 15 was for 
the most part a seasonal movement. The 
farm price is still well below a year ago. 

The improvement in the farm price of 
cattle from Aug. 15 to Sept. 15 is probably 
due partially to lighter receipts of range 
cattle. 


General Outlook Remains Favor- 
able, Reports New York Bank 


“The outlook for trade during the 
autumn season is essentially the same as 
a month ago. Mercantile conditions re- 
main generally favorable to a continuance 
of good business, without indicating a 
likelihood of any marked expansion. On 
the financial side, the continued low level 
of money rates points to the same con- 
clusion,” says the Guaranty Trust Co., New 
York. “There was an expected upturn in 
open market rates at the middle of this 
month, due in part to the demands occa- 
sioned by quarterly tax payments and in 
part to the expectation of withdrawals of 
funds for crop-moving and other seasonal 
purposes. The prompt resumption of previ- 
ous low levels, however, combined with 
a very moderate increase in the amount 
of ‘all other’ (mainly commercial) loans 
and discounts by reporting member banks 
of the Federal Reserve system during the 
first two weeks of September, suggests 
that the demand for funds for commercial 
purposes has not yet assumed large pro- 
portions.” 





Six Per Cent Increase In Dollar’s 
Purchasing Value * 


The purchasing value of the dollar as 
measured by living costs of the American 
wage-earner and other persons of mod- 
erate means, has increased nearly 6 per 
cent since December, 1925, and today 
stands at the highest point since July of 
1924, according to the National Industrial 
Conference Board. The dollar, on the 
basis of living costs in July, is now worth 
61.7 cents as compared with the pre-war 
dollar. It was lowest in July of 1920, at the 


| height of the post-war inflation period, 





when its purchasing power was 48.9 per 
cent of the pre-war dollar. 

Owing to declining living costs, the in- 
crease in the purchasing value of the dollar 
has been steady during 1926 and the cur- 
rent year. Inasmuch as average wage 
earnings during this period have fluctuated 
not more than 4 per cent and employment 
has been steady, the purchasing power of 
the wage-earner’s aggregate income, that 
is the potential buying power of the bulk 
of the population, today should be at a 
high level. In this curcumstance the Con- 
ference Board see a fundamental factor 
that augurs well for wholesome business 
conditions. 

The average total cost of living in the 
United States, as computed by the Board, 
decreased 1.6 per cent from the middle of 
June to the middle of July, due largely to 
an average decline in retail food prices of 
3.8 per cent, with the slight decline in rents 
and retail clothing prices also contributing 
factors. Retail food prices in July were 
on the average of 8 per rcent lower than 
in December of 1925; rents averaged 5 per 
cent lower and clothing was also nearly 5 
per cent cheaper than at that time. 

Average wage earnings, the Board 
finds, whether computed hourly or weekly, 
show a remarkably steady upward trend, 
average earnings per worker employed in 
June having been even slightly higher than 
they were at the beginning of 1926. “Real 
earnings,” that is the purchasing power of 
wage earnings per week, in June were 
nearly 4 per cent over January of 1926. 





New Tax Cuts to Be Large 


While there are those who think tax re- 
duction at the next session of Congress 
will not reach the formidable proportions 
that had been expected some months ago, 
it is known that some high administration 
officials are positive that the tax cuts will 
be large. Talk of the insurgents holding 
the balance of power and thus saying what’s 
what as to tax cuts, of large expenditures 
for the navy, for flood control, improve- 
ment of water resources, the merchant 
marine, farm relief, etc., has not swayed 
the view by these officials that the cut will 
be a decidedly healthy one. 
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Buying Increasing in the Chicago 


Territory—Prices Are Unchanged 


(Chicago Office of HARDWARE AGE) 

CHICAGO, Oct. 4.—The lull in the buying of fall merchandise dur- 
ing the recent hot wave is responsible for a rush of orders now that 
the weather is seasonably cool again. There is a brisk demand for 
all kinds of fall items and also a good volume of orders for later 
delivery on many strictly winter articles. 

Prices continue stable for the most part; ice cream freezer manu- 
facturers have announced that prices for the next year will be the 
same as have prevailed for the past two seasons. However, the only 
actual price change to be reported this week was a rather expected 
drop of $2 per 100 Ib. on all grades of solder. 

The steel industry in this district continues dull with reports of 
price shading in several lines. However, there are inquiries from 
several of the railroads for rail steel which tends to brighten con- 
siderably the outlook for the future. Implement manufacturers are 
buying in good quantity and as a result bar mills are busy, running 
at from 80 to 90 per cent of capacity, while the balance of the in- 
dustry is still operating at only about 60 per cent capacity. 

Collections are fairly satisfactory and are running slightly ahead 
of this time last year. 





AUTOMOBILE ACCESSORIES.—The t hy 4, = os RR ocmrngy meocme, 
: : : .0.b. : : 

demand is slowing down somewhat with tered: 60 for comh Gueeunt; auall 

the approach of fall. carriage bolts, rolled thread, 60-10 

per cent discount; machine bolts, cut 

We quote from jobbers’ stocks, thread, 60 per cent discount; small 

f.o.b. Chicago machine bolts, rolled thread, 60-10 

Spark Plugs .—Splitdorf, for Fords, per cent discount; all stove bolts, 75- 

50c. each; regular, 58c. each; Cham- 10 per cent discount; lag screws, 60 
pion X, 45c. each; Champion Blue per cent discount. 


Box line, 58c. each; A. C., 58c. each; 
lots of i 100, 50c.; A. C. Special Ford, BUILDERS’ HARDWARE.—Sales are 
e 


Spot ‘Light —Appleton, No. 3280, holding up well and prices are un- 
$6.50 each. changed. 
Chains. —Non-skid, dozen pair lots, ‘ , 
. 85 per cent discount. We quote from jobbers’ stocks, 
Jacks.—National Standard, No. 21, f.o.b. Chicago: 3% x 3% steel butts, 
$1.30 each. old copper and dull brass finish, $1.92 
Pumps. — Rose, 1% in. cylinder, per doz. pair, case lots—less quan- 
$1.85 each. tities, 12c. per doz. pair higher; 4 x 4 
Tires and Tubes.—30 x 3% over- steel butts, old copper and dull brass 
size cord tires, $8.75 each; regular finish, $2.64 per doz. pair, case lots— 
cord, $6.60 each; gray inner tubes, less quantities, 12c. per doz. pair 
30 x 3%, $1.24 each; red inner tubes, higher; heavy steel bevel inside sets, 
30 x 3%, $1.45 each. $5.75 per doz. sets, case lots; steel 
bit-keyed front door sets, $1.45 per 
AXES.—Axe prices have been on pres- set; weeuast gorass bit-keyed front 
; oor sets, $2.49 per set; cylinder front 
ent basis for several seasons. Sales door seth, 3S par set. 
thus far are up to previous normal ‘ 
years. CHAIN.—The demand for animal 
We quote” froin ‘Jodvery’ stocks, chains is increasing with the approach 
f.o.b. Chicago: oa bit base weight, of colder weather. 
axes, unhandled, at per doz.; han- ’ 
dled’ at $19.25 per doz.; double bit We quote from jobbers’ stocks, 


base weight axes, unhandled, at $19 f.o.b. Chicago: %-in. proof cow 
: t ¥ chains, $8.50 per 100-lb. Tenso Bull 

per dos.; handled ‘at $24.50 per dos. Dog and Brown coil chains, 50-10 
BEVERAGE AND PRESERVING per cent discount. No. 00-4% electric 


SUPPLIES.—A good active demand is welded cow ties, $2.75 per doz. 


rapidly exhausting jobbers stocks. COPPER RIVETS AND BURRS.— 
We quote from jobbers’ stocks, Sales are very good and prices are un- 
f.o.b. Chicago: 
Bottles and Caps.—Quarts, $8 per changed “ 
gross; caps, 18c. to 22c. per gross; We quote from jobbers’ stocks, 
stoppers, $2.25 per doz.; cappers, f.o.b. Chicago: Copper rivets and 
$8.50 to $9.50 per doz. burrs, 40-5 per cent discount. 
Strainer Sets.—Strainer stand and 
——- bag, $8 per doz. age 6 EAVES TROUGH AND CONDUCTOR 
Fruit Presses.—Enterprise, ° ee ; ; a 
$6.25 cach: Juley Fruit. 3 at., $3.56 PIPE. There is an active seasonal de- 
each; 6 qt., $4.30 each; iy at. 36 each. mand. Prices are unchanged. 
Cannin Racks.—No. nes a, We quote from jobbers’ stocks, 
} edie: doz. oes 2, 8 jar, 3. 60 per f.o.b. Chicago: 28 gage single bead 
oz.; jar wrenc es, 10C. per oz. lap joint gutter, 5 in., $4.50 per 100 


BOLTS AND NUTS.—Prices are firm ft.; corrugated conductor pipe, 8 in., 
d th A light i i th $4.80 per 100 ft.; plain ridge roll, 1% 
an ere 18 a SIZ increase in e in., $4 per 100 ft.; corrugated con- 


demand. ductor elbow, 3 in., $1.51 per doz. 








ELECTRICAL MERCHANDISE. 
—There are no price changes. Sales 
on all electrical items are very brisk. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Electrical merchan- 
dise—No. 14 rubber covered wire, 
$6.50 per 1000 ft.; in 100 ft. lots, $6; 
No. 18 lamp cords, $12.50 per 1000 ft.; 
in 1000 ft. lots, 12c.; %-in., brush 
brass key sockets, 15%c. each; two- 
way plugs, 45c. each, in lots of 10, 
40c. each; two-piece attachment 
plugs, 74%4c. each; dry cells, boxes of 
50c, 32%4c. each; less than case lots, 
36c. each. 

Electrical Appliances.—Iron, Hot 
Point, $4.20; lots of six, $3.89; Sun- 
beam, $5; lots of six, $4.72. Table 
stove, Armstrong, $8. Percolator, 
Universal 9169, $16.65. 

Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 766, pack- 
age of 10; $1.30; No. 767, $2.62 each; 
No. 767, packages of 5, $2.44 each; 
No. 770, $3.40 each; No. 770, pack- 
ages of 5, $3.17; No. 772, $2.62 each; 
packages of 5, $2.44; No. 486, $3.58 
each; No. 486, packages of 5, $3.33. 

Battery Chargers.—Apco line, lots 
of less than 10, $13.50 each. 


FILES.—There is a satisfactory de- 
mand and prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 

50 per cent off list. 


GALVANIZED WARE.—The unprece- 
dented September heat started a rush 
for quart wax top cans for the un- 
expectedly quick ripening tomatoes, 
cleaning: up jobbers’ stocks nearly. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after made tubs, No. 1, $6; No. 2, 
$6.85; No. 3, $8; 10 Gt., galvanized after 
made pails $2.12; 12 ‘at., $2.33; 14 qt., 
$2.60; 1 gal. all galvanized oil cans, 
special, $2 doz.; 2 gal., $4 a doz.; 3 
gal., $5.75 doz.; 5 gal., $7 doz.; 1 bu. 
galvanized baskets, $6.20 doz.; No. 
st bailed galvanized measurers, 
4.50. 


’ 

GLASS AND PUTTY.—Sales are sea- 
sonably good and prices are unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, all 
brackets, 89 per cent discount; single 
strength B, all brackets, 90-5 per 
cent discount; double strength A, all 
brackets, 89 per cent discount; double 
strength B, all brackets, 90-5 per 
cent discount; putty, pure grade, 
$4.25 per 100 lb.; commercial, $3.50 

per 100 Ib. 


GOLF GOODS.—Golf sales are still 
very active in spite of the lateness of 
the season. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: High-grade wood clubs, 
$2.50 each; irons, $2.10 each; medium 
grade $1.35 each; Crawford-McGregor 
steel shaft wood clubs, $4.50 each; 
Crawford-McGregor steel shaft iron 
clubs, $3.50 each; Grand Slam wood 
clubs, $4.75 each; Grand Slam iron 
clubs, $3.35 each; U. S. Royal Golf 
Balls, $6.50 doz.; St. Mungo Colonel 
Golf Balls, $6.50 doz. 


HANDLED HAMMERS AND HATCH- 
ETS.—No price change since last year. 
Orders are heavy for medium priced 
and cheaper hammers—and _satisfac- 
torily large for the finer grades. 
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HAMMERS.— 
We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16 oz. 
nail hammers, $12 doz.; Maydole, 
$12.60 doz.; 16 oz. machinists’ ham- 
mers, first quality, $9.20 doz.; com- 
petitive grade, 16 oz., nail hammers, 
$6 to $8 doz. 
HATCHETS.— 
We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $12.50 doz; first 


quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets Ng 2 broad, $12.50 doz. 


HANDLES, TOOL.—There is a lively 
demand and except for occasional 
“leaders,” prices are very firm. 

We quote stocks, 
f.o.b. Chicago: 

Axe Handies.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HINGES.—Sales 
prices are firm. 


from jobbers’ 


are very good and 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges 
in bundles, 4 in., S8ec.; 5 in., $1.16; 6 


in., $1.28; 8 in., $2.05; 10 in., $3.45 per 
doz. pair; extra heavy T hinges, in 
bundles, 4 in., $1.21; 5 in., $1.49; 6 in., 
$1.53; 8 in., $2.49; 10 in., $3.71 per doz. 


HUNTING CLOTHING.—The demand 
is very active in anticipation of the fall 
hunting season. 


ICE CREAM FREEZERS.—Sales are 
slowing down. Manufacturers have 
announced that prices for next year 
will be the same as for this year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountains, 1 
qt. $4.80 list; 2 qt., $5.60 list; 3 qt., 
$6.75 list; 4 qt., $8.25 list; 6 aqt., 
$10.45 list; 8 qt., $13.40 list; 10 qt, 
$17.90 list; 12 qt., $21.50 list; 15 qt., 
$25.60 list; 20 qt., $33.20 list; 25 qt., 
$42.60 list; Arctic, 1 qt., $4 list; 2 qt., 
$4.60 list; 3 qt., $5.45 list; 4 qt., $6.80 
list; 6 qt., $8.60 list; 8 qt., $11.10 list. 
All the above less 50 per cent dis- 


count. Alaska, 1 qt., $2.05 list; 2 qt., 
$3.45 list; 3 qt., $4.10 list; 4 qt., $5 
list; 6 qt. $6.30 list: 8 qt., $8.20 list; 


10 qt., $10.75 list; 12 qt., $14 list; 15 
qt., $17 list; 20 qt., $21.50 list. A dis- 
count of 20 and 10 per cent on all 
above prices. Acme, 2 qt., galv., $8 
per doz.; 2 qt., enamel, $10 per doz.; 
4 qt., enamel, $18 per doz. Above 
prices are net, 


ICE SKATES.—A fair volume of 
orders for later delivery are being re- 
ceived. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Key Clamp, Rocker, 
men’s and boys’, bright finish, 75c. 
pair. Half Key Clamps, Rocker, wo- 
men's and girls’, $1 pair. Key Clamp, 
hockey, men’s and boys’, $1.20 pair. 
Half Key Clamp, hockey, women’s 
and girls’, $1.40 pair. Tubular skates, 
men’s or women's, racer or hockey, 
$5.50 pair. 


LANTERNS.—Sales are improving as 


the days grow shorter. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Long or short globe 
tubular lanterns, $13 per doz. net. 


LARD PRESSES AND SAUSAGE 
STUFFERS.—It is still a little early 
for much activity. 
We 
f.o.b. 


from jobbers’ stocks, 
Enterprise No. 25, 4 


quote 
Chicago: 








qt., $8 each; No. 31, 6 qt., $8.65 each; 
No. 35, 8 qt., $9.50 each. 


NAILS.—Volume of sales is good, but | 


too much in small lots. Prices are 
quite firm and dealers should realize 
the great saving in carload purchases. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: l.c.l. quantities com- 
mon wire and cement coated nails, 
current orders, $2.95 per keg base. 
PAINTS AND OILS.—Sales are sea- 
sonal and prices are unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Linseed Oil, Raw.—Barrel lots 89c. 
per gal.; 5 barrel lots, 86c. per gal. 


Linseed Oil, Boiled.—Barrel lots, 
92c. per gal.; 5 barrel lots, 89c. per 
gal. 

Denatured Alcohol. — Barrel lots, 
58146c. per gal.; steel drums, extra 
$6, returnable. 

Turpenine.—Drum lots, 69c. per 


gal. net. 

White Lead.—100-Ib. lots, $13.75; 50- 
Ib. lots, $7; 25-lb. lots, $3.50; 12%4-Ib. 
lots, $1.80. 

Shellac.—(4%-lb. cuts), white, $2.60 
per gal.; orange, $2.30 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 

Dry Paste.—Barrel lots, 
Ib. 

PREPARED ROOFING.—There is a 
really rushing seasonal demand and 
prices are very strong. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.50 per 
square; best grade talc surfaced, $2.65 
per square; medium talc, surfaced, 
$2 per square; light talc, surfaced, 
$1.20 per square; red rosin sheathing, 
$57 per ton. 

PYREX WARE.—Sales are showing 
some improvement as the season ad- 
vances. 


Tc. per 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Bread Pans.—No. 212, $7.20 doz.; 


No. 214, $12 doz. 

New Handled Casseroles.—Round, 
No. 622, $12 doz.; No. 623, $14 doz.; 
Oval, No. 632, $12 doz.; No. 633, $14 
doz.; Shallow Oval, No. 642, $12 doz.; 
No. 643, $14 doz. 

Pie Plates.—No. 208, $6 per doz.; 
No. 209, $7.20 per doz. 

Tea Pots.—2 cup, $21 doz.; 4 cup, 
$24 doz.; 6 cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 

Iced Tea Sets.—$4 per set. 


ROPE.—Manila demand is rather slack, 
but sisal is unusually active. Prices 
are firm. Some early orders for 1928 
are coming in. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila, standard 
brand 23%%c. to 26c. per Ib.; No. 2 
22%c. per lIb.; No. 1 sisal, 
144%&c. to l6c. per Ib.; No. 2 sisal, 
13%c. to 15c. per Ib. 


SAWS.—Sales are fair and prices are 
unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Circular cord wood, 
20 in. $2.20 to $3; 22 in., $2.64 to $4; 
24 in., $3 to $4.50; 26 in., $3.50 to $5; 
28 in., $4 to $6; 30 in., $4.75 to $6.50. 


SASH CORD.—Prices are very firm 


and sales are holding up well. 

We quote from _ jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$8.50 per doz. hanks; No. 8, $9.70 per 
doz. hanks. 


SASH PULLEYS.—The demand is ac- 


tive and prices are unchanged. 














We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
55c. per doz.; barrels, 50c. per doz.; 
Common sense, 2 in., 55c. doz. ; bar- 
rels, 50c. dozen; No. 110, 50c. dozen; 
barrels, 45c. doz. 


SCREWS.—Makers complain that 
prices are without profit, and higher 
figures may probably result in 1928. 
Sales are very active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws 75-20-35 per cent; round head, 
brass, 7244-20-35 per cent; flat head, 
brass, 7214-20-35 per cent; round 
head, brass, 70-20-35 per cent. 


SLEDGES AND WEDGES.—There is 
a brisk fall demand. Prices are with- 
out change. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or black- 
smiths’ sledges, 5 lb. and heavier, 
10c. per Ib.; common wood choppers’ 
wedges, 7c. per lb. 


SOLDER AND BABBITT.—Prices are 
weaker but sales are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 sol- 
der, $38.50 per 100 Ib.; medium 45-55 
solder, $37.50 per 100 Ib.; tinners, 40-60 
solder, $36.50 per 100 lb.; high speed 
babbitt metal, $20 per 100 lb.; stand- 
ard No. 4 babbitt metal, $13 per 100 


STEEL SHEETS.—No price conces- 
sions are noted on quality lines. The 
demand is good and mills are operating 
on fuller schedules. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28 gage galvanized 
sheets, $5.30 per 100 Ib.; 28 gage black 
sheets, $4.20 per 100 Ib. 


STOVE PIPE AND ELBOWS—COAL 
HODS.—The height of the season finds 
much local shortage of stock on the 
better grades. Prices remain un- 


changed. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 28 gage, 6 in. Blued 
Stovepipe, 13c. per ft.; 28 gage, 6 in. 
Corrugated Elbows, $1.45 per doz.; 
17 in. Galvanized Coal Hods, $4.85 
per dozen; 17 in. Competition Coal 
Hods, $4.35 per dozen. 


TRAPS.—Fall sales are showing some 


improvement. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 0, $1.10 per doz.; 
No. 1, $1.38 per doz.; No. 1% 
per doz.; No. 2, $3.36 per doz. 


WIRE PRODUCTS.—Sales are in fine 
volume just now, and prices are with- 
out change, though rather firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $2.95 per 100 lb.; No. 8 galvan- 
ized plain wire, $3.40 per 100 Ib.; 
catch weight spool galvanized cattle 
or hog wire, $3.65 per cwt.; 80 rod 
spool of galvanized hog wire, $3.18 
per spool. Polished fence staples, 
$3.40 per 100 Ib. 


WRENCHES.—Prices are unchanged 
and the demand is satisfactory. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent discount. Coes 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list; Stillson 
wrenches, 70 per cent discount; 
Trimo, 65-70 per cent discount. 

Snap-on Wrenches. — Radio and 
electrical sets in metal cases, $2.75; 
No. 101 Master Service Set, $13.75: 
No. 202 Heavy Duty Set, $8.80; No. 
404 Flexible Socket Set, $8.80; No. 
608 Crankcase Drain ug Socket, 
$3.20; No. 90 Square Socket Set. 
$3.70; No. 1817 Giant ‘“‘Snap-on"’ with 
extra heavy duty ratchet. $27.35. All 
Snap-on Wrenches less 3314 per cent 
discount. 
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Pittsburgh Hardware Trade Only Fair— 
Most Prices Unchanged—Collections Slow 


|GUNS AND LOADED SHELLS.—Re- 
| tailers, as has been their wont in recent 


(Pittsburgh office of HARDWARE AGE) 


PITTSBURGH, Oct. 4.—The hunting season being at hand, there is 
a strong demand and some urgency about it for guns and loaded 
shells, due to the fact that as has been true in the past few years, 
there has been little buying much in advance of the actual demand. 
Except for these lines, however, hardware business in this district 
is not marked by much snap; indeed, the more common appraisal 
is that it is only fairly good. There is a steadiness to the move- 
ment of goods that is gratifying, but the lack of volume is a little 
discouraging and looking ahead for the next few months, jobbers 


find little that is encouraging to cheerful hopes. 


The steel indus- 


try, which means so much to general business in this territory, is 
not having the revival that has been predicted and generally ex- 
pected for the final quarter of the year and a supply situation in coal 
that was expected to give that industry a spell of prosperous times 


is yet to occur. 


There has been and still is a demand for household 


coal supplies, but with industrial requirements running off with 
industrial activities, to say nothing of the big stocks that most 
manufacturers had piled up in anticipation of possible shortages re- 
sulting from the strike of union mines, total demand remains very 
much below the supply and low and unprofitable prices are the re- 


sult. 


No important price changes in hardware items are noted. Job- 
bers generally announced a cut in the discount on bolts and nuts a 
week ago from 6214 per cent to 60 per cent, but all of them did not 
go along with this movement and there is now some doubt that the 
lower discount will hold. Collections still are slow. 





BATTERIES.—Although it is said 
there is a tendency toward the alter- 
nating current radio sets, local jobbers 
do not detect any material letdown for 


batteries. They quote: 
Broken Unit 
Packages Packages 
PE Wosas ese ce te $1.05 $0.97 
Oe BP? oc ence k 3.85 3.33 
See Mesavdusasebs 1.22 1.14 
Ps MP Gi deawacdece 1.22 1.14 
PO. PO sci recanes 1.40 1.30 
SP. ae ee 2.62 2.44 
OS. : ey 2.62 2.44 
BO EO |. ces e004 <as 3.40 3.17 
| EE . : a parse 42 39 
a: ee .40 36% 
No. 6 dry cells, ignition type unit 
packages, 32%c. each. 
ies ag —No. 935, 9%4c. each; 
No. 950, 9%c.; No. 790, 18%c.; No. 
705, 28c.; No. 750, 18%¢. ; ‘No. 761, 25c. 


Hot Shot.—No. 1461, $1.67; No. 1661, 
$2.37. 


BOLTS, NUTS AND RIVETS.—The 
reduction in the resale discount on bolts 
and nuts does not seem to be finding 
full adoption and there is now some 
doubt that it will hold. The ruling dis- 
count still is 62% per cent off list. 
Neither jobbers, nor manufacturers in 
this district are finding business espe- 
cially good. Jobbers quote: 
Bolts.—All styles except stove and 
tire bolts, per 100 pieces, 60 to 62% 
per cent off list; stove bolts, 75 and 
10 per cent off list; tire bolts, 50 and 


10 per cent off list. 

Nuts.—All styles, 60 to 62% 
cent off list. 

Rivets.—Large, $3.50 base, per 100 
pieces; small wagon and _ tinners’ 
rivets, 60 per cent off list. 


per 





BUILDERS’ HARDWARE.—Demand 
is steady rather than active in this 
market, but prices are firm. Jobbers 
quote: 


Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 
lots, 3 in. x 3 in., $18.50 per 100 pair; 


33 in. x 3% in., $19; 4 in. x in., 
Hinges.—Heavy strap, 6 in., $1.85 
per doz.; 8 in., $2.95; 10 in., $4.80; 


extra heavy, T, 6 in., $2.30 per doz.; 
8 in.. $3.40; 10 in., $5.40; light strap, 
with screws, packed one pair in a 
box, 3 in., $9.60 per 100 pair; 4 in., 
$11.60; ma T, 3 in., $11 per 100 pair; 
4 in., $12.60. 

Hasps.—Hinge, without screws, sin- 
gle dozen lots, 3 in., 65c. per doz.; 4% 
in., 79c.; 6 in., $1.05; safety, 3 in., 
97c. per doz.; 4% in., $1.14; 6 in., $1.60. 


Garage Sets.—Swinging hinges, 10 
in,. $3.10 per set. 
CORN HUSKERS.—This line is in 


good demand, as usual at this time of 
the year. The price range is from 75c. 
to $2.60 per doz. 

FODDER TWINE.—A good deal of 
sisal twine is being shipped by jobbers 
in connection with the harvest; jobbers 
quote No. 1 grade at 12c. per Ib. 


GAME TRAPS.—Jobbers note a steady 
demand, with some increase in the 
volume as the trapping season ap- 
proaches. They quote: 

Victor, No. 0, $1. ” per doz.; No. 

$1.38; No. 1%, $2.44; No. 2, $3. 36: 
$1.59; No. 1, $1.83; coil 
$1. 28; Gibbs, 2- trigger, 


single grip No. 1, $1.88; 
No. 3, $5.50; No. 4, $6.70. 


spring, No. y 
$5 per doz.; 
No. 2, $3.35; 





years, did not place much advance busi- 
ness and now that the hunting season is 
at hand there is a rush to get supplies 
that taxes the ability of both jobbers 
and manufacturers to meet. Jobbers 
quote: 

Shells.—Repeater or Nitro Club 12 
gage, 3 in. x 11% in., $32.22 per 1000; 
chilled, $34.17 per 1000, with other 
loads in proportion. 

Guns.—Winchester shotgun, Model 
1912, $37.50 each: Savage, Model 1921, 
$37.50 each; Remington, Model 17, 
$37.54. 


HEATING ACCESSORIES.—There is 
still a good movement from jobbers’ 
stocks of stove pipe and elbows and 
other accessories to heating systems 
and stoves. Jobbers quote: 


Stove Boards.—Square, wood lined, 
24 in., $12.60 per doz.; 28 in., $18 per 
doz.; 30 in., $20 per doz.; 36 in., $29 
per doz.; paper lined, 24 in., $7.50 per 
doz.; 28 in., $9.50 per doz.; 30 in., 
$10.80 per doz.; 35 in., $16.20 per doz. 

Stove Pipe and Elbows. — First 
quality nested stove pipe, 3 in., 
per crate; 4 in., $2.90; 5 in., : 
6 in., $3.57; 8 in., 7; elbows, cor- 
$1.01 per doz.; 4 in., 


rugated, 3 in., 
mn., $1.42; 7 in., 


$1.13; 5 in., $1.30; 6 
$1.95. 


Dampers and Flue Rings.—Damp- 


ont 3 in., $1 per doz.; 4 in., $1.10; 
$1. 20; 6 in., $1.35; 7 in., $2; flue 
rin, 3 in., $1 per doz.: 4 in., $1. 25; 
» $1.90; 6 in., $2.20; 7 in., $2.75. 
Cont Hods. — Galvanized, 16 in., 
$4.30 per dozen; 17 in., $4.75; 18 in., 
$5.25. 
Coal Chutes.—Black, 8 ft., $6 each; 
10 ft., $7.50; 12 ft., $9. 
Register and Radiator Shields.— 
Register shields, floor, $12 per doz.; 


wall, $6 per doz.; radiator, sheet steel 
adjustable, $2.67 to $4.37 each. 


HUNTING CLOTHING.—This line is 
doing well now that the hunting season 
is at hand. Jobbers, who yet have to 
reflect in their prices the recent ad- 
vance in wholesale prices, quote: 


Coats, $2.25 to $6 each: vests, $1.20 
to $2 each; trousers, $2.25 to $4 per 


pair. 
LANTERNS.—Seasonally good _ de- 
local jobbers 


mand is reported by 
who quote: 


Monarch lanterns with white 
globes, $8 per doz.; with ruby globes, 
$10 per doz.; Little Giant lanterns 
with white globes, $11 per doz.; with 
ruby globes, $13 per doz.; D’ Lite, $13 
per doz.; junior wagon, $17.25 pat 
doz. ; Coleman. gasoline, No. 327, $5.2 
each; No. 427, $6. 


PAINTING SUPPLIES.—Good_ de- 
mand continues for paints and painting 
supplies with no change in prices. 


Prices to retailers: Ready mixed 
paints, best grades, $2.60 per gallon; 
lower grades, $2; white lead, 13%c. 
per Ib. in 100-lb. lots; 10 per cent less 
in lots of 500 Ib. or more and extra 4 
per cent less in lots of a ton or more; 
turpentine, 70c. per gal. in barrel 
lots; raw linseed oil, 12.1c. per Ib. 
in barrel lots. 


STEEL WINDOW VENTILATORS.— 
Reports about sales still are favorable. 
Jobbers quote: 


No. 01, $4.40 per doz.; 
No. 1, $5.20; No. 2, $5.60; 


No. 02, $4.80; 
No. 3, $6.40. 
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WEATHER STRIPPING.—Making the We quote from Pittsburgh jobbers’ 





stocks: 
homes draft and dustproof for the Fence Wire. 

i (per 100 Ib.) Annealed Galvanized 
winter means a strong demand for a wert gage. $3.00 33.45 
weather stripping. Jobbers quote: Magy, 50" 5 bed ck Gres 05 3.50 

AST palpation 390 3.55 
Meta-Felt, % im., $19.50 per 1000 SE RAPS 3.15 3.65 

ft.; % in., $26 per 1000 ft.; cushion, CAB CS 5s caivitess 3.25 3.80 

all felt, No. 18, $2.40 per 100 ft.; No. ET Ee ea rates 3.35 4.00 

19, $2.85 per 100 ft.; No. 20, $3.25 per igh gE ERED 3.55 4.25 

100 ft. No. 16 wise Gee 3.75 \ ‘ 45 

. B 80- 0 
WIRE PRODUCTS.—The movement of | 2-point cattle. ren nen Poe 99 
nails, fence and fencing materials ME Cetus ae ee bh bee e ee 3.10 

sae ° ee ey ey 3.35 
seems to be picking up and jobbers CUE ORTNED Le 35 ou cecsscisscsec 3.10 
now ar ing a very s « 2-point cattle (special) ......... -20 

“ —e report g ried teady de Field Woven Wire Fence (per 100 
mand. Prices show no change. rods): 





eee eee ee eee eee ee eee eee) 
eee eee eee eee eee ee ee ee 
eee ee ee eee eee eee ee eee 
eee eee eee eee eee ee ee 


eee eee eee ee eee ee ee 





No. 2158 
Steel Fence Posts: 


Galvanized, Painted, 


ee eee ee 


Tubular Formed 

2 See eeere ae SOC. GRO. «po ctviice 

5 Sa rers 55c. each 38c. each 

a Oe ee 65c. each 40c. each 

Ti ls 459 vans che Sede eae 45c. each 

Bright nails, base, per keg, $2.85 
to $2.90. 





Cleveland Reports Jobbers Competition Keen 
But Few Price Changes—Collections Still Slow 


(Cleveland office of HARDWARE AGE) 


CLEVELAND, Oct. 4.—Hardware business is fairly good and the 
volume of jobbers’ sales during September was generally satisfac- 
tory. Considerable fall merchandise is moving and retailers are 
buying enough staple goods to keep their stocks in fair shape. 
Among seasonal lines, guns and ammunition are going strong. Ra- 
dio receiving sets and power units have become quite active. Radiant 
heaters are showing considerable life, but heating stoves have not 
started to move in any volume. Retailers are as yet showing little 
interesting winter merchandise and their general attitude appears 
to be not to buy seasonal lines until about the time they are needed 
in stock. Retail sales have picked up in some sections, but in others 
there is little change, as fall business is slow in developing. This 
is attributed to some extent to the warm weather that has quite 
generally prevailed most of the time recently. 

There are very few price changes, but competition is unusually 
keen between jobbers and some price shading is reported. New 
prices are out on fertilizers for next year, these being somewhat 
lower than those that prevailed this year. The industrial situation 
in this territory is being affected by the slowing down of the auto- 
motive industry. This is attributed to considerable extent to the 
delay of the Ford Motor Co. in bringing out its new line of cars, 
which it is now believed will not be on the market before the first of 
the year. Large numbers of prospective buyers of low priced cars 
are apparently deferring placing their orders until the Ford models 
come out. 

Collections are still rather slow. 





for over 100; Champion regular, 53c. 


AUTOMOBILE TIRES AND ACCES- 
SORIES.—The demand for tires and 
tubes is remarkably good, in fact sales 
were better in September than in 
August. Tourists evidently wore out a 
great many tires during the vacation 
season which they found it necessary to 
replace on their return. 


Cleveland jobbers quote Mansfield 
tires, f.o.b. Cleveland: 30 x 3% in. 
Liberty cord, $6.60; heavy uty over- 
size, $8.75; 32x 4 in. Liberty sore 
$11.15; heavy duty oversize, $21. 

balloon tires, 


"30 x 3 “ 


balloon tire tubes, 2 
$1.98; 29 x 4.40 $1.85; ey % $260: 
, $3.10; 32 x 6.20, $3.50 

aoe "quote from jobbers’ “ stocks, 
f.0.b. a a Millers Falls, No. 145 
oe of $3. Derf spark plugs, 96c. 
each for on sizes in lots of less than 
50; Champion X spark plugs, 45c. 


each for less than 100, and 41c. each 





each for less than 100, all sizes; 50c. 
each for over 100. 


AXES.—The demand is moderate and 
prices are unchanged. 


Jobbers quote f.o.b. Cleveland: 

First grade single bitted rustless 
black finished, handled axes, $19.50 
base per doz.; unhandled, $15.50 per 
doz.; double bitted, handled, $24.50 
per "doz.; double bitted, unhandled, 
$20 per doz.; 60c. increase for dozen 
lots poh wont 42 to 48 lb. and similar 
advance for each 6 Ib. additional 
weight increase. 


BATTERIES.—Radio batteries are in 


excellent demand. Prices are un- 
changed. 
Jobbers quote f.o.b. Cleveland: 
B and C radio batteries. 
Unit Broken 
Packages Lots 
We Sik biiacdveen $1.14 $1.22 
SS. eee 1.30 1.40 
> es Ose 2.44 2.62 
Se 3.17 3.40 
WO IO oisesctivasews 3.33 3.58 





Dry cell A _ batteries, No. 7111, 
35%c. in standard packages; 40c. in 
broken lots; Columbia igniter dry cell 
batteries, 32%c. in standard pack- 
ages; 36c. in broken lots. 


BOLTS AND NUTS.—Jobbers report 
a very satisfactory volume of business. 
The regular discount is being generally 
adhered to. 


Jobbers quote f.o.b. Cleveland: Ma- 
chine and carriage bolts. cut thread, 
hot pressed and cold punched nuts 
at 60 and 5 per cent off list. Bolts 
with rolled thread, 60, 10 and 5 per 
cent off list. Stove bolts, 80 per cent 
off list. Semi-finished nuts in pack- 
ages, 60 and 10 per cent off list. 


BOILER LIQUID, ETC.—There is a 
fair and steady demand for boiler 
liquid and tile and porcelain cleaners. 


Jobbers quote f.o.b. Cleveland: 

Hercules tile and porcelain cleaner, 
$2 per dozen in gross lots; $1.90 per 
dozen. 

Hercules radiator stop leak, 8 oz. 
cans, 1, 2 and 4 doz. cans to a carton, 
$4.50 per doze 

Hercules boiler liquid, quart cans, 
$2.25 each. 


BUILDERS’ HARDWARE.—W hile 
building work has slowed down some- 
what, there is a very satisfactory de- 
mand for builders’ hardware for build- 
ings under construction. Dealers are 
replenishing stocks, which have become 
low. 


Cleveland jobbers quote in case lots 
lock sets, $4.75 per doz.; heavy strap 
hinges, 6 in., $1.45 per doz.; 8 in., 
¥ 38 per doz.; extra ceo Tv hinges, 
 B. in., $1.73 per doz.; , $2.80 per 


Butts, case lots, 3 in., 15%c. per 
pair; 3% in., 16c. per pair; 4 in., 22c. 
per pair; for less than case lots, all 
sizes are 2c. per pair higher. 

Ornamental hinges, standard fin- 
ishes, $1.05 per doz.; nickel and sand 
blasted finishes, $1.25 per doz. 


CIDER MILLS AND WINE PRESSES. 
—Wine presses are still moving fairly 
well, but the demand for cider mills 
has been less than normal this year 
because of the short apple crop. 


Jobbers quote f.o.b. Cleveland: 

Grape and wine presses, No. 1A, $7 
each; No. 2c., $9.25 each; No. 3, 
$14.35 each; No. 5, $23 each; cider 
mills, No. 8, $14.25 each; junior, $19 
each; medium, $22.75 each; senior, 
$33 each. 


CORRUGATED ROOFING.—The sea- 
sonal demand is holding up well. Prices 
are unchanged. 


Cleveland jobbers quote No. 28 gage 
1% in. corrugated roofing at $4.11 per 
square, f.o.b. Pittsburgh. 
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COOKERS.—These are in fair demand, 
although not moving as well as earlier 
in the season. 

Jobbers quote Conservo cookers, 
f.o.b. Cleveland: No. 9. $6 each; No. 
20, $8 each. 

DRAIN PIPE CLEANERS.—This is in 
fair and steady demand. 

Jobbers quote f.o.b. Cleveland: 
Economy plumber, drain pipe cleaner, 

2. per doz. in 1 lb. cans; same in 2 
lb. cans, $3.90 per doz. The 1 Ib. size 
is packed 1, 2 and 3 doz. to a carton. 
The 2 lb. size is packed in 1 and 2 
dozen cartons. 

FERTILIZERS.—Prices are out for 
next year and show quite a little re- 
duction. Jobbers quote Old Gardener 
fertilizer, f. o. b. Cleveland, 1 lb., 17 
cents; 5 Ib., 32 cents; 10 lb., 55 cents; 
25 Ib., $1.14; 50 Ib., $2; 100 Ib., $3.50. 
GLASS BAKING WARE.—Retailers 
are buying in very satisfactory volume 
to replenish their stocks. 

Jobbers quote f.o.b. Cleveland: 

Casseroles.—Round or oval, 1 qt., 
$1.17; 2 qt., $1.33; 236 aqt., $1.66; 
square, $1.50; casseroles with fancy 
covers, 35c. higher. 

Pie Plates.—8 in., 50c.; 9 in., 60c.; 


10 in., 67¢. 
Bread Pans.—No. 212, 60c.; No. 214, 


91c. 
Utility Dishes.—No. 231, 67c.; No. 


232, $1.17. 
Tea “i cups, $1.67; 4 cups, $2; 


6 cups. 
GLASS CLOTH AND CEL-O-GLASS. 
—Manufacturers have _ announced 
prices for early spring delivery. 

Cleveland jobbers quote glass cloth 
24c. per yd. in 100 yd. rolls and 25c. 
per yd. in small rolls; Cel-O-Glass 
j2c. per sq. ft. 

ICE CREAM FREEZERS.—Sales for 
future delivery have been scarce since 
the announcement that present prices 
will prevail next year. 

Jobbers quote f.o.b. -Cleveland or 
factory with freight allowed to des- 
tination on 12 or more as follows: 
White Mountain, 2 at., $5.65 each; 

4 qt., $8.25 each; 6 qt., $10.45 each; 





8 qt., $13.50 each; this price is sub- 
ject to 50 per cent discount. 

Lightning, 2 qt., $5.50 each; 4 qt., 
$8 each; 6 qt., $10 each; 8 qt., $13 
each; subject to a 55 per cent dis- 
count. 

Blizzard, 2 qt.. $5.50 each; 4 qt., $8 
each; 6 qt., $10 each; 8 qt., $13 each; 
= to discounts of 55 and 7% per 
cent. 

Acme, 2 qt., in half dozen lots, $8 
per doz.; in broken packages, $8.40 
per doz. 


LAWN HOSE.—A fair amount of 
business is being booked for early 
spring shipment. Prices are holding 
at the recent reduction. 


We quote from jobbers’ stocks, 
f.o.b. Cleveland: Uncoupled hose, % 
in., 7%c. per ft.; 5% in., 8%4c. per ft.; 


% in., 944c. per ft. higher. Coupled 
hose is \c. per ft. higher. 
LAWN ROLLERS.—Recent reestab- 


lishment of prices has not been fol- 
lowed by much business. 


Jobbers quote f.o.b. Cleveland: 

Dunham water weight rollers, No. 
2, $9.50 each; No. 4, $11.15 each; No. 
5, $13.85 each; No. 7, $16 each; No. 9, 
$18.10 each. 


NAILS AND WIRE.—Sales are rather 
moderate. Regular prices are holding. 


Jobbers follows from 
stocks: 

Nails.—Less than car lots, $2.90 per 
keg; No. 9 galvanized wire, $3.35 per 
100 1b.; No. 9 annealed wire, $2.90 
per 100 lb.; cement-coated nails, $2.90 

er 100 Ib; polished fence staples, 
3.60 per 100 lb.; galvanized fence 
staples, $3.85 per 100 Ib. 

Barbed Wire.—Barbed wire stock 
shipment, Lyman, 4 point, $3.13 per 
80-rod spool. Hog wire, $3.38 per 80- 
rod spool. 


OIL AND GASOLINE STOVES.—The 
demand is still fair, although not as 
active as recently. 


Jobbers quote stoves, f.o.b. 
Cleveland: 


Harvard, 2 burner, $11.75 each; 3 
burner, $14.75 each; 4 burner, $18.85 
each; Harvard range, $48. 


POULTRY NETTING AND WIRE 
CLOTH.—Jobbers are getting a little 
pick-up business and have taken a few 


quote as 


oil 





orders for next spring subject to prices 
that will be established. New prices 
will probably be out this month. 


Cleveland jobbers -quote: 12-mesh 
black wire cloth at $1.65 per 100 sq. 
ft.; 12-mesh galvanized, $1.95 to $2 
per 100 sq. ft.; 14-mesh galvanized, 
$2.45 per 100 sq. ft.; 16-mesh, $2.75 
per 100 sq. ft.; bronze, 14-mesh, $9.50 
per 100-ft. rolls; 50-ft. rolls, 10c. ad- 
ditional. Poultry netting, galvanized 
after weaving 50 and 7% per cent off 
list; galvanized before weaving, 50, 10 
and 7% per cent off list. 


RADIO EQUIPMENT.—The seasonal 
buying is well under way and indica- 
tions are that sales will be heavy. A 
great deal of interest is being shown 
in power units. 

Cleveland jobbers quote: Philco AB 
socket power units, f.o.b. Cleveland, 
6-180-volt, AB-686, $69.50; AB-386, 
$79.50; 6-150-volt, AB-663, 
AB-356_ $69.50; 4-volt, AB-463, $58.50; 
AB-423, $65; 6-volt, A socket power 
units, A-603, $32.50; B socket power 
units, B-86, $45; B-603, $32.50; Philco 
trickle charger TC-60, $12.50. 

Above prices are subject to 40 per 
cent discount. 


PAINTERS’ SUPPLIES.—Flat paints 
for inside work are moving well, but 
there is not a great deal of call for 
outside paints. Turpentine has de- 
clined sharply. Other prices are un- 
changed. 

Cleveland jobbers quote as follows: 

Mixed paints, regular shades, best 
grade, $2.90 to $3 per gal. in 1 gal. 
cans. Outside white, $3 to $3.15 per 
gal. in 1 gal. cans. 

Turpentine in bbls., 70c. per gal., 
less than bbl., 85c. per gal. 

Linseed oil in bbls., 95c. per gal., 
less than bbl., $1.10 per gal. Boiled, 
3c. extra per gal. 

White lead in 100-lb. kegs, 13%c. 
per Ib.; in 50 and 25-lb. kegs, 14c. 
per lb.; in 12%-lb. kegs, 14%4c. per 
Ib. Quantity discounts 500 Ib. to 1 
ton, 10 per cent. One ton or more, 
10 per cent and 4 per cent. 


SASH CORD.—Another price advance 
of 2 cents per Ib. has been made on 
cheaper grades. 





An Ounce and a Quarter of Shot 


1926. This interesting article covers in 
detail tests made against targets moving at 
various speeds up to 40 miles per hour. 
The conclusion reached was that the vari- 
ations in shot stringing ordinarily met with 
are not such as to alter materially the 
shooter’s effectiveness. 

What a shooter is really doing is aim- 
ing at an effective pattern about 30 inches 
in diameter and, say, four times as long, 
if he is shooting at a range of about 40 
yards. It is interesting, for example, to 
consider that since the remaining velocity 
of the shot charge at.40 yards is eight to 
ten times that of a duck flying at 60 miles 
per hour, the entire charge of shot, say, 
10 feet long, would hit or pass the duck 
while he was moving 12 to 15 inches if at 
right angles to the shooter. This brings 
out very clearly the fact that with such 
ammunition it is distinctly “up to” the 
shooter—his quickness, the accuracy of his 
eye, and the response of his arms and 
fingers. The long range duck shooter re- 
quires such a load and gun and choke as 
referred to above—he cannot get a long 





(Continued from page 66) 


kill with a poor load, nor with a cylinder 
bore any more than with a rifle. Many 
discussions have been presented to shoot- 
ers on the subject of the “lead” necessary 
in duck shooting. For this reason the sub- 
ject will not be covered here. 

The adequate control of our ounce and 
a quarter of shot, however, depends on 
many variables, such as the kind and uni- 
formity of wadding, the hardness and uni- 
formity and size of the shot pellets, the 
kind and quantity and compression of pow- 
der used, the strength and uniformity of 
crimp, and, of course, the strength and 
uniformity of ignition. All of these are 
also influenced by the shotgun barrel itself 
and one type of choke may result in an en- 
tirely different pattern than another. 

There is no question but that the shooter 
looks for results when he uses a shell in 
duck shooting or at the traps. He takes it 
for granted that all the details of manu- 
facture mentioned in the preceding part of 
this article have been looked after by the 
manufacturer, and he is justly critical of 
any faults or irregularities. In trapshoot- 





ing, the sport has become so highly spe- 
cialized that slight variations in pattern 
or velocity may result in the loss of a 
coveted prize. Trapshooters today demand 
the highest quality of guns and ammuni- 
tion. The shooter who constantly follows 
this sport knows when he is holding on 
a bird. If a miss is recorded when he was 
“on” a steadily flying bird, with a gun he 
knows, he is naturally suspicious of the 
shell. The manufacturer is thus kept con- 
stantly alert to make the ammunition prac- 
tically 100 per cent perfect. Duck shoot- 
ers, too, demand long range, high speed 
shot shells with proper distribution of the 
ounce and a quarter of shot. From con- 
stant practice they estimate subconscious- 
ly the speed of the duck’s flight, and with 
remarkable coordination of eye and hand 
take the required lead. It is only by ob- 
serving all of the manufacturing precau- 
tions that such shooters can be assured of 
the very highest quality shot shells. 

The charts referred to in the earlier part 
of this paper are based on tests at ranges 
up to 100 yards. 
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Demand for Futures Reported as Slightly 
Better, Yet a Long Way from Active 


(Boston office of HARDWARE AGE) 


BosTON, Oct. 4.—Over-the-counter retail hardware sales are hold- | 


ing up well. 


Cooler weather recently has created a somewhat bet- 


ter public demand for certain lines, but on the other hand buying 
of other merchandise shows a slight falling off. Retail stocks in 


general are well assorted, although not heavy. 


The retail trade re- 


ports charge customer collections as slow, and jobbers in turn say 
retail collections are somewhat backward. Unemployment in New 
England is decreasing rather than increasing, while banks continue 


to report increased savings. 


-September sales by the shelf hardware jobbers were not as large 
as anticipated, and there is nothing at the moment that suggests 
that October business will come along faster during the next fifteen 


days, at least. 


Some jobbers report the demand for futures as bet- 


ter, yet it is not up to expectations and perhaps a little behind that 


of a year ago. The retail trade 


continues to order small amounts 


of each kind of merchandise wanted, and to defer such purchases 


as long as possible. 
quantities than last year. 


tail trade, particularly in Boston, 
ting is reported in certain spots. 
back order only slightly so far this year. 


Even the buying of futures is for smaller 
Competition for business among the re- 


is excessively keen and price cut- 
Jobbers have been obliged to 
Retail buying is so con- 


servative, and manufacturers so prompt in making deliveries on 
fresh goods, it has been fairly easy for jobbers to keep stocks in 


good shape. 


BATTERIES.—New prices have been 
issued on the Harvard line of radio 
batteries, which show a reduction of 
more than 10 per cent. Revised prices 


follow: 
We quote from Boston jobbers’ 
stocks: 
Radio Batteries.—Barc 6-9, 
$8.50 each net; 6-11, $9.50; ft 13, *'s11. 50. 


BLANKETS.—tThe recent cooler days 
has speeded up somewhat retail dealers’ 
interest in stable and street blankets, 
as well as automobile robes and shawls. 
Prices are fairly reasonable as com- 
pared with a year ago. 


We quote from Boston jobbers’ 
stocks: 

Blankets.—Stable, 76 
$1. 60 each net; heavy, burlap, 72 in., 
: 76 in. $2.40; 80 in., $2.50; 84 in., 
5 Street, small to large, $2.20 to 
$6.75 each net. 

Robes.—Automobile, plush, coupe, 
< 70 in., $6.88 each net; London, 72 
interlined, $11.50; Newton, 72 in., 

Wool, 52 x 72 in., $3 each net. 
ringed, motor, 52 x 72 
$3.50 “each net; 54 x 70 in., st 54 
~y 76 in., $5.45; 54 x 70 in., $4.85 


CARVERS.—At least some of the New 
England retail hardware trade are 
anticipating their pre-Thanksgiving 
carver requirements. Carvers also 
well for fall wedding gifts. 


We quote from’ Boston 
stocks: 

Carvers. —s@-nless steel, beef, three 
piece sets, stag handle, ‘33. 50 to $6 
net per set; with ivory handles, $3.40 
to $5; with pyrohorn handles, $5 to $8. 
stag handle, $2.25 
with ivory handles, 


kersey, in., 


52 x 


in., 
$13. 





jobbers’ 


Bird.—In pairs, 
to $3.75 per set; 
$2.50. 

Game.—In pairs, with stag handles, 
$2.75 to $5.75 per pair; with ivory 
handles, $3.50: with pyrohorn han- 
dles, $3.75 to $4.75. 


CHRISTMAS TREE OUTFITS.—Or- 
ders for Christmas tree outfits and ac- 
cessories already are flowing into the 
market, according to jobbers. Jobbers 
are carrying a very good assortment, 
and prices are quite reasonable. 


We quote from Boston jobbers’ 
stocks: 

Candle Sets.—No. 8008, 8 light, car- 
bon, in lots of less than 50, 90c. per 
set net; in lots of 50, 85c.; No. 842, 
8 light, Mazda, in lots of less than 50, 
$1.34; in lots of 50, $1.31; No. 8000, 8 
light, Mazda battery, i# lots of less 
than 50, $1.34; in lots of 50, $1.31; No. 
84, 8 light, Mazda, in lots of less than 
50, $1.60; in lots of 50, $1.56; No. 80, 
8 light, in lots of less than 50, $1.73; 
in lots of 50, $1.69; Fancy, 8 light, 
tungsten, No. 108, in lots of less than 
50, $1.73; in lots of 50, Mgr od No. 118F, 
in lots of less than 50 $1.40; in lots 
of 50, $1.35; No. 72, 7 light. Mazda 
multiple, in lots of less then 50, $2.74; 
in lots of 50, $2.67. 

Outdoor. —No. 111, 10 light, clear, in 
less than standard packages, $5.64 
per set net; in standard packages, 
$5.60. With assorted colored lamps, 
in less than standard packages, $6.09 
per set; in standard packages, $5.94. 

Window.—No. i61, in lots of less 
$2.40 per set net; in lots 
Torrid, No. 550, $3 per 





than 10 sets, 

of 10, $2.34. 

set. 
HOSE.—New price lists on rubber 
hose have been issued by the leading 
manufacturers, which show a slight 
reduction on all styles but a very few. 
Jobbers have adjusted their prices to 


correspond. 

| We quote from Boston jobbers’ 
stocks: 
Hose.—Rubber, garden, Commer- 


cial, % in., 6%c. per ft. net; Leader, 
% in., 6%c.; % in., 7%c.; Vigilant, 
5, in., 8%c.; Olympia, % in., 8%c.; 
Good Luck, % in., 10c.; Milo, % in., 
10%c.; Bull Dog, % in., 13%c. 
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HOUSE TRIMMINGS.—The usual fall 
pickup in demand for house trimmings, 
more particularly lock sets and butts, 
is noted by the jobbing trade. Com- 
petition for business is quite keen. 
Many retail dealers, who carried com- 
paratively large stocks through the 
spring and summer have materially re- 
duced same. 
KEGS.—AIl sizes of kegs are selling 
freely. Jobbers’ stocks are broken and 
there is a possibility that some of them 
will have to back order before long. 
We quote from Boston jobbers’ 
stocks: 
Kegs.—Fir, 5 hg $1.30 each net; 10 
1.85; 15 g $2. 15; 20 gal. , $2.40; 
25 gal., $2,755 a5 gal., $3; 50 gal., 
$4.10, all from stock. 
LAMPS.—The movement of gasoline 
lamps out of retail and jobbing stocks 
is increasing. Buying from the jobbers 
can hardly be called brisk, yet it is very 
much better than it was a month ago. 
We quote from Boston jobbers’ 
stocks: 
Lamps.—Gasoline, table, opal shade, 
$6.25 each net; tan tinted, $7; green 
tinted, $7; antique gold, $9.25. 


gal., 


Shades.—Suitable for opal shade, 
$8 per doz. net; suitable for tinted 
shades, in half dozen lots, $17 per 
dozen. 

Cases.—Supply case of parts, $15 
each net. 


Lanterns.—Coleman line, No. LQ327, 
$5.25 each net; No. LQ427, $6. Poul- 
try house, No. E20, $7.50 each net. 


LUNCH KITS.—A comparatively new 
Thermos kit, known as the school kit, 
which has a half pint bottle, No. 124%, 
which costs the retailer $1.50 each net, 
and retails at $2.50, is attracting quite 


| a little attention among the New Eng- 
| land retail trade. 





We quote from Boston jobbers’ 


stocks: 

Lunch Kits. — Workingmen’s, No. 
310, $22.80 per doz. net; No. 420, 
$26.80. Columbia, No. 2011, $16.80. 
Thermos school kit, No. 124%, $1.50 
each net. 


NAILS.—Some back ordering by job- 
bers on wire nails is noted. The job- 
bers say conditions are only temporary. 
The demand for all kinds of nails is 
fairly good. Prices have not changed 
for a long time, and there is no indica- 
tion they will, say jobbers. 

RUSSELL & ERWIN GOODS.—New 
price lists have been issued on the 
Russell & Erwin line of goods. Job- 
bers, however, have not put into effect 
the changes, but most likely will before 
the close of another week. 

SASH CORD.—Prices on competitive 
sash cord have been advanced 3c. per 
Ib. by local jobbers, to 26c. per Ib. base. 


We quote from Boston jobbers’ 
stocks: 

Sash Cord.—Samson, 70c. per Ib. 
base; Red Seal, 43c.: Franklin, 33c.; 
Newcord, 33c.; Silver Lake, 70c.; 
Competitive, 26c. 

SAW FRAMES.—As might be ex- 
pected at this time of the year, there 
is a steady movement of saw frames, 


blades and sets out of jobbers’ stocks. 





























It’s an ideal latch for bathroom, bedroom or any other in- 
terior door, with a host of advantages that win the builder’s 
favor instantly. 


Saves 4/5 of Installation Cost and the Price of a Lock 


Just one unit to install, requiring no mortising. Just bore two holes. 
slip in the parts and the job is done perfectly at 1/5 the ordinary in- 
stallation cost. 


Locking Rosette Offers Perfect Security and Convenience 
Just a finger touch and the slide locks the door securely. There are 
no keys to lose. 


-Trouble-Proof 

Like all Dexter tubular latches, this latch is simple in construction, 
positive in action and trouble-proof. Working parts are practically 
indestructible. 


Beautifully Harmonious 

Procurable in any finish of brass, with plain glass, cut glass, or brass 
knobs in any combination, these latches will grace any interior. 
Advantageously Priced 


As a result of our advertisements in the builders’ largest national publications, 
builders from all parts of the country are writing to us for the names of the 
dealers who in their respective communities carry these latches. 


Put this item in stock at once and capitalize to the full extent on the unprece- 
dented sales it is sure to enjoy. 


NATIONAL BRASS COMPANY 
1611-19 Madison Ave. Grand Rapids, Mich. 


No. 9030 
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It Wins Instant Acceptance! 


LOCKING 
ROSETTE 








No. 9031 Above 


No. 9034 Below 














a HARDWARE AGE for OCTOBER 6, 


1927 





Business is fully as good as it was a 


year ago. 

We quote from Boston jobbers’ 
stocks: 

Wood Saw Frames.—No. 03, $5.85 
ee net; No. 50, $6.50; No. 40, 
$7.4 

Blades.—No. 6, 30 in., is ee. 
doz. net; 32 in., on 85; 30 in. 


No. 
$6; 32 in., $6.65; No. 45, 32 e 35. 50. 
Complete Sets. —No. 150, $12. 75 per 
doz. net; No. 150 Champion, $13.65; 
aiea6” $15.55; No. 45, $15.20; No. 111, 


SCREWS.—Jobbers have issued new 
prices on wood screws, following the 
receipt of new lists from manufactur- 
ers. The new prices represent a drop 
of about 10 per cent. The reduction, 
say jobbers, is a little belated. 


We quote from Boston jobbers’ 
stocks: 

Wood Screws.—Flat head bright, 85, 
20, 10 and 10 per cent discount; flat 
head blued, 85, 20, 10 and 10 per cent 
discount add 5; round head blued, 82, 
20 10 and 10 per cent discount; flat 
head brass, 82%, 20, 10 and 10 per 
cent discount; round head brass, 80, 
20, 10 and 10 per cent discount; nickel 





plated on iron, 75, 20, 10 and 10 per 
cent discount; flat head galvanized, 
70, 20, 10 and 10 per cent discount; 
fiat head brass plated, 7244, 20, 10 and 
10 per cent discount; flat head bronze, 
77%, 20, 10 and 10 per cent discount; 
round head bronze, 75, 20, 10 and 10 
per cent discount; antique copper 
plated, 87%, 20, 10 and 10 per cent 
discount. 


SHOVELS.—Indications are that the 
forward buying movement of shovels, 
particularly of snow shovels, has 
started. It has not assumed large pro- 
portions, but the fact that it apparently 
has started is encouraging to the job- 
bing trade. 


We quote from Boston jobbers’ 
stocks: 

Shovels.—Snow, Rugg line} steel, 
long plain handle, No. 78, $4 per doz.; 
split wood D-handle, No. 78%, $4.70; 
malleable D-handle, No. 79, $4.70; 
Massachusetts, long or D-handle, 
round or “> point, plain back, 
black, No. ig 30 per eg oti No. 
3 $16.05; No. 4, 16.80; 18.30; 
Polished, No. ut. i No. 18.25; 
No. 4, $19; dic, 6, $ 3 a8 line, 
black, No. $24 .. god dist; No. 3, 
$24.75; No. 7 $25.50; No. , $28; ; pol- 





ished, No. 2, $26.50; oi. 3, $26.95; No. 
4, $27.70; No. 6, $29.2 0. Discount 25 
and 10 per cent. 

Scoops. — Massachusetts, D- nants, 
hollow back or strapped back, No. 2, 
$16 per doz. list; No. 3. — 50; -— 4, 
ie ; No. 5, $18. 25; No. , $19; No. 

7, $19.75. ‘Ames line, No. 2 “$24. 70 per 
doz. pat No. 3, $25.45; No. , $26.20; 
No $26.95; No. 6, $27. 70" No. 7, 
$28 “45. For polished scoops, add $2.20 
per doz. Discount 25 and 10 per cent. 

Spades. Ne ete plain back, 
polished, No. $17. er doz. list: 
B, molder, saben o. 2, $17.50. 
ones line, plain back, lished spade, 
No. $26.20 per doz. list; B, molder, 
OE No. 2, $26.20. Discount 25 
and 10 per cent. 


STORM WINDOW EYES.—Jobbing 
prices on storm window eyes have been 
reduced $1.50 per gross. 

WINDOW WEIGHTS.—There is a 
small yet consistent demand for win- 
dow weights. Prices have not changed 
for considerably more than a year. 


We quote from Boston jobbers’ 
stocks: 

Window Weights.—From foundry, 
gal 5 Ib., $47 a ton; 5 Ib., to 30 Ib., 





Northwest Trade Shows Increase— 
Twin Cities Collections Also Improving 


(Minneapolis office of HARDWARE AGE) 


MINNEAPOLIS, Oct. 4.—Reports of late crops are very encourag- 


ing over the entire Northwest tributary to the Twin Cities. 


Much 


of the corn which was dispaired of a few weeks ago has had time 
to reach a point where danger of frost damage has passed, and the 
late crops, which had been planted after the usual time, are matur- 


ing well. 


Crops such as flax, millet and other similar grains, planted 


to fill in where other crops did not come up, have been harvested 


with good results. 


The outlook, therefore, for fall business is good. Building in the 
rural districts is going forward at a good pace, with a fair amount 


in the larger centers. 


Trade is showing signs of increase over the entire territory, al- 
though it will be another month before definite results of the season 


will be felt in a larger way. 


Collections show some improvement. 


4 





AUTOMOBILE TIRES.—Demand is 
beginning to grade down for the end 
of the season. Stocks are well filled 
for this time of year, with prices un- 
changed. 


We quote from _ jobbers’ 
f.o.b. Twin Cities: Mansfield tires, 30 
x 3% Liberty cord, $6.60; heavy duty 
oversize, $8.75; 32 x 4 Liberty cord, 
$11.15; heavy duty oversize, 
balloon tire, 29 x 4.40, $9 
$5.25, $15.95; heavy duty, 32 
$26.75; tan tubes, 30 x 314, $1.70; 32 x 
4, $2.60; 34 x 4%, $3.25; balloon tire 
tubes, gray, 27 x 4.40, $1. 90; . x 4.40, 
$2.95; 30 x 5.25, $2.70; 32 x 6, $3.20; 
32 x 6.20, $3.70 each net. 


AXES.—Dealers are filling their stocks 
for the winter months, and demand is 
showing signs of increase. Prices have 
not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes, $16; double bit base 
weight, $21.50; Plumb Dreadnaught, 
single bit, unhandled axes, $14.50; 
double bit, $19.50; handled single bit, 
$19.25; double bit, $24.25 per doz. net. 


BALE TIES.—Demand is just begin- 


stocks, 





ning, with ample stocks for present 
needs. Prices are steady as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin ye Single loop bale 
ties 9% x $1.54; 9146 x 15, $1.37; 
9% x 14, $1. 37 per bundle net. 


BOILER LIQUID, TILE CLEANER 
AND RADIATOR STOP LEAK.— 
Sales are steady, with stocks well as- 
sorted. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Hercules tile and 
porcelain cleaner, $2 doz. less than 
gross lots, and $1.90 doz. in gross 
lots; Hercules Radiator Stop Leak, 
8 oz. cans, 1, 2 and 3 dozen cans to 
the carton, $4.50 dozen; Hercules 
a compound, quart cans, $2.25 
each. 


BOLTS.—Sales are of good volume, 


with stocks in good condition. Prices 
are unchanged. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Carriage and ma- 
chine bolts, = sizes, 60-5 per cent; 
stove bolts, 75-10 per cent; and lag 
aor, 60 per cent from standard 
sts. 
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BRADS.—Demand is steady, showing 
a good volume in the country trade. 
Stocks are well filled, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes at 75 per cent from lists. 


BUILDERS’ HARDWARE.—Reports 
show that building is progressing at a 
very good rate in the smaller towns in 
the country, a direct result of improved 
crop conditions. Construction work in 
the cities is steady, with fair volume. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 3% x 3% steel 
butts, old copper and dull brass fin- 
ish, 19c. pair, in less than case lots, 
18¢. pair in case lots; 4 x 4 steel, 
butts, old copper and dull brass fin- 
ish, 36c. pair in less than case lots, 
25¢. pair, in case lots; broad bev 
steel inside sets, old copper or du 
brass finish, one piece knobs, less 
than case lots, $7 doz. sets, case lots, 
$6.75 doz sets; steel bit-keyed front 
door sets, $1.60 per set; wrought brass 
outside trim, bit-keyed front door 
sets, $1.85 per set; cylinder front door 
sets, $6.50 per se t. 

Light Mo strap hinges, 3 in., 56c. 
doz. pair; 4 in., 75c. doz. pair; h 
plain strap hinges, 4 in., 93c. doz. 
pair; 5 in., $1.22 doz. pair; 6 in. +» $1.56 
doz. pair; light plain tee hinges, 3 
62c. doz. pair; 4 in., 78c. doz. pair; 
heavy plain tee hinges, 4 in., $1.06 
doz. pair; 5 in., $1.20 doz. pair; 6 in., 
$1.40 doz. pair; 8 in., $1.95 doz. pair; 
extra heavy plain tee hinges, 4 in., 
$1.28 doz. pair; 5 in., $1.58 doz. pair; 
6 in., $1.89 doz. pair; 8 in., $2.83 doz. 
pair; 10 in., $4.56 doz. pair net. 


BUILDING PAP ER.—Demand is 
steady, being particularly good in 
country districts. Stocks are well 
filled, with prices unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin sized 
ee. paper in all weights, 20 to 


0 Ib. at $2.75 cwt., and tarred felt at 
$3.10 cwt., net. 


CHAIN.—Demand is fair, with stocks 
well filled. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Log cabin, 4% x 14, 
$13.85; % x 14, $10.90; % x 14 $10.15; 
Proof coil chain, % in., $12; % in., 
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An Institution 
The lengthened shadow of good service 


Emerson said years ago that “an 
institution is but the lengthened 
shadow of a great man.” 
Richards-Wilcox, in paraphrasing 
this, look beyond any one man to 
a group of men—to an organi- 
zation—to products—to service. 


R-W products over a period of 
23 years have held a foremost 
place, attained a world-wide 
acceptance, andestablished a pres- 


tige that challenges comparison, 
because every item that bears the 
R-W trademark is thoroughly good. 


This supremacy could not be 
possible with an organization that 
failed to interpret the best of 
products in terms of the best of 
service. It is this that has made 
the R-W plant (the largest of its 
kind in the world) the “length- 
ened shadow of good service.” 


This doorway service is always at your command 
without cost or obligatian. 





New York - 


ci ti 


ichards-Wilcox Mf< 


AURORA, ILLINOIS, U.S.A. 





Be 


Chicago 
St. Louis New Orleans Des Moines 





Boston Philadelphia Cleveland Ci 


Minneapolis Kansas City Los Angeles 


San Francisco 
Montreal - RICHARDS -WILCOX CANADIAN CO., LTD., LONDON, ONT. - 


Omaha Seattle Detroit 
Winnipeg 


Largest and most complete line of door hardware made 
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$8.90; % in., $8.30 and 4% in., $9.85 ling, No. 2, $12.50; Claw, No. 2,.$13.75 | We quote from jobbers’ stocks, 
cwt., net. doz., net. f.o.b. Twin Cities: Best grade No. 1, 
COAL HODS.—Call for this line is | LAMPS AND LANTERNS.—Sales are |  £5C., Pe), Do™, 0f 100 sheets: of 100 
starting, with coming of cooler | showing an increase and dealers have sheets, and garnet No. 1, $16.75 per 
weather. Stocks are ready for the de- | their stocks in shape to meet the de- ream, Wet. ; 
mand, with prices firm. mand. Prices have not changed. SCREWS.—Sales are showing good 
We quote from jobbers’ stocks, We quote from jobbers’ stocks, volume, with stocks well assorted. 
fds, Tine GORE: We ine ghar fe | lobo tubular lantern Nor 2818 | wre evo mom 
n 7 in., $4.30; 18 in. No. Coleman _ lanterns, t. ps Fang ag oll ant 


panned funnel, 

galvanized, open, 17 in., $4. 65: 
is i 5.40; galvanized funnel, 17 in., 
$6; 18 in. $6.80 per doz., net. 


DAMPERS.—Sales are beginning to 
show in this line, with stocks well 
filled. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron, 6 in., 
wood handle dampers, $1.40, and cast 
iron, coil handle, 6 in., $1.20 doz., net. 

DRAIN PIPE CLEANERS.—Sales are 
showing a good volume, with stocks 
well filled. Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Economy Plumber, 
drain pipe cleaner, 1 Ib. cans, $2 per 
doz.; 2 Ib. cans, $3.90. The 1 Ib. size 
is packed 1, 2 and 3 dozen to the car- 
ton and the 2 Ib. size is packed 1 and 


2 dozen to the carton. 
EAVES, TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—Sales are 
showing fair volume, with good demand 
in country districts. Prices show no 
changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, 28- 


ga., 5 in., S. B., slip joint, in crates, 
$5.50 per 100 ft.; conductor pipe, 28- 
ga., 3 in., in crates, not nested, $5.40 


per 100 ft.; 3 in., $1.73 doz., net. 
FIELD FENCE.—Demand is strength- 
ening in this line, with stocks ready 
for the call. Prices are firm as last 
quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Field fence, 10 ga., 
top and bottom, 13 ga. intermediate, 

6 in. stay, 26 in., $27.93; 32 in., $32.40; 

39 in., $52.93; 47 in., $59.74 per 100 

rods, net. 
FILES.—Sales are steady and with 
good volume. Stocks are well filled, 
with no price changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files at 
50 per cent and second grade files at 
60 per cent from lists. 


GALVANIZED WARE.—Ash cans and 
tubs are selling fairly well, with other 
items in good demand. Prices have 
not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs at $7.25; No. 2, $8; 
No. 3, $9.25; heavy tubs, No. 1 $12.60; 

No. 2, $13.80; No. 3, $15; standard 10 
qt. pails, $2.55; 12 qt., $2.90; 14 qt. 
$3.25; stock pails, 16 qt., $4.70, and 
18 qt., $5.50 per doz., net. 
GLASS AND PUTTY.—The regular 
fall demand is well started in this line. 
Stocks have been filled to meet the call. 
Prices show no further changes from 
those reported recently. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: A grade window 
glass, single and double strength, 
Minnesota prices, 87 per cent, and 
strictly pure putty in 50-lb. contain- 
ers, $4.85 cwt., net. 

HAMMERS AND HATCHETS.—Hand 
tools are selling well, especially in the 
country districts, where building is in 
progress. Stocks are being kept in 
good assortment, with prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole No. 11% 
nail hammers, $12.60; Plumb No. 
HF81 $12; Plumb, No. HF145, $6.12: 
Riverside, No. 611%, $12; Plumb 
broad hatchet, No. 2, $16.40; shing- 


| 
| 
| 


$5, 28; No. L427, $6; No. C329 lamps, 
$6.25; No. C318, $7; No. C317, $7.40 
each, net. 
NAILS.—Demand is good, reflecting 
the progress of construction work. 
Stocks are well filled, with prices firm. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.10 per keg, base, and ce- 
ment coated wire nails in 100-Ib. 
kegs at $3.10 per keg, base, net. 
OIL HEATERS.—Sales are showing a 
good increase with the advent of cooler 
weather. Stocks are full, with prices 
firm. 


We 


quote from jobbers’ stocks, 
f.o.b. Twin Cities: 


Nesco Perfect oil 


heaters, No. 12, $5.50; No. 15, $7; No. 
016, $8.25; No. 0190, $10.50; No. 151, 
$7.50; No. 0161, $8.75; No. 0191, $11; 


5, Giant, $11.25; No. 605, $12.75 
each, with discount in quantities less 
than ten, 30 per cent; ten or more, 
30-5 per cent. 

PAINTS AND WHITE LEAD.—Paint- 

ing, on exterior work, is being pushed 

rapidly for the close of the season. In- 
terior decorating also is showing good 
volume. Prices have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 


paints at $2.55 per gal., in 1-gallon 
cans; second grade house paint at $2 


per gal., in 1-gallon cans, and white 
— in 100-lb. containers at $12.48 
cewt. 


PUMPS.—Water supplies are selling 
well in this territory, meeting with 
good demand in the country. Stocks 
are ample for the call, with prices un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming No. 440, 
plain spout windmill force pumps, 
6-in. stroke $6. 85: adjustable stroke, 





adjustable 

No. 103 
No. 182 hand 
set length, 


windmill force, 

$14.35; No. 415, $14.65: 

lift, 6-in. stroke, $14.25; 

lift, 6-in. stroke, 6-ft. 

$5.25 each, net. 
PYREX OVENWARE.—Sales are in- 
creasing, with the coming of fall and 
the approach of improved trade. Stocks 
are being filled for the’ holiday trade. 
Prices show no changes. 

We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: No. 623 casseroles, 
$1.17; No. 624 casseroles, $1.33; No. 
634 casseroles, $1.33; No. 212 bread 
pans, 60c.; No. 200 pie plates, 67c.; 
No. 209 pie plates, 60c.; No. 231 utility 
dishes, 67c.; No. 12 tea. pots, $1.67: 
No. 26 tea pots, $2.33, and No. 953 
percolator tops, 7c. each net. 

REGISTERS.—Demand is good, with 
stocks well filled. Prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron regis- 
ters, 20 per cent, and wrought steel 
registers, 40 per cent from lists. 


ROPE.—Call for rope is steady, with 
ample stocks on hand. Prices are un- 
changed from last quotation. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 25%c. Ib., base, and best 
grade sisal rope at lic. Ib., base. 

SANDPAPER.—There is a good de- 
mand for sandpaper, call coming from 
construction and decorating work. 
Stocks are well filled, with prices 





| steady. 
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wood screws at 85 per cent; flat head 
japanned, 70-20 per cent; round head 
blued, 80-15; flat head brass, 8-10; 
and round head brass, 75-20 per cent 
from lists. 
SNOW SHOVELS.—Dealers have their 
stocks ready for the call, which is ex- 
pected in the next few weeks. Prices 
are firm as quoted. 
We uote from 
f.o.b. ‘win se 
snow’ shovels 
straight handle, ; galvanized 
steel blade, 15% x 17, D handle, $10, 
and same, 16 x 21, $10.65 doz., net. 
SOLDER.—Sales show fair totals, with 


prices steady. 


jobbers’ stocks, 
Bonanza wood 
steel blade, 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Strictly half and 
half solder at 39% lb.; and  * 


ranted half and half salber. 40%ec. 


net, in 100-Ib. lots. 
STEEL SHEETS.—Demand is fair, 
with stocks ample for the call. Prices 
have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
sheets at $4.90 cwt., ba&Se (24 ga.), 


and black steel sheets at $3.95 cwt., 
base (24 ga.). 
STEEL GAME TRAPS.—Retail de- 
mand has not yet begun, but dealers 


have their stocks ready. Prices are 
steady as last quoted. 

We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Victor game traps, 
No. 0, $1.10; No. 1, $1.38; No. 1%, 
$2.44; ‘No. 2, $3.36; Oneida, jump No. 

0, $1.54; No. 1, $1.83; No. 1%, $2.81 
doz., net. 
STOVE BOARDS, PIPE AND EL- 


BOW.—Call is starting, with indica- 
tions of a good demand. Prices are 
unchanged from last quotation. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Crystallized stove 
boards, 28 x 28 in., $15.70; 30 x 30, 
$18.25, and 36 x 36, $25.40 doz. net. 
Stove pipe, 6 in., 28 ga., uniform blued 
knocked down, "$13 per 100 lengths, 
and common iron. 6 in., corrugated 
elbows, $1.30 doz., and charcoal iron, 

6 in., adjustable elbows, $1.99 per 
doz., net. 


TIN.—Demand is fair, with stocks wel! 
filled. Prices are firm. 

We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke tin, 
ICL, 20 x 28, $14.50 box, and roofing 
tin, IC, 20 x 28, 8-Ib. coating, $15.50 
box, net. 

WIRE.—Demand for fence wire is im- 
proving, as fall work is being pushed 
by the farmers. Stocks are ample for 


the call, with prices showing no 
changes. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Galvanized cattle 
wire, $3.09 per 80-rod spool; gal- 
vanized hog at $3.30 per 80-rod spool; 
special galvanized hog (14 ga.), $2.47 
d spool; smooth black iron 
wire, No. 9, $3.10 cwt.. and smooth 
galvanized wire, $3.55 for No. 9, net. 


WRENCHES.—Sales are showing 
fair demand, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 60-10 per cent; key model 
wrenches, 45 per cent; engineers’ 
wrenches, 50-10 per cent, and Trimo 
pipe wrenches, 65 per cent from list. 
Bemis & Call, long sleeve nut, 10 in., 
$1.70; 12 in., $2.06; 15 in., $2.75 each, 
net. 
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Dead Men 
Tell No Tales 











Neither do most ropes that have been 
worn out 


No matter how badly worn Columbian Tape-Marked Pure Manila Rope is, it always tells the 
tale that it is Columbian. By merely untwisting one of the strands, the famous red, white and 
blue Marker will be found, containing the significant words, “Guaranteed Rope,” followed by the 


manufacturers’ signature. 


Imagine the confidence the manufacturer must have to place a signed guarantee in the rope. 
He fully realizes that this Marker will establish this identity as long as the rope lasts. 


When you sell your customers a rope with such a guarantee, you have something to offer 
them that you cannot find in any other rope. The Tape-Marker, containing the Columbian guar- 


antee is the greatest feature ever devised to help the dealer sell rope. 


Order Columbian Tape-Marked Rope, and take advantage of it. If your jobber can't supply 


you, write direct to us. 





Columbian Rope Company 
352-80 Genesee Street 
Auburn, “The Cordage City” N. Y. 


Branches: New York Chicago Boston New Orleans 
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Staple Hardware Lines Have Consistent Call 
—New York Collections Show Improvement 


NEw YorK, Oct. 4—Staple lines are having a very consistent call in 


the New York wholesale hardware market. 
Some distributors suggest that the market is in an “in 


is moderate. 


Current business generally 


between state” and due to lateness of the seasons this year the usual fall 


trade may be expected equally late. 


section, but individual orders seem abnormally small. 


Fall lines are fairly active in this 
Aggregate busi- 


ness being done by the average local wholesaler compares favorably 
with last year’s records but the average single order appears slightly 


smaller. 


There are practically no important price changes being made at this 





time. Collections show some improvement. 
BATTERIES. — Demand continues 
: ; . lots, $1.76; 4d lots, $1.70 and 2 
strong. Prices throughout this section ong ody $1.65.. Blue Bina broken 
are very firm. Local wholesale stocks lots, $1.22, dozen lots, _ $1.18 and 2 
are considered adequate. The trade ex- eos ol can A ga A $1.36 : 
and 2 dozen lots, $1.32. Jack-O-Lan- 


pects the present good demand to con- 
tinue. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 

Dry cells, No. 6, ignition type, 
32%c.; No. 7111, same type, 35%c. 


each. 

B batteries, No. 767, $2.62 each; in 
units of 5, $2.44 each; No. 772 (ver- 
tical type), $2.62 each; in units of 5 
$2.44 each; heavy duty vertical type, 
No. 770, $3. 40 each; in units of 5 
$3.17 each. Layerbiit No. 486, $3.59 
each; units of 5, $3.33 each. 


BOILER LIQUID, Ete—Normal de- 
mand is reported with prices un- 
changed. Local stocks are satisfactory. 


JOBBERS’ QUOTATIONS ore RE- 
TAILERS, F.0.B. NEW YOR 

Hercules tile and ll nag a 
er $2 per dozen; in gross lots, $1.90 
per dozen. 

Hercules Radiator Stop Leak, 8 oz. 
cans, 1, 2 and 3 dozen cans to a car- 
ton, $4.50 per dozen. 

Hercules boiler liquid, quart cans, 
$2.25 each. 


BOLTS AND NUTS.—These and all 
other staples are enjoying a consistent 
but not very heavy demand in this sec- 
tion. Local wholesale stocks are good 
and prices are considered firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 

Carriage bolts, % by 6 and smaller, 
50 and 10 off list. Larger, 50 per cent 
off list. 

Stove bolts, 80 per cent off list. 

Machine bolts, % by 6 and smaller, 
50 off list; larger to 1 by 30, 45 per 
cent off list: 1% to 1%, 30 off list. 

Coach screws, % by 6 and smaller, 
50 and 10 off list. Larger, 50 off list. 

Step bolts, 50 per cent off list. 


CLOCKS.—Early interest for holiday 
stocks is fair. Current demand is con- 
sidered good. Stocks are satisfactory 
and prices firm. It is believed that the 
bulk of holiday demands will start in 
November. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 
Alarm clocks, Big Ben, broken lots, 
$2.29; dozen lots, $2.21; 2 dozen lots, 
$2.15; same luminous, broken lots, 
$3.16; dozen lots, $3.06 and 2 dozen 
lots, $2.97. 3aby Ben and Baby Ben 
luminous take same respective prices. 
Ben Hur, broken lots, $1.76; dozen 
lots, $1.70; and 2 dozen lots, $1.65; 
same luminous, broken lots, $2.46; 





Gonen lots, $2.38, and 2 dozen lots, 


$2.32, 
Black Bird, 


luminous dial, broken 


tern luminous dial, broken lots, $2.10; 


dozen lots, $2.04 and 2 dozen lots, 
$1.98. America, broken lots, $1.05; 
dozen lots, $1.02 and 2 dozen lots, 99 
cents. 

Auto clocks, Westclox, plain 
broken lots, $1.76; dozen lots, $1.70 
and 2 dozen lots $1.65; same lumi- 


nous, broken lots $2. 46, dozen lots, 
$2.38 and 2 dozen lots, 32. 


DRAIN PIPE CLEANER.—Prices are 


uniform and demand = satisfactory. 
Local jobbers’ stocks are reported as 
ample. 
se tg bay spt Mae Mg RE- 
TAILERS, F.0.B. NEW YOR 
tea ie al gon —— pipe 
cleaner, $2.00 per dozen 1-lb. cans. 


Same in 2-lb. cans, $3.90 per dozen. 
The 1-lb. size is packed one, two 
and three dozen to a carton. The 
2-lb. size is packed in one and two 
dozen cartons. 


FRUIT PRESSES.—Moderate sales are 
reported at firm prices. Local stocks 


are adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Fruit presses, cast iron base and 
plunger, tinned, capacity 3 at., $3.60 
each, capacity 6 qt., $4.50 each: 
same with removable steel legs, and 
12 qt. capacity, $6.20 each. 

Fruit presses. hardwood frame, 
varnished oak tubs, No. 0 plain tub, 
$6.00 each. Same with hinged tubs, 
No. 22, $7.50 each; No. 22, $8.50 each; 
No. 22%. $10.50 each: No. 23, $13.50 
each and No. 24, $18.00 each. 

Cherry stoners, No. 117, 90c. each 
and No. 118, $1.25 each. 

Meat juice extractors, 95c. each. 
Beef tea presses, 65c. each; potato 
ricer, 37%4c. each. 

Fruit crushers, galvanized _ steel 
hopper, aluminum frame and holder, 
capacity 50 Ib., $6.25 each; same with 
double roller and wood hopper, $10.00 
each; same as latter with flv wheel 
instead of handle, $11.25 each. 


FOOD CHOPPERS.—An active de- 
mand is reported. Heavier sales are 
expected next month for Thanksgiving 
season. Prices are firm and stocks 


ample. 

JOBBERS’ by gt Fe TO RE- 
TAILERS, F.O.B. NEW YORK: 

Food ~ Mahan seg Universal No. 00. 
$1.25; No. 1, $1.52; No. 2, $1.86, and 
No. 3, $2.37 each. Universal meat 
chopper, $2.20 each. 

Russwin fees chopper, No. 1, $1.50 


anes No. 2, $1.83 each; No. 3, $2.33 
Enterprise meat chovper. No. 
$2.25; No. 10, $3.82; No. 20, $8. 00: 








sie 12, $3.65; No. 22, $6.36, and No. 
» $7. 75 each. 
LANTERNS.—Becoming more active 
each day. Since the termination of 
the Daylight’ Saving time the demand 
for lanterns has shown very definite 
improvement. Prices are firm and 


stocks ample. 


JOBBERS’ QUOTATIONS RE- 
TAILERS, F.O.B. NEW YOR 

Lanterns, Hylo, 62%c. oak Vic- 
tor white ‘globe, 66%c; Victor, ruby 
globe, 83%c.; Blizzard, No. 2, $1. 08- 

; Monarch, white globe, 66%c. 
Monarch, ruby globe, S3%c.; - Little 
Wizard, 75c. ; D-Lit $1.08%4; 
i Lite, with large fount, U1. 19; Sport, 


Junior Wagon, $1.50; Buckeye, Dash 
Lamp, $1.1634, and No. 39, Railroad, 
$1.58%, and No. 30, Beacon. $2.6244 
each. 

N. B.—On all except Hylo an al- 
lowance of 25 cents per dozen is 
made on orderseof three dozen or 
more. 


NAILS.—Steady demand with price 
placed as $3.35 per keg, base. Some 
rumors persist of shading on large 
orders. 


ROLLER SKATES.—Current demand 
is steady. Local wholesale stocks are 
satisfactory and prices firm. 


JOBBERS’ QUOTATIONS hing RE- 
TAILERS, F.0O.B. NEW YOR 

Roller "skates, extension a" 
steel foot plate, plain steel rolls, web 
heel and toe strap, 72 cents per pair; 
same with steel toe clamps, 78 cents 
per pair. Boys’ ball bearing, exten- 
sion skates, $1.42 per pair; Girls’ ball 
bearing skates, $1.52 per pair. 

Accessories, key, 2% cents each; 
skate wheel with ball bearings, 16 
cents each; ball bearings, 15 cents 
per 100; axles, 3 cents each; toe 
clamp, 12 cents per pair; cotterpin, 
15 cents per 100; axle nuts, $1.00 per 
100; axle nut washers, 60 cents per 
100; adjustment binding nuts, 65 
cents per 100, and adjustment bind- 
ing bolts, 65 cents per 100. 


ROPE.—Current demand is more ac- 
tive. Stocks are ample. Prices for 
September-October period, Manila, No. 
1, 24 cents; No. 2, 22 cents; and No. 3 
20 cents. 


SASH CORD.—Steady demand, firm 
prices and satisfactory stocks are re- 
ported. 


JOBBERS’ gp tA I eg RE- 
TAILERS, F.O.B. NEW 

Sash cord, Sampson alt eo ’s, 70c. 
to 72c.; Aetna No. 8, 29c., and Phoe- 
nix No. 8, 38c. to 39¢. 

No. 7 is 1c. higher and No. 6 is 3c. 
higher on all brands. 


SCREWS.—Active, as are all staple 
items in this market. Stocks are good 
and prices uniform. 


JOBBERS’ SOT ve TO RE- 
TAILERS, F.O.B YORK: 

Screws, flat le gs, iron, 75- 
20-10-10-10-10- 10; round heads, re! 
72% -20-10-10-10- 10- 10; round hea 
iron, nickel plated, 65-20-10-10-10- to 
10; flat head, galvanized, 60-20-10- 
10-10-10-10; flat head, brass. 72%- 
20-10-10-10-10-10; round head, brass, 
70-20-10-10-10-10-10. These discounts 
apply to standard screw lists. In 
package lots an extra 10 is allowed. 
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fer Economical Transportation 




















General Motors 
Utilizing the vast resources and engi- 
neering facilities of the General Motors 
Corporation, Chevrolet enjoys great 
manufacturing advantages. 





Research Laboratories 
A technical staff, representing every sci- 
ence related to the design and construction 
of motor vehicles, is continually testing 
and experimenting in the General Motors 
research laboratories—in an endeavor to 
improve Chevrolet quality. 





Proving Ground 

The General Motors Proving Ground, 
a tract of 1245 acres, is criss-c 

with roads of every type—with hills 
that vary in steepness from a slight in- 
clination to 24%. Fleets of Chevrolet 
trucks are under constant test at this great 
Proving Ground. 





12 Great Factories 
Chevrolet trucks are manufactured in 12 
great factories, located at strategic ship- 

ing points throughout the country. Ev 
Gone is equipped with the most a 
vanced modern machinery known to en- 
gineering science. 
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Tremendous Resources 
that make possible 


Amazing (Quality 


A unit of theGeneral Motors Corporation, the Chevrolet 
Motor Company is backed by the vast resources of this 
mammoth organization—resources that include the 
greatest automobile research laboratories in the world, 
the greatest automobile proving ground ever created, 
and the most famous engineering staff in the history of 
the automotive industry. 


The twelve great Chevrolet factories are equipped with 
the most modern machinery known to engineering 
science, performing every manufacturing operation 
with maximum efficiency—while tremendous volume 
production makes possible enormous savings, both in the 
purchase of raw materials and in the manufacturing 
processes. 


All these savings Chevrolet passes on to the commercial 
car user by providing a truck of truly astonishing quality 
that is the greatest dollar-for-dollar value in the history 
of the industry. 

Whether you use one or many trucks—see your Chev- 
rolet dealer. He has a haulage unit exactly suited to your 
requirements—and it will give you the world’s lowest 
ton-mile cost. 

CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAN 


Division of General Motors Corporation 


—~ at these Low Prices 
Cnctte $305 Ghote °495 Grane wun cav610 
All prices f. o. b. Flint, Michigan 


ARGEST BUILDER OF GEAR-SBite 2a UCKS 
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The present store of the A. M. Holter Co. 














Below: the store as it appeared in its beginning. 


A. M. Holter Hardware Co. 60 Years Old 


Helena, Mont., hardware store the oldest mercantile house in 


that State. 


EVENTY-THREE years ago, the late Antun M. 
Holter came from Norway to Jo-va and settled 
down to cora his 2. niz-as a-cascaie. By caceful 

saving $3,000 was accumulated and with his brother, 
M. M. Holter, he set out for the West. Anton Holter 
engaged, in placer mining in Colorado and lumbering in 
Montana. By 1867 he had established several saw mills, 
one being in Helena, Mont. 

Mr. Holter found difficulty in securing equipment for 
his mills and general merchandise, locally. Realizing 
that the prosperous miners were also having trouble in 
securing their merchandise from uncertain sources, he 
constructed a shack, made out of boards from his own 
mills, and in 1867 stocked it with general merchandise. 
A large part of the stock was for the needs of his saw 
mills, but he also 
supplied the towns- 
folk. Such was the 
beginning of this 
great institution 
which stands today 
as a monument to 
the foresight, judg- 
ment and persever- 
ance of its founder. 
The A. M. Holter 
Hardware Co. is 
the oldest mercan- 
tile house in the 
State of Montana. 
It is interesting to 
note that Mr. Hol- 
ter was forced to 
travel across the 
plains to St. Louis, 
Mo., for his first 
hardware stock, 





Founder crossed plains in frontier days 


which he purchased from Simmons Hardware Co. When 
Mr. Holter organized this business he was without train- 
ing, he had never been a merchant and had to rely upon 
those in that small mining and lumbering locality for 
existence. But the business grew and prospered. In 
1873 it was found advisable to drop the general merchan- 
dise and the store was devoted to selling hardware and 
machinery. From 1867 to 1887 the business was known 
as A. M. Holter & Bro., but in 1887 it was incorporated 
under its present name and a new building was erected. 
This building was so carefully planned and constructed 
that now, 40 years after, it adequately houses the busi- 
ness, 

Mr. Holter’s two sons, Norman B. Holter, who is 
president, and Aubrey M. Holter, secretary and treas- 
urer, recently re- 
modeled the retail 
sales room. New 
glass show cases, 
open top display 
tables and well 
sampled wall pan- 
els were installed. 
The floor was de- 
signed to present 
all merchandise in 
an attractive way. 

A large jobbing 
business is carried 
on. A. M. Holter 
was first to supply 
nearby dealers, and 
today hardware 
merchants in many 
States still rely 
upon this company 
for their stocks. 
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eyes right! 





DOWN the hill rolls a one-eyed car. It stops before 
your gas tank. The driver, who has Mazda lamps in 
his home, Eveready Batteries on his radio and Ever- 
eady Flashlights in his cellar, attic, garage and 
automobile, says: “Gimme a new headlight bulb.” 
You hand him a bulb and say: “Here’s an Eveready- 
Mazda Lamp, best there is.” That completes the sale, 
for the two names that mean to the public the utmost 
in illumination are joined on Eveready-Mazda 
Automobile Lamps. They are standard, unbeatable 
performers on the road, and questionless, imme- 
diate sellers in the shop. Order from your jobber. 


NATIONAL CARBON COMPANY, INC., New York—San Francisco 


Atlanta Chicago Kansas City 
Unit of Union Carbide and Carbon Corporation 


EVEREADY 





MAZDA 
AUTOMOBILE LAMPS 
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Hot of the Nail Ke 


Little yarns that others have laughed 
over culled from various sources. As a 
contemporary puts it: “Some of them 4 
have been copied, the rest will be.” 
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The house-to-house canvasser had talked 
for an hour. 

“This egg beater,” he said, “speaks for 
itself.” 

“Then,” interrupted the housewife, “sup- 
pose you keep quiet for a moment and 
give it a chance?” 





No woman ever won a bridge prize that 
was as good as the one she gave. 

The difference between a profession and 
a trade is that the first-named has a Di- 
ploma and the last-named a Packard. 

And the difference between the stenog- 
rapher and a confidential secretary is that 
you can fire a stenographer. 

Don’t laugh at a letter carrier. Re- 
member a pharmacist must go to college 
for two years to be able to sell a postage 
stamp. 





“Really, Mrs. Shovelhead, your argu- 
ment with your husband last night was 
most amusing.” 

“Wasn't it though! And do you know, 
when he threw that axe at me I thought 
I’d split.” 





The Hostess: “You can’t imagine how 
bad my husband’s eyesight is getting. Only 
yesterday, he mistook me for the nurse- 
maid.” 

The Guest: “And she’s such a pretty 
girl, too!” 





First Girl: “I like a man with a past, 
he is always interesting.” 

Second Girl: “I like a man with a fu- 
ture; he is more interesting.” 

Third Girl: “I like a man with a pres- 
ent, and the more expensive the present 
is, the more interest I take in it.” 





What’s the difference between a father 
and a mother? 

Ans.—“A father is one who is afraid 
that every young fellow who calls at the 
house is trying to marry his daughter. A 
mother is one who is afraid that he is 
not.” 





The more than usual lack of intelligence 
among the students that morning had got 
under the professor’s skin. 

“Class is dismissed,” he said, exasper- 
atedly. “Please don’t flap your ears as you 
pass out.” 


The two faces were close together, the 
man’s grim, tense; the other face was small 
and white, with two slender hands pressed 
tightly against it. It was those frail hands 
that riveted the man’s horrified gaze. 

“My God!” he said, still staring; and in 
his voice was hopeless stark tragedy. For 
that other face was the face of his watch, 
and those little hands told him that he 
had missed the last train home. 





Flora—“I won’t marry a man who won't 
look me straight in the eye when he’s talk- 
ing to me.” 

Dora—“Then wear them longer, dearie.” 





“What is the greatest water power known 
to man?” 
“Woman’s tears.” 





A Scotsman, not feeling so well as usual, 
called on his family doctor, who looked 
him over and gave him some pills to be 
taken at bedtime. Whiskey was also pre- 
scribed for his stomach’s sake, a small 
glass to be taken after each meal. 

Four days later Sandy again called on 
the doctor, stating he was feeling no better. 

“Have you taken the medicine exactly 
as I instructed?” the doctor inquired. 

“Weel, doctor,” replied the patient, “I 
may be a wee bit behindt wi’ the pills, but 
I’m six weeks ahead wi’ tha whusky.” 





Profiteer’s Lady—‘“I shall certainly send 
Fido to the dog show next year. Not, of 
course, that he would win anything, but 
I would like him to meet some really nice 
dogs.” 


“Your wife doesn’t seem to make much 
of a success with her reducing.” 

“No, Margaret is one of those poor 
losers.” 


Of all the sad surprises, 
There’s nothing to compare 
With treading in the darkness 
On a step that isn’t there. 











He was calling on a party who had a 
little girl about four years old, who was 
soon tired of the conversation and curled 
up in the large chair with her kitten. Soon 
the cat was purring very low, and it 
brought forth this remark: 

“You’re parking now—why under the 
sun don’t you switch off your engine?” 


A visitor was being shown through an 
English insane asylum. He noticed one of 
the inmates, an American, who was jab- 
bering senselessly and covering his cell 
with diagrams. 

“What a pathetic case,” he remarked. 

“Yes,” replied the superintendent. “He 
tried to explain to some Englishman what 
waffles were.” 





Father (over the phone)—“Mabel is not 
at home. Can I take any message?” 

Young Male Voice (nervously )—“Er— 
yes. Just say—er—Toodle—oo—sweety— 
eetums—from Cyril.” 





Usher (to cold, dignified lady)—“Are 
you a friend of the groom?” 
The Lady—“Indeed, no! 

bride’s mother.” 


I am the 





Son—“What is a taxidermist?” 

Father—“He skins animals.” 

Son—“Well, what is a taxi driver?” 

Father—“‘He skins humans.”—Cornell 
Widow. 





A young lady was being interviewed. 

“Do co-eds kiss?” the reporter asked. 

“You'd be surprised,” she remarked coy- 
ly, “how much goes on right under my 
nose.” —Faun. 





Teacher—“Surely you know what the 
word ‘mirror’ means, Tommy. After 
you’ve washed, what do you look at to 
see if your face is clean?” 

Tommy—“The towel, sir!” 





Stockings, it is reported, were invented 
in the eleventh century, but were not seen 
until the twentieth. 





On a certain Sunday morning the pastor 
noticed a new attendant at the church. 

When the meeting was over the preacher 
made it his business to speak to the new- 
comer. 

“Erastus,” he said, “this is the first time 
I have seen you at church for a long time. 
I’m mighty glad to see you here.” 

“I had to come,” replied Erastus. “I 
needs strengthenin’. I’se got a job white- 
washin’ a chicken coop and building a 
fence around a_ watermelon patch.”— 
N. Y. C. Lines Magazine. 
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MM! PRODUCTS iii 


Sold only through the 
Hardware Dealer 


VERY Hardware Dealer and Jobber in 

America will be interested in this new 
complete Presto Line of cleaning products, 
designed and manufactured exclusively 
for the hardware trade. Presto Pipe Opener, 
Tile and Porcelain Cleaner and Bow] Cleaner 
are already well-known. To these three are 
added seven new products making a com- 
plete line of 10 items. 


cD \ Presto Gives You These Big 
Lonting 4\ Advantages 
a Positive Protection: Not one can of Presto Products 


will be sold togroceries, cut rate or chain stores. You can’t 
be undersold on Presto. The trade you build up is yours. 


Bigger Profits: Presto Products, item for item, carry 
more profits to both jobber and dealer than a similar 
item sold through the hardware trade. We can prove 
















this to your complete satisfaction. 


( : 
|) Ce Guaranteed Quality: Every Presto Product is 
LUSTRE i i al guaranteed equal or superior in quality to amy similar 
roche lt Vl 4 dy product on the market. And our guarantee is backed by 
| | ew twenty-nine years of fair dealing with the hardware trade. 
| jm WNhny, 
iH] 
f i The Complete 


Complete Line: You can meet practically any house- 
| Presto Products 






hold cleaning need with the complete Presto Line. That's 
why sales are big and turnover fast. Sale of any one item 
helps sell the others. Quality brings big repeats. 


Dealer Cooperation: Window displays, envelope 
stuffers, folders and other advertising matter are available 











Presto Pipe Opener 









LEANER Seam Tile pre i! to help dealers sell. Presto Products are to be nationally 
ye eauee advertised to the consumer. 
Pres aterless 
ie | Cleanser Special Introductory Offer 
vr | Presto Oil Soap ; as 
(v_| i) Presto Silvershyn Dealers: Write today for a special introductory offer on 






the 10 Presto Products to be shipped through your jobber. 
Jobbers: Write for prices and complete information. 


THE CHAMBERLAIN-HABER 
CHEMICAL Co. 


1105 W. 11th Street - Cleveland, Ohio 


Presto Furniture 
Lustre 

Presto Met-L-Shyn 

Presto Window 









Cleaner 
Presto Dry Cleaner 
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CHENEY 
No. 7 


For 
General 


wheel with mower attachment 


x 14,” 


On the Farm or in the Home 


Carries a 7” 


You'll find a market for CHENEY Grinders in 
both places. Tools and cutlery must be kept sharp. 
These grinders will keep them so and satisfy every 
user. 


For general farm and shop use the CHENEY No. 
7 meets every requirement. It has a handy at- 
tachment for grinding mower knives, as well as all 
edge tools in common use. Equally adaptable for 
kitchen cutlery. Popular seller to farmers. 


The CHENEY No. 3 (while costing less than the 
ROYAL Grinder made by us), is a very satisfac- 
tory grinder at a low price and always a good 
seller. 


Ask your Jobber to supply you. If he cannot— 
then write to us. Send for Catalog and Discounts. 


S. CHENEY & SON, 


MANLIUS 
N. Y. 








CHENEY 
No. 3 


A good 
quality 
Grinder 
ata 

Low price 
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EVERY HOME ‘Wi 
Sells on Sight Ks 


FINE QUALITY AND FINISH 
MADE /N POPULAR S/ZES 
and the 


O y ° Wt 


A CARDED ASSORTMENT OF Oval” 
SHEARS. A STANDARD NUMBER 


No. ry 


THE ACME SHEAR CO. 


| Ss 


Famous Since 1874 
il ical 














CHRADE ()AFETY 
Push Button Knife 


No Breaking of 
inger nails 


* Push the button and the blade opens auto 

matically. Safety slide locks the button with the blade 
open or closed. DOUBLE- LOCKED —the only Safety 
Knife that is actually Double Locked. It requires two 
motions to unlock and open the knife—therefore safe, 
both conveniently done with one hand. 


TRADE FVERLASTINGLY SHARP MAR 


Manufactured exclusively by 


SCHRADE CUTLERY CO. Walden, N. Y. 
Also manufacturers of a complete line 
of Schrade regular type pocket knives. 

Send for Catalog E. Factories: Walden N. Y.—Middletown, N. Y. 
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CUTLERY 








MERCHANDISING IDEAS « : 


NEW ITEMS 








J. J. Rogers, Treasurer, 
Shelton Cutlery Company 


The Shelton Cutlery Co., Derby, Conn., 
announces the election of J. J. Rogers as 
treasurer to succeed the late Frank E. 
Burchfield, who died on July 21, 1927. 

Mr. Rogers is a thoroughly practical 
man and has spent most of his business 
life in the tableware industry. He has 
been an executive with the R. Wallace & 
Sons Mfg. Co., Wallingford; Sargent & 
Co., New Haven, Conn., and for a number 
of years was the production manager of the 
Connecticut Telephone & Electric Co., 
Meriden, Conn. 


“Pyrohorn” Handles Will Not 
Chip, Crack or Become Loose 


‘Landers, Frary & Clark, New Britain, 
Conn., has placed on the market an assort- 
ment of carvers with the new “Pyrohorn” 
handles. This new manufactured compo- 
sition will not chip, crack or become loose 
in the handle and-is distinctive in its color 
and graining.. The carvers have stainless 
steel blades and all but one have a mirror 
finish. 





Several carver sets are now being manu- 
factured. The Beef Carver Sets consist 
of three pieces with forged guard, nickel 
plated crucible steel fork and a Lee’s 
steel. The Game Carver sets consist of 
two pieces with forged guard and a nickel 
plated crucible steel fork. The display 


cut-out illustrated is unique in design and | 





is attractively printed in colors. It holds a | 
set of “Pyrohorn” carvers in a display box. | 





New Remington Display Card 


A window display card, designed to help 
dealers build up their cutlery department, 
is now being furnished by Remington 











Arms Co., New York City. Remington’s 
line of household, butcher, sticking and 
skinning knives is a relatively recent addi- 
tion to their range of knives. 

This card is printed in six bright colors 
and measures 12 by 18 inches. 





Pocket Knife Simplification In- 
quiry Started Among Cutlery 
Manufacturers 


The Simplified Practice Division of the 
Department of Commerce, Washington, 
reports that a questionnaire has been 
drawn up by the simplified practice com- 
mittee of the pocket-knife industry, and 
will be circulated to all manufacturers in 
the near future, with the request that the 
information required be returned to the 
division where it will be tabulated and 
serve as the basis for a simplified practice 
recommendation. 








Murphy’s Sons Issue Catalog on 
“Stay Sharp” Knives 


Robert Murphy’s Sons Co., Ayer, Mass., 
has recently issued a new catalog, listing 
and illustrating the many types of “Stay 
Sharp” knives which it manufactures. Some 
of the different types are: shoe knives, 
rubber knives, paper hangers’ knives, oyster 
knives, sloyd and manual training knives, 
oilcloth knives and pruning knives. Two 
display containers are also illustrated. 


Knife Has 1851 Blades Made 
for Exhibition Use 
This knife, with its 1851 blades, was 
made for exhibition purposes, and is a 
marvel of skill. Each blade has a perfect- 


ly sharp edge and opens and shuts as 





easily as the blade of any other pocket 
knife. The standards which support this 
knife are: made of bone and pearl. The 
blades of this knife are of every conceiv- 
able shape, and suitable for every require- 
ment. What couldn’t a small boy do with 
such a knife and plenty of soft wood to 
whittle! 
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KOZELKA’S 
HOBBY 


Chicago hardware store 
finds game shears are a 
popular and profitable 
item of cutlery among its 
customers. 














Window display of cutlery by Frank Kozelka, in which game 


shears occupied the advantageous position. 


RANK KOZELKA admits that to-him game 

shears are a hobby, even to the point of being 

an obsession. But at the same time he contends that 

each normal human being must, of necessity, have 
some kind of a hobby and if that hobby can be made 
to fit in with a man’s vocation so much the better. 

Possibly Mr. Kozelka’s own inability to carve grace- 
fully, or even successfully, at the family table had 
as much as anything to do with his starting his hobby 
for game shears. At any rate, about 14 years ago a 
woman customer came into Mr. Kozelka’s hardware 
store, located in the southwestern part of Chicago, and 
inaccurately, as sometimes happens, asked for a pair of 
“chicken shears.” Up to that time he had never heard 
of game shears, let alone chicken shears, and after a first 
fleeting impression that he was perhaps being “kidded,” 
he came to the conclusion that chicken shears were a 
contrivance for clipping feathers from chickens just as 
sheep shears are used to snip wool from sheep. 

Inquiry at his jobbing house elicited the information 
that the proper name of the implement was game shears 
and that they were used to facilitate the dismembering 
of a roasted fowl at the table. This last item, being a 
rather tender subject with Mr. Kozelka, caused him 
to order two pairs of game shears—one for his customer 
and one for himself. 

After his first tryout at his own table with the new 
tool, wherein he was able to cut up a roast chicken 
without it even sliding off of the platter, to say nothing 
of off the table, his enthusiasm for game shears was 
unlimited. Estimating that 90 per cent of all men 





could carve a fowl no better than he could, he felt that 
he had found an article that should be better known by 
his customers. Consequently he ordered a half dozen 
game shears for stock and started to do his bit by merely 
telling’ every male customer that came into his store 
about his own unqualified success as a carver and 
letting them snip the shears a few times. He disposed 
of the lot in just three days. 

His next order for game shears was for a dozen and 
a half and they, in turn, went the way of the first. Each 
subsequent order was for a larger quantity until he now 
buys them by the gross. In all this time his first en- 
thusiasm has even grown and he has provided himself 
with a papier-mache turkey in order to better demon- 
strate the way to use game shears. 

It is doubtful if anyone entering the store can leave 
again without at least knowing that there is such a thing 
as game shears and that Mr. Kozelka sells them. That 
he does sell them is evidenced by the fact that last year 
he disposed of over 500 pairs, ranging in price from 
$1.65 to $6, the volume of sales being nearly $1,600. 

During the holiday season, his game shear sales reach 
their peak, and it is not unusual for him to sell three or 
four pairs to one customer to give as presents. However 
there is a fairly steady demand the year around and for 
fear his customers may forget about them, he features 
them in his window displays occasionally even in the 
summer time. 
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Why the Gem Display Means 


EXTRA 
SALES— 


Gem and Gem, Jr. 
take none of your 
selling time or effort. 
They occupy little 
space, and sell them- 
selves. 





Everybody likes these 
Wy -handy nail-clippers, 
ij. because they trim the 
Mei) nails quickly and 
Hi ‘easily. They keep 
right hands looking 
as well as left. 


The Only Nationally Advertised 
Nail-Clippers 

Copy appears regularly in The Saturday 

Evening Post, Collier’s and Judge. 

Transparent Du Pont “Cellophane” keeps 

them bright, clean and sanitary. 

A sensible price—35 and 50 ‘cents— every customer can buy them. 

Gem, Jr. can be carried on the watch-chain. 

Customers like the idea. And every sale is an extra sale—usually 

it’s on top of other sales on other articles. 


Get these extra sales. Your 
jobber has the Gem display. 


THE H. C. COOK CO., Ansonia, Conn. 








No. 25 #=<" Assortment *== 25¢ =. 


for 


High carbon crucible steel blades, hand ground. Genuine 








black walnut handles, steel rivets. 


Consists of twelve each 8” Slicers, 8” Bread, and 7” 
Packed three dozen assorted with dis- 


Butcher Knives. 
play tray. 


THE ONTARIO KNIFE CO. 


FRANKLINVILLE, NEW YORK 








a. ae 


I 3 
The suggestions offered 


in this issue of Hardware Age 
for merchandising Cutlery. 


The keen dealer realizes clean 
cut profits from his cutlery 
stock. 


Whet your knowledge on the 
grindstone of 


Hardware Age 











Advertising 


in the 
Saturday 
Evening 


Post 


- 












$1.00. 


Phillips-Laffitte Co. 
1713 Ranstead Street 


Philadelphia, Pa. 
Incorporated 1906 


Millions Will See This Ad. 


Get In 
on the 
Demand 
Dealers, your whole- 
saler can supply you 


now. Order Immedi- 
ately. Retails 


for 
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Unique Effects Possible with 
WARREN FIXTURES 


Hardware dealers, in buying Warren Equipment 

for its sales effectiveness, orderly arrangement and 

influence on customers, frequently overlook the 

possibilities for adding unique tone to the store. 
' So you'll be interested in this 


NEWS ITEM 


Melcher-Schene Hardware Company of 4904 
Natural Bridge Road, St. Louis, Missouri, will 
occupy their new two-story building devoted en- 
tirely to retail hardware about October first. 





This store will be different because of the rather 
unusual color scheme. The complete equipment 
of Warren “Economical” Fixtures, Show Cases, 
Display Tables and Counters are ebony black, 
and all sample backgrounds are brilliant orange, 
under glass. 


This store designed and equipped under Warren 
Specialized Service will be one of the most beauti- 
ful and practical examples of modern hardware 
merchandising in the Central West. 


If planning store changes, why not 


let us help you? 


J. D. Warren Mfg. Company 
208 W. Washington St. Chicago, Illinois 


J. D. Warren Mfg. Co., Chicago, Ill. 


Please send me: 
Folder—‘‘Increased Sales and Bigger Profits.’ 
CASE Catalog, as featured in Hardware Age. 


0 The Warren Fixture Catalog. (© Display Table 
’ ©) The Warren SHOW 


Name 


Street Address 


SE 5.655 wok ee hale Sve d4os eee ak, GOs osc Rew kde earenass 











The Merchandise Manager 


(Continued from page 59) 


10000 Brass & Steel Case- 7000 Flush Bolts 
ment Fasteners 
7000 Push Plates 
1500 Steel Hinges 3 x 3 to 
6x6 
10000 Brass Numbers & 
Letters 
1000 Rim & Mortise Locks 10000 Drop Draw Pulls 
5000 Cupboard Catches & 40000 Draw Pulls 
Turns 
500 Store Door Handles 100000 Brass Screw Hooks 
250,000. Pieces Brass, Bronze and Steel Lifts, Pulls, 
Catches, Transom Chains, Bottom Bolts, Hinges, 
Escutcheons, Transom Rods, Chest Handles 
and Thousands of Other Items Too 
Numerous to Mention 


2000 Surface Bolts 
5000 Pulleys 


3000 Sets Chest Handles 


TOOLS 


1000 Screw Drivers 5000 Cold Chisels 
500 Try Squares 500 6-Tube Punches 
Punches, Auger Bits, etc., etc. 

All Merchandise Best Make, such as : 

All in Original Packages. 
Louis WEIL, Auctioneer 

Sells Thursday, August 25, 1927, 10 A. M. to 5 P. M. 

At 620 Broadway, N. Y. C., 
Bet. Houston & Bleecker Sts. 

Inspection Wednesday, August 24th, 10 A. M. to 5 P. M. 

Auctioneer’s Office: 445 Grand Street 
Telephone Dry Dock 8683 
To the Highest Bidder Without Limit or Reserve. 











Royal Blue Arrow Line of Stainless Cutlery 


John Russell Cutlery Co., Turners Falls, Mass., has recently 
brought out the Russell Royal Blue Arrow Line, an attractive 
16 piece assortment of stainless household cutlery. i 

The blades are heat treated, carefully ground and are of 
half tang construction. The shape and size of the handles were 
selected after much experimenting in order to secure a correct 
balance and comfortable feel. A clear Duco makes the wood 
waterproof and brings out the clear grain of the wood. The 
Royal Blue Arrow is impressed on each handle. Large headed 
brass rivets keep the handle in place. F Sm 

The pieces are packed in display boxes, either individually 
or as an assortment. Each piece is tagged with a trade mark 
guarantee and retail price tag. 



































When Will the Day of Bunk Be 
Over ? 
(Continued from page 63) 


began to do business on an open and above-board basis. 
Merchandising earned such respect when it established 
the ONE PRICE POLICY. 

Away with all barter and haggle. The ONE PRICE 
POLICY means that every article shall be sold at a def- 
initely fixed, publicly announced price to every customer 
alike. 

That’s honest. 

Anything else isn’t. Any scheme, such as an affiliation 
with any discount club, is a dishonest arrangement that 
will sooner or later win for you—and future merchants 
in general—the contempt the public feels instinctively 
tor all crooked business. 


Not Privilege, But Right 


Let’s look at the other side for a minute. Does it sur- 
prise you that several hundred thousand people in this 
country during the last few years have eagerly grasped 
at memberships in organizations which promised them 
discounts What’s so surprising about that? 

We are all eager to get as much for our dollar as we 
can. We'll all take advantage of any special privilege 
anybody is foolish enough to offer us. 

Human nature being what it is, we will not regard 
the offer of such special privilege with any greater de- 
gree of honor. Quite the reverse. We human beings 
will quickly regard the privilege as a right and think of 
him who offers it, not only as a fool, but suspect him of 
being something worse! 

And here’s where the merchants come back into the 
picture. Whether we like it or not, merchants are teach- 
ers, and they have been doing some terribly bad teaching 
during the last few years. They have taught the public 
all kinds of things that aren’t so. In advertisements they 
have twisted prices and values. They have prostituted 
credit. They have played down to the lowest instincts 
of human nature and wasted public good-will in order 
to increase volume. 

Think of the “SALES!” Think of the exploitation 
of “TERMS!” Think of the “BARGAINS!” 

The merchants of this country have so addled the public 
on the simple principles of economics that it is no won- 
der people follow any will-o’-the-wisp plant that is of- 
fered. They have, in my opinion, got so sick of all 
the bunk the stores have been spilling in their advertise- 
ments that they suspect there’s an African somewhere. 
This suspicion makes them willing to join any scheme 
that promises to beat the merchants’ game. 

Of course, it will take some time for the public to 
realize that these discount clubs are building up a real 
middle man, who profits enormously himself and only 
serves to add to the expense of distribution. Action by 
the corporation commissioners and the courts will speed 
up this essential education of the public. Legal action 
thus is a help. 

But the merchants should not regard the law as a rem- 


edy. The only way to stop discount schemes is to STOP | 


GIVING DISCOUNTS. 
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IRON TOYS 


ACTIVE'HARDWARE 
ITEMS NATIONALLY 
ADVERTISED 


Ee 


0 Senne ube mAs ores 


ARCADE A.C.F.COACH 
Retail Price Si.so 


TOY BUICK SEDAN 
Retail Price $].2s 


THRESHER 
Retail Price $ 2.00 


ARCADE TOYS are easily sold because they 
are nationally advertised! 


“The Arcadians” is a remarkable fairy story, 
created to arouse the child’s enthusiasm for 
Arcade Toys. They will be a great aid to 
your sales. Write us for information. 





ASK YOUR JOBBER 
FOR PRICES,WRITE US FOR 
HARDWARE & TOY CATALOGS 


ARCADE -MFG.CO. 
FREEPORT 
ILLINOIS 
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Quality Since 1869 


ROSLEY’ 
















ALL CUSHION 
WEATHER STRIP 


OSLEY’S “Heat Seal” All 
Cushion Weather Strip is rec- 
ognized by good hardware 

dealers as the standard of quality. 
Backed by fifty-eight years of experi- 
ence in manufacturing quality weath- 
er strip. 


Place Bosley’s orange and blue coun- 
ter reel on display and your sales 
worries are over. 


Demand Bosley’s Quality Weather 
Strip from your jobber. We will be 
glad to give you the name of the 
nearest distributor. Write us. 


The D.W.BOSLEY COMPANY 


Chicago Montreal 


mn 


a Att CusHion f 
SWeaTHER STRIP 
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Wasted Postage 


BSOLETE mailing lists caused advertisers the loss 

of more than $1,000,000 last year in first and 
second class postage alone, according to postoffice au- 
thorities. Loss in third class postage was much larger 
but cannot be estimated because non-deliverable third 
class matter is not sent to the dead letter office but dis- 
posed of as waste without record. This tremendous 
waste has caused the post office department to plan means 
of informing advertisers how to avoid it. 

Postal records show that during the year 12,688,567 
first class advertising letters alone, comprising over 50 
per cent of all dead letters, were destroyed by the dead 
letter office. At 5 cents each for production and post- 
age, these cost advertisers $635,428.35—a pretty penny 
to throw into the waste basket. Incorrect addresses from 
out-of-date mailing lists and the lack of a return card on 
envelopes accounted for fully 95 per cent of these un- 
delivered advertising letters. In addition, many thou- 
sands of letters failed to reach the addresses because 
careless clerks omitted names, post offices or states in 
addressing letters. 

Many advertisers apparently think that an envelope is 
more likely to be opened by the addressee if it is plain, 
not identified as advertising matter by a return card in 
the corner. The post office disagrees, holding that prac- 
tically all first class letters are opened by recipients even 


* when obviously advertising matter. It is contended that 


if envelopes bore the senders’ addresses, their return 
when undeliverable would enable the senders to check up 
on their clerks and mailing lists and frequently avoid 
part of the loss by using inclosed matter again. 

It is plain that handling this large volume of wasted 
advertising also causes a loss to the government. A bet- 
ter understanding of the situation would save money for 
everybody concerned.—Cleveland Plain Dealer. 


A Clever Publicity Stunt 


Ai ingenious dealer in a small town devised a pub- 
licity stunt which put him in the position of a 
public benefactor and created lots of good will in his 
community, naturally resulting in profitable business for 
him. His example could be followed by many small 
town dealers with advantage. 

In a vacant lot in the town this dealer made an ice 
skating rink for the school children by flooding with 6 
or 8 in. of water during the very cold weather. This 
froze quickly and provided a skating rink with the 
double advantage of being safe and near home. 

He advertised this convenience widely through the 
newspapers and other means. It was greatly appreciated 
by the school children and also won the commendation of 
the newspapers and numerous citizens of the town. 

It proved an excellent publicity stunt and good will 
builder for a small outlay of cash. 


Window Mirror an Attraction 


Much has been written about the placing of mirrors 
in store windows. A mirror placed close to the glass will 
draw the attention of passersby. Care must be taken 
in the placing of the mirror as few like to be seen “admir- 
ing themselves.” A hasty glance in the mirror means a 
more hasty glance in the window. If you will put a 
mirror in the window, try it in a place where it will be 
seen, and encourage stopping for a minute or two. 
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COUNTER TOPS are Now being adopted as 
Standard Equipment by HARDWARE DEALERS 


throughout the nation. 


BECAUSE 


Patent 
Applied 
For 


They positively eliminate wood blocks, 
counter boxes and old method grief. 


SIMPLICITY OF OPERATION 


A slight pressure on the handle of the special spreader and the 
glass partition can be removed or inserted. 


By releasing the han- 


dle the wood blocks adjust themselves and hold the glass in a firm 


position. 
minutes. 


Without Doubt The Greatest 
TIME and MONEY SAVER 


ever brought out for self service counters. 


Bins of Any Size or Shape Desired 
This illustration shows a complete Hard- 
ware counter ready for merchandise afters ———> 
having been laid out the BETTER WAY. 


NO SAWING OF BLOCKS—NO LOST SPACE 


and unusual, neat and attractive in appearance 


And the Whole counter can be changed in a few minutes 
—by any clerk. 
Ask us more about this counter. 
REPRESENTATIVE WANTED—Preferably reliable 


manufacturers of hardware store equipment. 


Stops Them/ 
Tells Them / 
Sells Them/ 


This beautiful olive-green Cleveland 
Metal Display Drill Cabi et is proving a 
wonderful salesman for Cleveland Twist 
Drills. 

It enab'es you to bring your stock of 
twist drills out into the foreground where 
the attractiveness of the Cabinet stops drill 








In this way a complete section can be changed in a few 


Lars on ade bo eg ae HP 


[feLeryp ay 
ompany 


Chain and Variety Store Fixtures 
Builders’ Exchange, St. Paul, Minn. 

















users, the colored lettering tells the story and 
Cleveland Twist Drill quality sel/s them. The 
six drawers hold a complete stock. 


You don’t have to buy an “assortment” of 
Cleveland Twist Drills to secure this Cabinet. 
It is sold separately. Our price to you is only 

$20.00 f.0.b. Cleveland— 
which is less than the cost to us in large quan- 
tity production. If bought through the usual 
“Store Fixture” channels, it would cost you 
$40.00 or more. Send Conpon for Complete 
Information. 









This Cabinet is made for us by one of 
the leading makers of hign-grad: steel 
office equipment. 

Size: 23% ins. long by 18% ins. deep 
includ'ng drawer rulls and 16% ins. 
high. Each drawcr is 21 ins. long, 
16% ins. deep and 1% ins. high. 
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The Cleveland Twist Drill Co., Cleveland, Ohio 


Gentlemen: Please send complete information about 
your Cleveland Metal Display Drill Cabinet. 
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F ire Tisilers 
for the Fall Wedding 
and Holiday Gift 
Seasons should be 
ordered NOW] 














Howes Fire Lighter 
in Polished Brass 
list $5.60 


CNT 


= HESE good-looking Fire Lighters sell 

readily to people looking for out-of-the- 
ordinary gifts because of their usefulness, their 
quaininess, and the modes? prices our liberal 
= discounts allow you to put on their price tags. 


Made in seven attractive finishes —two in 
= hammered effect. Each Lighier, with illustrated 
= directions for using, packed in a stout mailing 
= carton. Let an order prove their profit-possi- 
bilities. 





THE S. M. HOWES CO. 


505 Medford St. Charlestown Dist. Bosion, Mass. 








; Tee ne 


Silver Lake 








—— value of a clothesline that may 
be quickly and easily put up or taken 
down is well known to every housewife. 


Show them the SILVER LAKE line, now 
offered on the handy metal reel and with 
the little convenience loop on the end 
which saves knotting. SILVER LAKE is 
the line of 100% high-grade white cotton. 
It’s easiest on clothes and hands, and 
pre-stretched to prevent sagging. 


Order from your Wholesaler—NOW 


SILVER LAKE COMPANY 


Newtonville, Mass. 
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Hamp’s Associates Pay Him Tribute 


The recent article, entitled ““Hamp’s Hello” which ap- 
peared in HArpwareE AGe, has been reproduced in the 
Hot Springs, Ark., daily newspapers as a token of the 
admiration and respect of the associates of Hamp Wil- 
liams. Some of these men are associated with Mr. 
Williams for many years as will be seen by the repro- 
duction in this column. Commencing with Sam G. Smith 
who has been with the Williams organization twenty 
years, two have records of seventeen years, one fourteen, 
one twelve, one six and one three. 

The comment at the bottom of the page reads: 

“It required a lot of time and unselfish energy, and a 
considerable sum of money and sacrifice to reach a 
place in the business world to be worthy of such com- 
pliments as the hardware and implement journals of this 
country are giving Mr. Williams, our president and 
founder of our stores. 

“Because of the love, admiration and respect we have 
for him, we are having this complimentary page from 
the Harpware Ace of New York, reproduced at our 
own expense. 
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“HAMP’S HELLO” 


A genuine greeting to hit friends and customers thet 
carries a personal touch. 


AMP WILLIAMS of Hot Springs, Ark., is sales first year were $6,000; last year's sales, 
| 1 one of the best known hare rdware men in nthe $850,000. We have added Ford cars, furniture, 
United States. ie is al 


plumbing supplies, oom and wall paper, dry 
successful, When we were in have 


goods, clothing, shoes and radios. We 
ere strongly im: branch stores in Benton and Monticello We buy 
tec vont rp re od ar n which thi is veteran hardware in lerge quantities, pay cash, and get all the dis- 
merchant i Teld i by the home people; iy peo nc ie counts. We own all our buildings. 
who live with him 268 days in the yea “Each and every month you will receive this 
Everybody in Hot bulletin; read it and 


Springs know eae 








P ber that we defy ev 
Williams and that ery kind of legiti 
brings out another mate om petition 





characteristic of the 
man. Hamp knows 


people; not just their 
not fail. 


ation of good 


ness is living proo: “y of 
a hae oe operation, 


the fact that when 
you individualize peo- 
ple they individualize 
you, and that people 
like to trade with in- 
dividuals rather than 


Your friend, 
“Hamp Williams.” 
0 oO way. of 
thinking, that's a neat 
and friendly way of 


mere institution 

Hamp's § busine saying “Howdy,” and 
has grown and d predict that 
eloped, It now goe Hamp's Hello” wit! 


the form of increased 
— aK 
is. not only a 
tnendly we ating to 
his fri — neigh- « 
hors ; ry mm a very 
serviceab ie “Hello,” 
in that it lists and il- 
AMP WILLIAMS lustrates many ar- 


store. Hamp's indi- 
ty, however, i 





ticles which thy peo- 


























in the characterint ic let- in makir ing the . welec 
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fol 
on the bae It reads as { 
To My Frie d “~ id Custom 
c five years 1 ave lived with you 
’ | d you pleas te ~ 
i your troubles and your pl the rex wder Memes tely vis 


it ‘It read like * “Hamp. * and 3 after 












ve veare there has been man st thing in retail advertising is mak- 

ns and many births. 1 know et the individual. On paper 

h ) “ill Hasap'e Hello, and registers 
ine 





hants doing business 
could utilize Hamp's 


« chat such as contaised in this 
Hello would do duty in it 
lorm tor many others, 





more than enough money to buy a Ford ca ur origin 





It required a lot of time and unselfish energy, and « considerable sum of moncy and sacrifice to reach a plac 
in the business world to be worthy of such compliments as the Hardware and Implement Journals of this couaitg 
are giving Mr. Williams, our president and founder of our stores. 
Because of the love, admiration and respect we have for him, we are having this complimentary page from 
the Hardware Age, of New York reproduced at our own expense 
he Hardware Age reaches practically every Hardware Manufacturer. and every hardware retailer and 
wholesaler in this country and Canade. Such publicity is certainly worth considerable to the citizens of Hot 
Springs, and Arkansas as well. This is one of the many ways Mr. Williams is rendering services to his com- 
munity. 
As an advertisement far Hot Springs, we think it is very good, and we believe that the people should know 
ome of the things that Mr. Williams is doing for his town Nationally, and that is our reason fer placing this ad- 
Vertieement in in ang home papers. The number of years we have been associated with Mr. Williams is set opposite 
our signatur 
Respectfully yours, 


SAM G. SMITH. . 20 YEARS 
C. E. MILES. ....5..0..... 17 YEARS 
CAROL COLE ....... 17 YEARS 
PORTER WILSON .14 YEARS 
HUB REED ......... 12 YEARS 
W.D. COMBS ........ 6 YEARS 
JOHN R. NANCE . 3 YEARS 





























HARDWARE 


“The HARDWARE AGE reaches practically every hard- 
ware manufacturer and every hardware retailer and 
wholesaler in this country and Canada. Such publicity 
is certainly worth considerable to the citizens of Hot 
Springs and Arkansas as well. This is one of the many 
ways Mr. Williams is rendering services to his com- 
munity. 

“As an advertisement for Hot Springs, we think it 
is very good, and we believe that the people should know 
some of the things Mr. Williams is doing for his town 
nationally, and that is our reason for placing this adver- 
tisement in the home papers. The number of years’ we 
have been associated with Mr. Williams is set opposite 
our signatures.” : 


They Watch the Building Permits 


(Continued from page 66) 


or altering homes or business buildings. Building 
permits are watched very closely. The names and ad- 
dresses of persons filing building permits are available 
daily at the city clerk’s office, and one of these merchan- 
dising aces makes it his business to obtain these names 
and accompanying data promptly so that no time is lost 
soliciting the hardware order. 

In the general solicitation, architects and builders are 
urged to visit the store and become acquainted with 
three owners. It has been found that a visit to the store 
paves the way for the specific sales call at a later date. 

The usual mail solicitation includes a letter on the 
firm’s stationery, complimenting the prospective builder 
on his progress and offering the facilities of the store 
in furnishing hardware, tools and other necessary sup- 


plies. With the letter goes literature furnished by the 
manufacturers. The latter bears the imprint of the 


Central Hardware Co. This direct-by-mail work helps 
identify the firm name and is considered very useful by 
these three dealers. They all agree, however, that the 
real heavy work is done during the personal calls. 

Two or three days a week for personal sales calls in 
the interest of builders’ hardware is the minimum these 
men require of themselves. Any time there appears to 
be a spare hour or two, out goes one of the trio. No one 
of them brings back the bacon every trip, but the more 
calls they make the more orders they get. 

The sale of hardware is only the first step. These 
fellows never forget paints, electric lamps, and when 
talking with the family who will live in the home they 
extend a cordial invitation to “look us over” when you 
need housewares. 


“Sell Every Time” 


“Sell every time” has often become a slogan in these 
days of intensive selling methods. Were this idea to 
be carried out, there would soon be a considerable de- 
crease in shoppers—logical customers. It is the feeling 
that there will be no urge to buy that draws people into 
the present day retail store. 

A real salesman exerts selling pressure carefully. 
Each buyer wants to choose for himself and direct pres- 
sure is crude and often resented. 

A customer lost is far worse than a sale lost. 
every courtesy and smile if you lose one sale. 


Give 
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“IT think your Pilgrim mower is the 
finest machine I ever sharpened and 
adjusted.” Yours truly, 

J. R. Moody. 


EPAIRMEN are keen judges of 
lawn-mower quality. Their en- 
dorsement helps dealers in Blair lawn 
mowers to make more sales and profits. 
Write for complete catalogue of the 
1928 Blair line. 





Es ae 
Pilg 
11 inch wheels 
5 draweut blades 
Timken Roller Bearings 
Dust proof oil cups 
Interchangeable parts 


Blair Manufacturing Co. 


EST. 1879 
Springfield, Mass. 


BLAIR 


LAWN YN MOWERS 
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Shoe Lasts # 
and Stands f 


ABSOLUTELY 
GUARANTEED 
AGAINST 
BREAKAGE 


WE will replace any claims for 
breakage free of charge. Stands 


finished in Red Enamel and Gold, 
lasts finished in Black Enamel. They 
sell on sight. 


j Lock bearing, strong and rigid. 





Lasts are latest styles. One last for 
ladies’ shoes. Extra heel piece in- 
cluded for all sizes of heels. 


The Last that lasts a lifetime. 


The Fate-Root-Heath Co. 
Plymouth, Ohio 


N. Y. Office—90-92 W. Bdw’y 
D. N. Winner, Mgr. 


Removes the Entire Root 


Getting rid of weeds—depends 
upon getting the root. No 
Weed Puller is thoroughly 
practical unless it does this. 


The New “OUT -U-KUM” 
Weed Puller is guaranteed to 
remove Dandelions, Plantain, 
etc. ROOT and ALL, quickly 
—easily, without marring the 
lawn—and there’s no tiresome 
stooping nor getting 
down on one’s knees. 

















Attractively displayed 
in our Special Display 
Carton—occupying very 
little space, this “Silent 
Salesman” will bring 
you some extra profits 
with little or no bother 
at all. 

Try a “half dozen’ thru 


your jobber—and see how 
fast they seli. 




















‘* NORCROSS” GARDEN CULTIVATORS 


have been standard for 36 years. Three sizes. Send 


# for Catalog. 


No. 55 No. 33 No. 1 


C.S. NORCROSS & SONS, Mfrs. 


BUSHNELL, ILL. U.S.A. 
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Publicity Through Design 

A sight of the Gold Dust Twins immediately brings 
to mind the product, Gold Dust; the special Keystone 
with the name Heinz in the center recalls the Fifty-seven 
Varieties ; the words, ‘““Ask dad—he knows,” is another 
way of saying Sweet Caporal cigarettes. 

By these trademarks one instantly recognizes the na- 
tionally known products. The manufacturer of these 
products knows the value of this “cumulative interest” 
advertising and spends thousands and thousands of dol- 
lars-for that purpose. 

To the progressive hardware dealer his business is as 
important as the large manufacturer’s is to him. He is 
endeavoring to have his name well advertised in his town 
in connection with his business, but frequently passes up 
the methods used by the former which he could employ 
with advantage. 

A simple design, applicable to his business, could be 
used as effectively by the hardware dealer as by the 
manufacturer. 

We have in mind one dealer who used a small figure 
of a man standing below and pointing up to an opened 
book, on the pages of which were the words—‘John 
Woods & Co.,” with the address below on the left-hand 
page and on the opposite page “Your Hardware Dealer.” 
This little design was used in all the advertising matter 
of the company ; it adorned the stationery ; it was used in 
the corner of the show window. And, whenever possible, 
it was reproduced in vivid green ink. 

Used in connection with progressive business methods, 
this means of advertising has proved most effective. 
When one thinks of a hardware dealer in that town, the 
tame of John Woods & Co. comes to mind immediately. 

A simple design or slogan, used consistently and per- 
sistently, will eventually connect it with the name of the 
dealer and will be invaluable as a means of publicity. 


Boy’s Buddy-“L” Tool Chest 


The Moline Pressed Steel Co., East Moline, Ill, probably 
best known to the hardware trade as the manufacturer of Buddy- 
“L” steel toys, announces a new addition to its line in the form 
of a juvenile tool chest. 

The new number is to be called the Buddy-“L” Tool Chest 
and is to be made in four sizes, the principal difference being in 
the number of tools the chest contains. 





Each chest is fitted with tools of suitable size made by well- 
known manufacturers and constructed of the best materials. 
Such items as a Disston saw, a Vaughan-Bushnell hammer, a 
Miller hand drill, a Stanley brace, Greenlee bits and a Pike 
oil stone are included. The largest sized chest contains 28 articles, 

The chest itself is well made of seasoned wood, attractively 
lacquered and fitted with a Corbin lock. Included with the out- 
fit are designs and blue prints of various articles which can be 
made with the tools and many additional blue prints are available. 

The Buddy-“L” Tool Chests will be distributed through the 
regular hardware channels. 
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Odd Jobs Service 
Brings Trade 


May & Schaaf, Brooklyn, N. Y., enjoy 
trade fostered by personal recommen- 
dation of satisfied customers 


ATISFACTORY repairing the odd jobs in the 
locality has helped May & Schaaf Co. acquire 
a good reputation and an ever growing retail hard- 
ware business. This store is located at 865 Flat- 
bush Avenue, the busy business street of Flatbush, a 
highly residential section of Brooklyn, N. Y. Only 
a few steps away is the most important business corner 
in the section, where another business street crosses 
the avenue. It is from this section that housewives, 
janitors, home owners, etc., come to the busy hardware 
store, bringing their odd jobs. 

A man is kept on the outside each day making the 
rounds of the customers, fixing a door-bell, repairing 
a faucet and other similar work. When he is off duty, 
the proprietors never hesitate to extend themselves for 
the benefit of their customers. 

One example of their service can be told in a few 
words. Not so very long ago a man entered the store 
seeking a night latch. Several models were shown and 
one finally selected. He inquired if it would be pos- 
sible to have it installed immediately. It was then early 
evening and trade was brisk. Conrad Schaaf did not 
hesitate to assure him that he would go to the customer’s 
home and set it up for him. The customer drove him 
to the house, the latch .was satisfactorily installed and 
Mr. Schaaf was back at the store again in a few minutes. 
Another completely satisfied customer to pass the good 
word along. 

Personal recommendation is one of the greatest con- 
tributing factors to the success of the store. May & 
Schaaf Co. holds no special sales, spends practically 
nothing on advertising and does not seek trade fostered 
out of social connections. They have relied to a large 
extent upon the belief that a good name would spread. 
Their beliefs have been realized. Since the organiza- 
tion of the company, twelve years ago, the store has 
almost doubled in size and the stock has increased from 
$5,000 to $22,000. 

The business was organized in 1915. John B. May 
and Conrad Schaaf, both with many years of hardware 
experience, opened this store as their first venture in 
owning their own business. In 1917, Ernest Meyer was 
brought to the store, securing an interest in the business 
after the death of Mr. May. Mrs. Julia May, Mr. 
Meyer and Mr. Schaaf now operate the store. The 
rear wall was removed a few years ago and an addition 
built doubling the floor space. In the rear of the store 
is a small repair shop, in which lawn mowers and ice 
skates are sharpened. 

All merchandise is sampled. There are very few 
items that can not be seen. A large section is devoted 
to the paint department which has a $5,000 stock. This 
department, together with the general hardware and 
house furnishings, are the special hobbies of the owners. 
Along the walls are modern wall panels. On the store 
floor are several open display tables and pyramid tables. 
There is a single show window which is well lighted. 
The displays are changed regularly. 
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More Winter Profits 


Rim Tool Sells All Year Round 


Motorists like to have this Pacific Junior in the car 
in case of an emergency repair job on cold Winter 
days. Only $3.50 List. 
standard sizes. 


A size each for balloon or 





Combination Model has telescopic legs, instantly ad- 
justable to fit any balloon or standard split rim. Easy 
to use and fast. See your jobber. 


PACIFIC RIM TOOL CO. 
1145 Galewood Dr., Cleveland, O. 


Seattle: 2339 11th Ave., N. Export: 44 Whitehall St., New York 

















POULTRY NETTING 


Galvanized Before and Galvanized After Weaving? 





ne ERE it wk a Sas rr ans ea Ba ae Bm ca 
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GALVANIZED STEEL WIRE ‘Giorn® 
Ti Lc des 


We 


€ Look for the tag, carrying our name, at the end bef every roll! 


| The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 


Manufacturers of 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


Georgetown, Conn. 


& SPRUE aie chan RGAE 
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“GEM apsustaste Farming Can Be Made to Pay 


REGISTER ‘i 
s most farmers are bad managers they 
SHIELDS 








would benefit by the organization of groups 
under the direction of a superior manager 


It’s easy to interest 
neat, thrifty house- 
wives in “Gem” Shields, as they protect walls 
and ceilings. Fit all size registers. Floor 
Shield retails at $1.50; Wall 
Shield, at 75c. 






HAT some form of farm relief legislation will pass 

the next Congress seems assured. It is safe to 
predict, however, that the debate will bring out the fact 
that for many of the things of which the farmer com- 
plains the remedy is in reach of the industry itself. The 
operation of the great Campbell wheat farm in Mon- 
tana has demonstrated that even under existing con- 
ditions wheat growing is profitable. Agricultural ex- 
perts agree that important economies are realizable 
through the consolidation of farms, through coopera- 
tive grouping for operation under a single direction, etc. 
Some enterprises of the latter sort are being started in 
Kansas. 












f "a eee e 
NOW! You can re Most individual farmers are bad managers. Even 
A 9 such groups of farms as individually are well managed 
ceive Watson’s Hand suffer from the charges on equipment that must be 
" provided for use during relatively few days of the year 
Cards in the New and might serve the purposes of several farms. 
Pack Such unfavorable conditions exist in atmost all agri- 
ackage cultural regions and in almost all kinds of farming, 
i : ; a whether the latter be wheat growing, corn planting, 
One Dozen Packed into Corrugated Containers cotton growing or the dairy farming of New England. 


Ready to put upon your Shelves ~ ~ ~ — esear ie Faieitiam Viniit rm hich sibalitingint 
COTFON—WOOL_TOW—HORSE CARDS ‘here is no farming region into which an intelligen 
business man, hailing even from the purlieus of what is 


L. S. WATSON MFG. CO. generally described as Wall Street, might not go and 
LEICESTER, MASS. by the introduction of business methods put the loca) 


industry upon a profitable basis. The only question 
would be whether agriculture could be organized, either 
by consolidation or cooperation, in units large enough 
to make their direction worth while to men of adminis- 


Write for Prices Guaranteed Against Decline 








This display tray . +: 
y trative ability. 

Y% doz. i acs “is F , : 
contains 1% on H A Vi M ck R S While this idea may be economically sound, sociologic- 
hammers to retail EMeSS var Seer: , pos - ‘ 

CRESCENT ally it is doubtless chimerical. The rank and file of our 
for 50c, 75¢ and -? ra . 

$1.00 six million farmers do not want to contemplate any 
‘ such thing. They are intense individualists who want to 
Dealers tell us this =_— live their own lives. They want to work as they please. 
tray has trebled _ > They want to be careless of their equipment and let 
their hammer their machines rust in the fields. They want the privilege 
sales. aa . of complaining of the weather, of the markets, of the 
Ask your jobber bE inability to hire help, and of Wall Street, by which 
for No. 90 Display : they mean industrialists who are better managers than 

amar 3 -—- “ ania re 
Tray. a |. ees themselves. They want the freedom to gamble in lands 
EVANSVILLE and in their commodity markets, and in oil stocks, and 


Van wanes perhaps they want the privilege of crying out for Gov- 
ernment help when they have been unlucky in their 
speculations. But we suspect that in this last respect 
the farmers are better sports than they are said to be, 
and that the squealing and appealing come mostly from 


AIR-TIGHT ° 
Lakewood MOISTURE-PROOF Weatherstrip local money-lenders who have had to take over their 


Tool Works, Inc. 


Evansville, Ind. 

















No liens. 
FLEXTBLE RUBBER TUBING We should not like to see the farms of the country 
TACKING FLAP Other acquired by corporations and picturesque individvalists 
Like It converted into a tenantry or into a proletariat that might 
The pressure of a door or window against the air easily be wrongly led. We have no fear that any such 
—ttneeanw a thing is ever going to happen. On the contrary the 
ee eS ee eee ee recent tendency in Europe has been toward the break- 
Easily applied. Low priced. Packed in cartons of ing up of large estates, although that has meant decreased 
en oe a efficiency. Nevertheless the farmers could do much for 


cut from reels, at 7c. per foot. ; : ‘ septioee 
themselves if they would organize into groups and, 


while preserving the major part of their individuality, 
The Lakewood Rubber Products Co. employ a superior manager to coordinate and direct their 
on Commas Dee. Cleveland, Ohio operations. 


Send for Samples and Prices. 
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BEAT COMPETITION 
THIS FALL 


By offering your customers Witt Ash 
Cans. Here is a can that “stands the 
gaff.” More than a dozen features to 
talk about and sold at a price that spells 
“economy” to the purchaser and 
“profits” and “good will” for you. 


Place Witt Cans and Witt Pails, too, where 
your trade can see them and handle them. 
Bring the guarantee to their attention. Let 
them compare the Witt with ordinary cans. 
Then get ready to ring up sales that are three 
times more profitable than you have ever real- 
ized on the so-called “cheap” cans. 
A trial erder will convince you. Phone your 
jobber or write 


The Witt Cornice Company 
2111 Winchell Ave. 


Cincinnati, Ohio 


Manufacturers of 


We yerreriren 
ak 





CORRUGATED 
*CANS and PAILS’ 


For the special sale, use the Brighton Line of Cans 
and Pails—medium weight, above the average in 
quality, and they pay a nice profit. 











OLIN Ohvediexeetae 
PROFITS FOR 


RETAILERS 


All Purpose, Perfect 
Sprinkler at Much 


Lower Consumer Price 


From coast to coast dealers have 
doubled and tripled their sprinkler 
profits by featuring the Alsteel 
“Rain-Drop Sprinklers. 


At last they’ve found a sprinkler 
that sells at a price everyone can 
afford—that does a perfect job of 
sprinkling—that embodies all the 
advantages heretofore found only 
in costly equipment. 


Its Visible Versatility Draws 
Buyers 

At once people are attracted by 
this obviously versatile sprinkler. 
It stands out among all others- 
glossy green and glistening brass. 
Displayed in its unique counter 
carton it clearly pictures its vari- 
ous adjustments and outstanding 
superiorities. Unquestionably, its 
visible versatility makes for more 
and quicker sprinkler sales. 


Reap Record Profits Next Season! 
Arrange now to handle these self- 
selling, fast-selling, big profit making 
sprinklers. See your jobber or write 
us for illustrated literature, giving your 
jobber’s name, 


Ste 
asasiabl 


IIT VAY AOU NC 
Battle Creek Michigan 
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Coming Hardware Conventions 


AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
Convention, Atlantic City, N. J., Oct. 17, 18, 19, 20, 
1927. Headquarters, Marlborough-Blenheim Hotel. 
Charles F. Rockwell, secretary-treasurer, 342 Madison 
Avenue, New York City. 


ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Little Rock, May, 1928. L. P. Biggs, secretary, 
815-816 Southern Trust Building, Little Rock. 


CALIFORNIA RetaiL HARDWARE AND IMPLEMENT 
AssoOcIATION CONVENTION AND ExuisitTion, Roof 
Garden of Hotel Whitcomb, San Francisco, Feb. 15, 16, 
17, 1928. LeRoy Smith, secretary, 112 Market Street, 
Los Angeles. 


IpAuno Retart HarpwareE & IMPLEMENT DEALERS 
AsscctaTion CONVENTION, Pocatello, Feb. 7, 8, 1928. 
E. E. Lucas, secretary, Hutton Building, Spokane, Wash. 


Ittinors Retail HARDWARE ASSOCIATION CONVEN- 
TION, February, 1928, definite date and place of meeting 
to be announced later. Leon D. Nish, secretary, 14-16, 
No. Spring Street, Elgin. 


INDIANA RetatL HarpWARE ASSOCIATION CONVEN- 
TION AND ExuisiTion, Jan. 31, Feb. 1, 2, 3, 1928. 
Convention headquarters, Claypool Hotel. Exhibit will 
probably be held at the Cadle Tabernacle. G. F. Sheely, 
secretary, 911 Meyer-Kiser Bank Building, Indianapolis. 


Iowa RetatL HARDWARE ASSOCIATION CONVENTION 
AND Exutrnition, Des Moines, Feb. 14, 15, 16, 1928. 
A. R. Sale, secretary-treasurer, Mason City. 


Kentucky HarpwarE & IMPLEMENT ASSOCIATION 
CONVENTION AND Exuisition, Seelbach Hotel, Louis- 
ville, Jan. 17, 18, 19, 20, 1928. J. M. Stone, secretary- 
treasurer, 202 Republic Building, Louisville. 


LovistaNA Retatt Harpware IMPLEMENT AsSO- 
ClIATION CONVENTION, New Iberia, June, 1928, exact 
dates to be announced later. S. H. Sale, secretary, 
Shreveport. 


MINNESOTA RETAIL HARDWARE ASSOCIATION CON 
VENTION, Municipal Auditorium, Minneapolis, Feb. 21, 
22, 23, 24, 1928. C. H. Casey, secretary, Nicollet at 
Twenty-fourth Street, Minneapolis. 


Mississiprt. Retatl HARDWARE AND IMPLEMENT 
Association CONVENTION, Edwards Hotel, Jackson, 
June 12, 13, 1928. Guy Nason, secretary, Starkville. 


MicHiGAN RetaiL HARDWARE ASSOCIATION CONVEN- 
TION AND Exursition, Detroit, Feb. 7, 8, 9, 10, 1928. 
Headquarters, Hotel Statler; Exhibition, Convention 
Hall. <A. J. Scott, secretary, Marine City. 


Missourt RetarL HARDWARE ASSOCIATION CONVEN- 
TION AND Exursition, Hotel Statler, St. Louis, Jan. 23. 
24, 25, 1928. I. X. Becherer, secretary, 5106 North 
Broadway, St. Louis. 


NATIONAL HARDWARE ASSOCIATION CONVENTION, At- 
lantie City, N. J., Oct. 17, 18, 19, 20, 1927. Headquar- 
ters. Marlborough-Blenheim Hotel. George A. Fernley, 
secretary-treasurer, 505 Arch St., Philadelphia, Pa. 


NationaAL Retart Harpware Association Con- 
Gress, Boston, Mass., June. 1928. H. P. Sheets, secre- 
tary-treasurer, 130 E. Washington St., Indianapolis, Ind. 





New EncLAnp HarpWARE DEALERS ASSOCIATION 
CoNVENTION AND Exuisition, Mechanics Building, 
Boston, Feb. 20, 21, 22, 1928. George A. Fiel, secre- 
tary, 80 Federal Street, Boston 9, Mass. 


NEBRASKA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Omaha, Jan. 31, Feb. 1, 2, 3, 1928. Headquarters 
to be announced later. George H. Dietz, secretary, 414- 
419 Little Building, Lincoln. 


New York State Retart HarpwARE ASSOCIATION 
CONVENTION, Rochester, Feb. 7, 8, 9, 10, 1928. Hotel 
headquarters, Powers Hotel. Sessions and exhibit will 
be held at Edgerton Park. John B. Foley, secretary, 
City Bank Building, Syracuse. 


Ou1o Harpware AssoctaTION CONVENTION AND 
ExHIBITION, Toledo, Feb. 21, 22, 23, 24, 1928. James 
B. Carson, secretary, 411 Mutual Home Building, 
Dayton. ; 

OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Oklahoma City, Jan. 24, 25, 26, 1928. 
Charles L. Unger, secretary, 207-208 Bloomfield Bldg., 
Oklahoma City. 

OreGON RetTAiL HARDWARE & IMPLEMENT DEALERS 
ASSOCIATION CONVENTION, Portland, Jan. 31, Feb. 1, 2, 
1928. E. E. Lucas, secretary, Hutton Building, Spokane, 
Wash. 

Pactric NortHWEST HARDWARE & IMPLEMENT As- : 
SOCIATION CONVENTION, Spokane, Wash., Jan. 25, 26, 
27, 1928. E. E. Lucas, secretary, Hutton Building, 
Spokane, Wash. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
ASSOCIATION CONVENTION AND EXHIBITION, Philadel- 
phia Commercial Museum, Feb. 13, 14, 15, 16, 17, 1928. 
Sharon E. Jones, secretary, Wesley Building, Philadel- 
phia, Pa. ; 

SoutH Dakota Retatt HarpWAreE ASSOCIATION 
CONVENTION AND ExuisiTion, Coliseum Building 
Sioux Falls, Feb. 27, 28,, March 1, 1928. C. H. Casey, 
secretary, Nicollet at 24th St., Minneapolis, Minn. 

SOUTHERN CALIFORNIA RETAIL HarpWarE AssociA- 
TION CONVENTION, Los Angeles, Feb. 21, 22, 23, 1928. 
H. L. Boyd, secretary, 618 Hellman Bank Bldg., Los 
Angeles. 

Texas HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION AND Exursition, Dallas, Jan. 17, 18, 19, 
1928. Headquarters, Hotel Baker. D. Scoates, secre- 
tary, College Station. 

West VircINIA HARDWARE ASSOCIATION CONVEN- 
TION, Wheeling, Jan. 24, 25, 26, 27, 1928. James B. 
| agi secretary, 411 Mutual Home Building, Dayton. 

hio. 

WesTERN RetaiL HARDWARE & IMPLEMENT AsSO- 
CIATION CONVENTION, Coates House, Kansas City, Mo., 
Jan. 17, 18, 19, 1928. H. J. Hodge, secretary, Abilene, 
Kan. 

Wisconsin Retart HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Auditorium, Milwaukee, Feb. 
7.8, 9, 10, 1928. P. J. Jacobs, secretary, Stevens Point. 

SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT 
ASSOCIATION, composed of Alabama, Florida, Georgia 
and Tennessee, Convention and Exhibition, Atlanta, Ga., 
May 22, 23, 24, 1928. Walter Harlan, secretary, 701 


nS. 


Grand Theater Building, Atlanta, Ga. 
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Permanent 


Rectangular Frame 


Construction . 


O assure lasting satisfaction, a lawn 

mower frame must STAY rigid—in a 
perfect rectangle—in spite of sticks, stones, 
jers and jolts to which it is subjected. The 
least deviation or wobble may throw the re- 
volving blades and cutter bar out of align- 
ment. Poor results and dissatisfaction follow. 





Accurately Fitted 


F. & N. Lawn Mowers have acquired their 
supremacy e2nd leadership in sales largely on 
this point. Every part of their rectangular 
frame is so accurately fitted that the reel 
blades end cutter bar cannot possibly be 
sprung out of alignment even slightly. Per- 
manent, perfect alignment is further assured 
by the patented F. & N. Self-Adjusting Device, 
with the solid steel contracting sleeve. This 
automatically takes up all wear in the reel 
bearings. The geers, cut from solid steel and 
heat treated, add still further to F. & N. satis- 


faction. 


If your jobber cannot supply you—write us. 









LAWN MOWER CO. 


RICHMOND, IND. U.S.A. 





























Sell the 


Amateur Gardener 
Seed Insurance 





























HE Amateur Gardener may have to earn 
his living by “the sweat of his brow,” but 
his hobby should be a pleasure. He’s not 
going to let any seed-borne diseases spoil his 
sport if a 50c ean of SEMESAN will save him 
all the labor and heartbreak of replanting. 
Lloyd’s wouldn’t insure his garden as cheaply 
as that. 
When you sell seeds sell the certainty that 
most of the seeds will come up. Every gar- 
dener that reads a garden magazine has heard 
of Semesan. As Stumpp & Walter, New York 
seed dealers, say: 
“The demand has been created and a 
dealer needs merely to keep it before 
his customers to get the benefit of 
the sales.” 


‘ ° bd YY 

Get your extra profit on seed sales. The story 
is told in a safe and sane sort of proposition 
book. Coupon below for your convenience. 


EMESA 


Makes Seeds Healthy 


H. A. October 


E. I. du Pont de Nemours & Company, Inc., 
Dyestuffs Department, 
Wilmington, Delaware 


Gentlemen: Please send me your Proposition Book. 


Name 





\ 
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Surface Hinges for every 
urpose-embodying that 
high quality oer beauty 
ot finish that only lon 
experience and skill- 
ed craftsmanship can 
produce »#° #° 4° + 


RIFFIN 


OT Tieniitan eo, 


ERIE PENNSYLVANIA 
vanch Offices 


CHICAGO. 555 W. Randolph St. 
BOSTON, (24 Pearl St. 











Solidhed* 
Obhumb Gacks 















Contains 


a 


12 dozen 3 inch 


@ 10¢ = $1.20 


e 


24 dozen % inch 
@ 10¢ = $2.40 








You will find 
this Solidhed Display 


both Convenient and 
Profitable 


Oem handy, hammerless brass tacks, 
which can be pushed in by the thumb and 
easily removed by the fingers, are a necessity 
to many and a convenience to almost everyone. 


Cost of the above display and con- 
tents (36 doz. tacks) to you post paid $1.80 


Contents selling for . . . . . 3.60 
- $1.80 


Net margin to you ° 


This inexpensive display will make you not only 
many sales at no trouble, but many friends as well. 


Order one today from your jobber 
or direct from us 


Solidhed Gompany 


INCORPORATED 
84RIVER STREET, HOBOKEN, N. J. 
Also makers of the celebrated 
SOLIDHED Eyelet Pliers—a powerful hand 
—_ punch, Solidhed Eyelets and Brass Number 


acks, for numbering screens andstorm windows 


* REGISTERED U. S. PAT. OFFICE 
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Known Value Makes Quick Sales— 
with Legitimate Profits 


You can always get a dollar for a dollar bill—no questions 
asked. It has KNOWN value. Smith Sprayers have set 
the standard of Sprayer value for 40 years. They have 
KNOWN value. 

Hardware dealers who stock Smith Sprayers exclusively 
are never faced with the cut price or the “shelf warmer” 
problem. Smith Sprayers have been nationally advertised 
for over twenty years. The demand is unfailing. 


THE 1928 
SMITH 


The supreme achievement 
—the result of years of 
unceasing effort to make 
a good Sprayer better. Now 
made with a double bot- 
tom tank, brass threaded 
hose connection to tank, 
2 ft. brass extension pipe 
with angle end, automatic 
cut-off, adjustable brass 
nozzle, accurately machined 
cast brass pump head, and 
seamless 2 in. brass pump. 
Tank of polished heavy 
solid brass, or heavy gal- 
vanized steel, double. 
seamed and riveted. Every 
Sprayer guaranteed uncon- 
ditionally. 














SPEEDEX 

One Gallon Compressed Air Sprayer 
{All Brass Working Parts 

An exclusive, patented, Smith 
model. Double seamed, heavy 
galvanized tank. All other 
parts brass. ——e 1% in. 
diameter, 14% in. long 
The handiest, most Sfficient 
small Compressed Air Sprayer 
made. Sells on sight. 


STURDY 
Double Action— 


a _fiateets 
Heavy 
Brass. 





No leather a. valves or other parts to wear out. Works with 
ease on bot u down stroke for powerful continuous, unbroken 
spray that will reach top of tall trees from the ground. Used with 
bucket, barrel or knapsack. Furnished with four brass nozzles for wide 
variety of work. 

Write for complete catalog of over forty Smith Sprayers—a 
Sprayer for every purpose and every purse — illustrated in colors. 


D. B. SMITH & CO., Inc. 
Established 1888 UTICA, NEW YORK 












































Threads Are 
Cut Clean 


No company can market 
screws successfully — for 
any length of time—unless 
it produces them with 
threads uniformly accu- 
rate and clean in cut. 


The American Screw 
Company has been mak- 
ing screws for nearly a 
century. It is the largest 
plant of its kind in the 
United States. 














REW CO. 
PROVIDENCE. RUI.U.S.A- 


Western Depot: 225 West Randolph St., Chicago, IIl. 


“Post It Together With Screws ” 


AMERICAN SC 
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Doultry Supplies 


Moe Link Moe’s Oat Sprouter 








Requires no lamp or ar- 
tificial heat. Place it in 
the cellar or any moder- 
ately warm room and it 
will provide an abun- 
dance of green food to 
keep chickens in prime 
condition. 


Has enameled steel 
frame, and heavy gal- 
vanized interchangeable 
pans. 


Shipped K.D. in a com- 
pact carton, easy to set 
up or take apart. A 
great seller during the 
winter months. 





Moe's Line is a Big Complete Line of Poultry Equip- 
ment—Everything You Need 


Send for New Catalog—Now Ready 


OEFT & COMPAN 


2305 Davis St. North Chicago, Iil. 


























‘Tt? 


Rubber 
Headed Nails 


are used as bumpers on pianos, closet seats, and 
to receive the thrusts of drawers, also to prevent 
noise and marring to such as they are attached. 

Stem Tips, made in thirteen sizes, especially de- 
signed for chair legs and prevent the scratching 
of floors. Absolutely noiseless. 

We make a large variety of rubber specialties. 
Send for catalog and prices. 


ELASTIC TIP CO. 


370 Atlantic Avenue, Boston, Mass. 






























position may be 
listed for you in 


the 


lassified Section 


Vea ea 
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GREASE Cups 
and OIL Cups 


For Every Purpose 


Included in the Bowen line 
of grease cups and oil cups, 
are lubricators of the exact 
type and size to meet every 


lubricating requirement. 


Catalog No. L-104 showing 
more than fifty other types 
will be sent upon request. 


BOWEN PRODUCTS 
CORPORATION 
AUBURN 


Branches 


BOSTON 
CHICAGO 
CLEVELAND 
DETROIT 
KANSAS CITY 
MINNEAPOLIS 
NEW YORK 

SAN FRANCISCO 


NEW YORK 


161 Massachusetts Ave. 
412 Wrigley Bidg. 
7113 Euelid Ave. 


983 17th Ave., 8. E. 
220 Broadway 
Monadnock Bidg. 


No. 118 


Attractive Counter Dis- 
plays containing assorted 
sizes of the types of grease 
and oil cups most in de- 
mand provide the dealer 
with a quick and easy way 
to sell and also a con- 
venient method of stock- 
ing these small parts. 


Case No. 12 











Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


CONTENTS 
Wholesale Hardware Houses in United States, Canada and 


. Foreign Countries. 


Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Syndicate Stores carrying hardware in the 
United States and Canada. 

Department Stores carrying hardware and housefurnish- 
ings in the United States. 

Manufacturers’ Agents in United States, Canada and 
Foreign Countries. 

Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers. 

Mail Order Houses handling hardware and housefurnish- 
ings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 

Hardware Age Verified List of Wholesalers and Retailers is indis- 
pensable in economic direct-by-mail promotion work and also a 
helpful guide for salesmen’s calls. Every sales manager should 
have one on his desk, and every salesman could profitably carry 
a copy in his grip. Since the previous issue was published there 
have been more than 10,000 additions and corrections, and these 
all appear in the current Highth Edition. 


Hardware Wholesalers find Verified List of great value in 
“checking” their retail prospect records. 


$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 








No Slotting of Risers 
No Grooving to. Hold Steps 


No cutting of side pieces, 
which weaken a step lad- 
der and cause trouble. 


Slotting and _ grooving 
the side pieces are old 
methods, which are left 
out of our ° 


Trade-Mark 
Super-Strong 


Step Ladder 


Equipped with Patented 
Steel Step Support 
which firmly trusses the 
ladder, holds each step 
securely and _ insures 
SAFETY with the 
strongest construction 
known. 


A demonstration closes the 
sale. 





Sizes 4 to 12 Ft. 
Special Sizes 14 to 20 Ft. 


Send for Catalog and 
Prices, 


Also manufacturers of all types of ladders for farm and house- 


hold and special scaffolding for contractors and decorators. 


The Superior Ladder Company 


516 East Madison St., (Lincoln Highway) 
GOSHEN, INDIANA 


Agents wanted on commission who handle allied lines. 
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Retail Price 
$41.50 


Take- tee —12 


mcg he leash fen from 
26"to 32". Action 
hammerless, visible 
ons, bolt, safety 















in, side ejec- 
reamline e- All sizes 2 to 8 mesh 
aien solid breech. and meshes in stock 
Checkered walnut 
stock, pistol grip, 
checkered slide 
handle. Six shots. 
yl any standard 
up to 24", 
NOTABLE! 
The New 
ssorstesescenis® | | The Wire Chth ofa Thousand U 
Model 620 Shotgun ée wire dia ous ses 
OU will find the new Stevens- 
: Possibly no style of wire cloth is put to so many uses 
Browning (Model 620) Shotgun a as “Buffalo” standard galvanized hardware grade. Its 
notable addition to your line. It is adaptability, soormer with ion cost, have vased it . 
. on eman ardware dealers recognize this grade 
truly the gpm all-round value in a “Buffalo” Wire as an essential item in their stoc 
hammerless repeating gun on the . 
hse Se Suen found hi h ularity “4 is carefully woven on improved power looms, then 
mar gh pop thoroughly galvanized. The latter operation securely 
wherever shown, having new features solders with spelter each intersection, making the clot 


firm and absolutely impervious to corrosion from moisture. 


Stock sizes range from 2 to 8 mesh. We can make any 
other mesh or gauge of wire cloth on order. 


never before put into a shotgun of this 
type. Get your orders in early — the 

demand is growing. 
Ask Your Jobber’s Salesman Send for catalog 8-AB. 
about this new Shotgun 


Send for fine 5-piece window display 
STE BUFFALO WIRE WORKS CO., Inc. 
> pt. — ee (Formerly Scheeler's Sons) Est. 1869" 
Owner of Page-Lewis Arms Co. 518 Terrace Buffalo, N. Y. 


Owned and operated by 


SAVAGE ARMS CORPORATION 
1) @ i . uffale 
Zi A y 





Made up to a standard—not down to a price 88 




















Low cost, high efficiency. Built | Which Hod Would You 


with great care and precision. 


Speeds up to 2500 R. P.M. The [fF esa. 

three-point contact design per- ff Rather Carry ° 

mits a larger number of balls. If you had to haul mortar for a living, you 

* HER certainly wouldn’t want to carry a hod that 
Commercial Annular Ball dripped water all over your shoulder. 


You would choose a Never Drip Steel pro 
with its one-piece ends. You w 


Bearings efficiently withstand 


both radial and thrust in either 
direction. 8 on your way while the other fille 


, . "Thane are lots of hod carriers in peed town 

An excellent bearing which r 

gives long service and com- oh — Baer: the nay ee bt ing 
lete satisfaction. eaky hods simply because they have not been 

. shown the sensible and better kind. 


Send for Iustrated Catalog. 
This open field of profit is yours for the 
ae ae es Cae asking. Write us at once for details 


Wie Scheme | The Cleveland Wire Spring Co. 


Manufacturing Company 
Poughkeepsie New York Cleveland Ohio 


OOO ICI Cy =< «ss LL 


a hee 
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ATLAS 


What's the use of carrying a lot of 
sizes and styles of Tacks that are 
unnecessary? 


difference in sizes of less than 
1/16” are necessary. 


And only styles that have proved 
salable are manufactured. 


These facts enable dealers to carry 
less stock, and sell more; because 
ATLAS quality is always in de- 
mand, and full count and weight 


Carry Less 
out 
Sell More 


the ATLAS line of Tacks no 


guaranteed every customer. 


Send for Complete Catalog 


TACK CORPORATION 





Fairhaven, Mass., and St. Louis, Mo. 


The largest and oldest manufacturers of Tacks and Small 
Nails in the world. 


Established in 1810 














re) eee a eee 
They fe) They 
Are 0 fom, Are 
the Best a the Best 

















Millions 
and Millions 


Of People Are Pushing 


BOMMER SPRING HINGES 


When Opening Doors 


Follow 


the Line of Least Resistance 


Stock and Push Them 


Bommer Spring Hinge Co., Brooklyn, N. Y. 

















STAR HEEL PLATES 


“PIONEER BRAND” 


They have stood the test for over 25 years, and have 
been and always will be superior to other brands. Why? 
Because they are made of the very best annealed malle- 


able iron and 


are larger and heavier than other brands. 
Send us your order today. 


No. 6 


No. 5 


No. 4 


No. 3 


No. 2 
No. 1 


No. 0 





These illustrations are % size. 


STAR HEEL PLATE CO. 


Newark, N. J. 


LOUIS SACKS, Inc. 
U. S. A. 














A “Wrench Store” in 
Condensed Form 


26.85 


You'll be surprised at 
the volume of wrench 
business this attractive 
little display cabinet brings 
you. It’s stocked with a 
varied assortment, care- 
fully planned to meet the 
needs of the garage, ga- 
rage mechanic, car owner, 
mill, factory, etc. 

Contains all the most 
popular forms of wrenches 
including Tomahawk and Fits-a-Ford types. Sockets of 
CHROME NICKEL steel, toughest steel for socket use, 
tapered for easy access to the hard-to-get-at places. 

All-steel Cabinet in handsome dark blue and orange, 17 x 
23% x 10 in., with assortment of 62 Wrenches, Sockets and 
Parts, complete. Dealer net price $25.85. 

Write for Walden-Worcester Wrench Catalog 27. 
STEVENS WALDEN-WORCESTER, INC. 
Mire. Walden-Worcester Wrenches and Stevens “Speed-Up’’ Tools. 
Worcester, Mass. 

















' STFVENS-WALDEN-WORCESTER | 


nS 
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W. ROSE 























































- o 
FOR SALE THROUGH ANY GOOD WHOLE- Pointing Trowel No. 75 
SALE HOUSE 
Wm. Rose & Bros. . ae 
Sh Hill, Pa. Especially useful for laying tile, it should be 
Otte displayed in every tool store. The blade is fine steel. 
Wiebusch & Hilger, Ltd. Shank and handle are right. 
New York 
Every Housewife Wants /7 One! | prumbers 
and 
with te fag handio’ that’ caver’ bead: Electricians 
ing, is enough to sell any woman. Polly ‘ . i 
And it’s the only nationally advertised a Rubyfluid Soldering and Tin- 
article of its kind on the market. Prim Like to ning Flux is the choice of 
. Dust thousands of hanics, be- 
= yp A 26 Inch Solder cause it fluxes perfectly and 2 
black pan retails for $1.00—the blue an Handle littl f 
for $1.25. Our plan offers you a With ittle goes far. 
liberal margin of profit. Write for Saves. Work It saves solder on every job 
details today. y jo 
It — and nevers corrodes the metal. 
It’s a steady seller. 
Patent Novelty Co. It Send for Free Samples and 
Incorporated s ves Prices. 
Fulton, Illinois a 
“ . ” Solder RUBY CHEMICAL co. 
The Fulton Line 68 McDowell St., Columbus, Ohio 
IV. ER JOHNSON || Instantly popu- 
———— Senee 
EVERYDAY SELLERS ful wrench for 
: the motorist. 
BICYCLES Ne. 555 Keystone See-Kit fee List oe 
VELOCIPEDES — $2.00. 
JUNIORCYCLES 3 ication 
REVOLVERS Mfg. Co., 
SHOT GUNS Buffalo, N. Y. 
Send for Catalogue and Prices ’ - Sales Agent 
\) Surpless, 
MAKE EVERY DAY COUNT > Dunn & Co., 
a New York, 
Iver Johnson’s Arms & Cycle Works, Fitchburg, Mase. ' é€ Chicago 
New York: 151 Chambers St. Chicago: 108 W. Lake St. 


San Francisco: 717 Market St. 





ee 








[UFKIN TOOLS 


SUPERIOR IN QUALITY AND DESIGN 
Winning Their Way with Mechanics and Dealers to the High 
Position Held by 


OFAIN ‘TAPES *? RULES 





= ———_., alto | vcuiwue Walt 
We offer also 4 
GENUINE STAINLESS 
STEEL TAPES 
TT mE [urnay fpuse Co 


.Catalog No. 11—Tapes and Rules 


Catalog No. 5—Tools SAGINAW, MICH. NEW YORE 
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It's time to order 


CROWN TREE HOLDERS 


They are selling better now than ever 


For seven successive seasons all previous sales records were broken, 
an increase of over 428% in that time, although they have had a very 
successful sale over thirty-five years. 



















They appeal to that desirable class of customers who 
want something worth while and are willing to pay for it. 
They are graceful, attractive and with ordinary care last a 
lifetime. 

They sell themselves 

A very attractive three color show card is packed in each case. Dis- . 
played in your window, this will greatly help sales. Every sale of a “<>~~ 
Crown means the profit of several sales of the cheaper kind but with “. ou wae 
less time and sales effort. Why not order now? hi 


Sizes—2 1N. AND 31N. NORTH BROS. MFG. CO., PHILADELPHIA, PA. 5!2#8—2 18. anv 3.1, 

















» BOLTS “> NUTS 
| ); CAPSCREWS 


> in Big Business 


Personal LEK es 











Two big plants, one in Cleveland 


: : It Punch un 
and one in Chicago, assures Belt Punches Arch Punches 

: : 5; f Spring Punches Revolving Punches 
prompt service to all sections o: : A varied and attractive line for the Hardware Trade. Also: 
the country. —" orkers’, rimmers’ and Upholsterers’ and Plumbers 


The above tools will please your customers, as well as our 
famous Round and Oval Punches. 
Remember we have had one hundred years of successful manu- 





facturing experience, employ only skilled workmen and use the 
The Foster Bolt & Nut Mfg. Company finest quality of materials. 
We stand back of every tool we make. Try us. 
CLEVELAND CHICAGO Write for Catalog 
Union Ave. and E. 72nd St om te 6265 West on i St. Cc. 8S. OSBORNE & CO., NEWARK, N. J. 
Telephone Broadway 840 elephene Hemlock ESTABLISHED 1826 






















“IVES” Patent Ventilating Lock 


aba 


Manufacturers of 


ty Hardware Since 1876” 


Glass Cutters 





edge. For Heavy and 
Extra Large Wheel 


Plate Glass. 
Bae and Door Specialties 


LANDON ,F.. hag 2 FR 
Tue H. B. Ives Co. 


New Haven, Conn., U. S. A. . i RED DE Mb sss 


e OR cutting by 
No. 032 f F vale ° or straight 

















FAULTLESS CASTER COMPANY 'x'51..n's 
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YOU CAN’T GO WRONG 
on the “ALWAYS RELIABLE” 


They are truly all that their name im- 
plies. They are the result of constant 
progress towards perfection in the 
manufacture of torches and furnaces. 


Most jobbers stock. Others will 
gladly order. 


OTTO BERNZ CO. INC. 
Newark, N. J. 


Stocks in Newark, N. J., New York City, Chicago 
Covered and San Francisco. 

Patents Offices in Newark, N. J., New York City, Chicago, 
No. 83 Qt. Fort Worth, Denver, Helena, Mont., San Francisco, 
No. 84 Pt. Los Angeles, Seattle and St. Thomas, Ont. 














It pays to feature 


EVEREADY 


COLUMBIA 
Dry Batteries 


- they sell faster 


Manufactured and guaranteed by 

NATIONAL CARBON ComPANy, Inc., New York, San Francisco 
Atlanta Chicago Kansas City 
Canadian National Carbon Co., Limited, Toronto, Ontario 

























Reg. U. 8S. Pat. Off. 


UNDERHILL 
* 
Boston 


Trade Mark 


The first hatchets for the especial use 
of Lathers were made in our shop in 
Boston under the Underhill Star Boston 
trade mark. The Lathers know these 
hatchets as the genuine Underhill. 


UNDERHILL BROS. 
WINTER HILL STATION 
Boston, Mass. 





California 
Montana 


Regular St. Paul 
Chicago St. Louis 


FLAT HEAD 














SAMSON CORDAGE WORKS 


BOSTON, MASS 


SASH CORD 


SAMSON SPOT, PHOENIX,and SACHEM BRANDS 
Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc 


Send for catalog and samples 


BRAIDED CORDS - COTTON TWINES 





Fastest Selling Clothes Closet Hook 


Home owners, builders and everyone wants 
DACOR six in one clothes hooks. Holds six 
coat hangers without crowding or slipping, 
finished in lacquered brass. Sells in sets 
of 3 or 12, complete with screws. 


SEND TODAY for display box 
of one dozen DACOR hooks if 
they are not in your stock now. 
Watch how fast they sell. 


DAVIS TOOL & ENG. CO. 
6481 Epworth Blvd., Detroit 












Stop in 


We will be glad to help you 
with your sales problems. 


Hardware Age, 72.0%) 22.5" 








Plain or enameled 


STRATTON  **.2.,i38 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 











Plug Counterbore 
Made in two sizes, 
3% and Y inch. 


The Conn Valley 
Mfg. Co 
Centerbrook, Conn. 
U. S. A. 





A Labor Saving Tool 








Robertson “Horseshoe Magnet” Hammers 


Permanent magnet which holds Pe. aad 

the tack in position for driv- —,,-—__— 

r+ Awarded the Silver Medal 

(the highest offered) at the Panama-Pacific Exposition. 

Good Profit , 
Name and design trade marks registered U. 8. Pat. O@. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 
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BURNLEY 


4 The Soldering 

' Paste that has 

{ satisfied cus- 

{| tomers for over 
23 years. 














xy. = = ee 
Na LEY soupERinG PY 
nl T 
b {ance mas ) 
DEERING PASI 





Sample free. 


BURNLEY BATTERY & MFG. CO. 
NORTH EAST, PENN. 


_ They Pay 
Hundreds of hardware 
stores are using the 
National Show Card 
Writer to make their 










own signs, streamers, 
price cards, etc. These 
attract quick atten- 
tion to goods and 
special events, and 
pay big re- 
turns in in- 
creased sales. 

New Alpha- 
bets up to 15 
inches in 
height now 
ready. Send 
for folder. 


NATIONAL SIGN STENCIL COMPANY 
Manufacturers of the NATIONAL SHOW CARD WRITER 








1602 University Avenue Saint Paul, Minnesota 








REZNOR 
ORTHORAY 











Satisfied 











Complete Antenna Sets or any Parts—at Lowest 
Factory Costs — Standard or Special Assemblies 


Write for Price Sheets on Complete Line 
AJAX ELECTRIC SPECIALTY CO. 
1926 Chestnut St.—St. Louis, Mo. 














A New and Marvelous $4 Customers 
Development in Gas Heating Profitable 
Send for Z Sales 
booklet Z 
RezNor MANUFACTURING CoMPANY Russell Jennings Mf Co. 
Mercer, Pa. Chester, onn. 21-132 
AJAX St. Louis For AJAX >. eee 
Radio Accessories Multi Radio Plugs To 0 i 
o. 18—For Jac 
°. a Binding 
eesiaie tne an MARK 





Reg. in U. S. Pat. Office 


Sold By 


Thousands of Dealers 
Stovoil removes and prevents rust 
while it cleans and polishes. For 
this reason, housewives every- 
where prefer it to old-fashioned 
stove polishes. Join the thou- 
sands of dealers who are making 
steady profits with Stovoil. 





Superior Laboratories 
Dept. 902, Grand Rapids, Mich. 
Exclusive Pacific Coast Distributors: 
owe 718 Mission St., San Francisco, Cal. 
SENS 350 E. First St., Los Angeles, Cal. 
dates sia 312 2nd Ave. South, Seattle, Wash. 











400 N. Monticello Ave., Chicago, Lil. 












Insure perfect shelf service for any line of merchandise. 
tread steps, properly spaced, with convenient full 


a ecgamn des & Gike Celta Tied 
wit ing. i ir 
— ae diahate noise and prevent 
vibration. Erection as simple as A, B, C. Utilize 
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Classified Opportunities 











iz 





Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 


















Classified Advertising Rates BOXED DISPLAY RATES Positions Wanted Advertisements 
Opportunity Exchange Section SoM cass <a nn eos ence soboh $5.00 50% off rates quoted 
Set Solid, Minimum of 5 lines.... .$3.00 Each additional imch............ 4.00 Address your advertisements and replies to 
Sea elidel: te Tee ‘60 Hardware Age, Classified Oppor- 
the Se ae ty Re oa tunities, 239 West 39th St., New 
All Capitals, Minimum of 5 lines.. 4.00 Discounts for Classified Advertising : York City ' 
Each additional line........... 80 4 insertions, 10% off; 8 insertions, 15% 
ff Harpware AGg is published each Thursday 
Average 10 words to a line " Forms close Nine Days previous to date of 
Allow One Line for Keyed Address Remittance Must Accompany Order publication 


Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not 
be addressed to box numbers. 

















BUSINESS OPPORTUNITIES 


HELP WANTED 





FOR SALE—THIRTY YEAR ESTABLISHED HARDWARE BUSI- 
NESS, with modern fixtures, located in the heart of the Business District 
on main street, in one of the fast growing cities of the Panhandle of 
Texas, population of 10,000 and county seat of the county. Good farming 
community, large feed and cotton crop now on hand. Reason for selling, 
bad health and must leave. San lease building now ocupied. Will 
require $15,000 to $20,000 to handle. No trade considered. Address Box 
H-680, care of Harpware Acz, New York. 


WANTED —Salesmen calling on Retail Hardware Trade to sell our line 


of Tool Racks 


for proposition. 
First and Front, Grand Rapids, Mich. 


Commission basis. Write 
PRODUCTS CO., corner 


. Rubbish Burners and Cappers. 
GRAND RAPIDS WIRE 





POSITIONS WANTED 








Old established hardware store for sale. Invoice around $10,000. In 
town of 2,000, located in good farming community on three railroads in 
Northern Indiana. An excellent business opportunity. Reason for sellin; 
senior member of firm died recently. Address G. F. GENGNAGEL 
SON, Butler Indiana. 





FOR SALE—Hardware Stock and Fixtures. Located on Mail Line 
Milwaukee RR. in North Dakota town of about 1,200 in rich farming 


EVERY 
FOR 


ABBYE EMPLOYMENT AGENCY, INC. 


HELP SPECIALISTS 


FOR THE HARDWARE INDUSTRY 
MALE AND FEMALE 

APPLICANT INVESTIGATED AND GUARANTEED 

TEN TIMDS YHE WEEKLY SALARY INVOLVED 


Remington Building 





district. Particulars upon application. No trades. A good propostion. . 42n 
Address Box H-693, care of esos Acre, New York. ie 113 W d Street Bryant 7374-65-6 : 
at 
IT WILL PAY YOU to investigate; we offer Financial Aid and Free 7] 
Sites to Industries locating in Newton Falls. Three railroads, electric 
freight service, main highways for trucking, the best supply of water in Executive and Buyer with over 15 years’ experience in buying 


Mahonin 
world. 


Valley, right in the heart of the greatest industrial center in the 
EWTON FALLS BOARD OF TRADE, Newton Falls, Ohio. 





White Plains Ave., 4619—N. Y. City Store, basement and three rooms 
and bath, rear $65 month, store alone $35. A LURRIE, 1261 Broadway, 
New York City. 





For Sale—Established Hardware Store located in one of the best towns 
on Long Island on main thoroughfare. Inventory $12,000. Address Box 
H-682, care of Harpware Acz, New York. 


HELP WANTED 











SALES MANAGER 
WANTED 


One of the oldest and fastest growing paint manufac- 
turers in the country will shortly have an opening for a 
sales manager of proven record and demonstrated ability. 
His experience will preferably have been in the hardware 
field—experience ix. the paint field not a requirement. 


As his position will be one of responsibility, he should 
not be too young. yet be energetic—interested in the de- 
velopment of new ideas and new markets, not bound by an 
accustomed way of doing things. Knowledge of the re- 
lationship of advertising to merchandising is of prime 
importance. No arbitrary limit has been set on the salary 
available. 


Write Box H-699, care of Hardware Age, stating full 
particulars. Your reply will be kept in strict confidence. 




















Wanted — Experienced Hardware Men 


Men of proven ability—Salesmen, Managers, Quotation Men, Esti- 
mators, Stock Clerks, Order Clerks, Shipping Olerks, Packers, 


General workers and all office help. 
ABBYE EMPLOYMENT AGENCY, INC. 
Remington Building 

113 W. 42nd Street 


Bryant 7374-5-6 
SO 

















background 
managing a 
assuming fu 


in keeping 





hardware for export, seeks a new connection. 


quantities of hardware and has been in charge of a department of 
100 persons in an old and respected house. 


H-700, care of Hardware Age, New York. 


He has a successful 
of business experience and is capable of organizing and 
department and intelligently directing the work of others, 
nll responsibility. He has purchased all types and varied 


Compensation should 
with the responsibility and the future. Address Box 





de 








AVAILABLE—SALES ENGINEER AND EXECUTIVE—MID 
THIRTIES—EXPERIENCED IN THE MANUFACTURE AND SALES 


DISTRIBUTI 


DESIRES TO ASSOCIATE WITH A PROGRESSIVE 
TURER IN AN EXECUTIVE CAPACITY IN THE SALES DISTRI- 


BUTION OF 


U 
REQUEST. ADDRESS BOX H-695, CARE OF HARDWARE AGE, 


NEW YORK. 


DLE 
ON OF HARDWARE AND KINDRED PRODUCTS. 
MANUFAC- 
THEIR PRODUCT. 


COMPLETE DETAILS UPON 





I’HAVE RECENTLY DISPOSED OF my successful retail store in 
New York and after a vacation abroad, I am pl. 
zation of a manufacturer, jobber or retailer, preferably in the sales de- 
partment. Reasonable compensation. i 


no objection. 
New York. 


lanning to join the organi- 


Well known in Trade. tion 
Address G. Duncan MacLeod, care of Harpware AGE, 





Canadian, 27 years old, with ten years’ of good Hardware experience, 
wants connection with some good live growing concern either in U. S. A. 
Good Specialty man and not arfaid of work. Would consider 
being Representative in Canada for a good line. 
Address Box H-697, care of Harpware Acs, New 


or Canada. 


proposition. 


Let me know your 
ork. 





Experienced 


Address M. M. 


retail hardware salesman wants position in good store. 
SQUIRES, 491 E. 3rd St., Peru, Indiana. 





SALES ACCOUNTS WANTED 





MANUFACTURERS’ 
tablished business, show rooms and warehouse facilities, in the 
Phenix, Arizona—the Southwest’s center of distribution—desires addi- 
tional lines of Electrical Appliances, Tools, cae oon 


Equipment and 
care of Harpw 


DISTRIBUTOR AND JOBBER with an es- 
City of 


Electrical 
dress Box H-687, 





Farm Tools. Standard lines desired. 
ARE Ace, New York. 





Traveling sal 


esman thoroughly familiar with dealers, jobbers and factor. 


buyers seeks meritorious article for New England hardware or paint field. 


Can furnish car and traveling expenses. Finest references. 


H-673, care of 


ress Box 
Harpware Ace, New York. 





DESIRE TO HEAR FROM American Manufacturers and exporti 
firms wishing representation in South America. 
Highest references available. 


No. 63, Caraca: 


in; 
Thoroughly yhoo f 
Address: Hermanos Garcia Gomez, Este 12, 
s, Venezuela. 





Sales accounts wanted for city of Pittsburgh and surrounding territory 


by firm coverin 
Box 147, East 





Jobbing Department store and larger retail trade. Address 
Rikers, Pittsburgh, Penna. 
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Classified Opportunities 





SALES REPRESENTATIVES WANTED 


SALES REPRESENTATIVES WANTED 








Salesmen Above the 
Average 


If you are accustomed to making big money and 
know how to sell an old established house furnish- 
ing line, we have a territory for you. No other 
but experienced men, now selling lines to Hard- 
ware and Department Stores need apply. Complete 
rearrangements of territories have made this rare 
opportunity for the right men with records that 
will stand This line 
Waterbury, Connecticut, and sold the world over. 
Write for full particulars giving full information 
in first letter. All replies confidential. Address 
Box H-698, care of Hardware Age, New York. 


investigating. is made 














RELIABLE HARDWARE MANUFACTURER HAS ESTABLISHED 
territory open which consists of Virginia, North and South Carolina, 
Alabama, Georgia and Florida. Experienced salesman with knowledge of 
builders’ hardware and acquainted with hardware dealers in that. section 
preferred. Give full details, with names of last three employers and 
fess. occupation. All replies held strictly confidential. Address Box 

684, care of HarpwarE AGE, New York. 





MANUFACTURERS of full line of household specialties want local 
representatives in all important cities to handle line on commission. De- 
partment houses, premium concerns, are all big users. State experience, 
lines handled and territory covered. We want none but those who can 
“make good.”” For such our proposition is an excellent one, Address 
“S. H.,” care of Harpware Ace, New York. 


COMMISSION SALESMAN IN EACH STATE for manufacturer of 
hand tools and hardware specialties. Advise territory covered and houses 
represented. Address Box H-638, care of HArpwarE Acz, New York. 











WANTED—SALESMEN, SIDE LINE—Salesmen now selling to the 
automobile accessory and hardware trade in the United States and Canada 
can add greatly to their income by featuring our Piston Rings as a side 
line. Write for details. Address Keys Piston Ring Company, 3513 
Choteau, St. Louis, Mo. Established since 1913. 





WANTED BY LOCK MANUFACTURERS builders hardware sales- 
man to cover architects, dealers and jobbers in Philadelphia, Baltimore 
and Washington. Salary and commission. State qualifications. Address 
Box H-685, care of HarpwAare Ace, New York. 





SALESMAN WANTED—Must have builders and hardware experience 
and capable of reading blueprints. Calling on architects, contractors and 
general hardware dealers in Kansas and Missouri. Send references with 
your application. Address Box H-689, care of Harpware Acre, New York. 


WANTED BY LOCK MANUFACTURERS builders hardware sales- 
man to cover Pittsburgh, Ohio and West Virginia. Salary and commis- 
sion. Give references and experiences. Address Box H-686, care of 
Harpware Ace, New York. 








Old established manufacturer of nationally known and advertised_ tools 
and hardware specialties desires salesman for New Jersey and Long Island 
on liberal commission basis with territory protection. Address Box H-696, 
care of Harpware Ace, New York. 





WANTED—Experienced high grade reliable stove salesman by jobber 
handling Gasoline and Oil Stoves as well as a full line of Ranges and 
Heaters. An excellent permanent position for the right man. Middle 
West territory. Address Box H-694, care of Harpware Ace, New York. 











Direct District Manager for eastern manufacturer of established staple 
line of hardware specialties wants first class local salesman. One each 
St. Louis and Minneapolis territory. Commission basis. Must have auto. 
State experience, references and lines now represented. Address Box 
H-692, care of Harpware AGE, New York. 





Sales Representatives Wanted in Eastern, Southeastern, Southern, South- 
western and Pacific States. Also Canadian Representative to sell shelf 
hardware line to jobbers only. State territory covered, name of lines 
handled now and references. Address Box H-652, care of HArpware AGE, 
New York. 


WANTED—District salesmen for good side line. Reapentle manu- 
factifrer of flashlight and dry cell radio batteries has attractive side line 
to offer. Good commission to salesmen calling on retail hardware trade. 
Good opportunity for right man. THE COMET COMPANY, 1137 West 
6th St., Cleveland, Ohio. 











to handle. 





SIDE LINES FOR SALESMEN 


Many good salesmen are looking for profitable “Side Lines” 


What have you to offer? Give details—insert your ad in the “Classified 
Opportunities Section” of this paper and you'll be reasonably sure to find » 
reliable salesman to represent you. 














- 








FORSTNER BITS 


ee 








The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Circular Rim instead of its center, consequently it will bore any 
arc ot a circle and can be guided in any direction regardless of grain or knots, leaving a true polished surface. 
expeditious than chisel, gouge, scroll saw, or lathe tool combined for core 
boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy 
scroll twist columns, newels, ribbon moulding and mortising, etc. 


THE PROGRESSIVE MFG. CO. - - - TORRINGTON, CONN., U. 5S. A. 


One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 


It is preferable and more 








BROWN @ SHARPE 
‘6 Sule) Fe) 
Made Best 
They Gi 


BROWN & SHARPE 


MIFG. ( 





—_— 


"LE NOX” SAWS * 


QUALITY SERVICE 
UNIFORMITY OISTINCTION 





“The Sooty iin the Plaid Bac” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS — SCREW ORIVERS ~- GLASS 
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THE ADVERTISERS INDEX is published as a 


convenience and 
No allowances will be 


as @ part of the advertising contract. very care will be taken to index correctly. 
for errors or failure to insert. 




















A 4 ge epee 101 | Cordley & Hayes............. — | Goodrich Rubber Co., B. F..... — 

Aeme Shear Co.......<...;.- 92 | Blaisdell Pencil Co........... — | Craftsman Tool Co............ — | Graff-Underwood Co. ........- _ 
Ajax Electric Specialty Co..... 117 | Bommer Spring Hinge Co..... 113 | Crescent Tool Co............+ — | Grand Rapids Hardware Co.... — 
ee ht. gh TE a son) ES GE Dis dc cok cana Sh 5s —|Crosman Arms Co............ — | Granite State Mowing Machine 
Alexander Hamilton Institute.. — | Bosley Co. D, W.........-.. 98| Cyclone Fence Co............ — ated pales Ripa A 
Allen Manufacturing Co....... 45 | Boston Varnish Co........... ~— reacicaiiertucims ideas ae. 
Allen Manufacturing Co....... — Boston Woven Hose & Rubber eaalaies lat SOO ie — miendarus arn Wales Piva a 
ae 40 Co. ...+.. ae ee ee Devic Tool & Engincering Co.. 116 Cee IE: PARE ARE. ++. 
ies is 5 occu 105 | Bowen Products Co.......... - S42 oe Sin ae i Se a Greene, Tweed & - pe Be pA Se 1 
ET i ae af ere ere ve ee see a vA EsGraaes Mee manana Tap & Die Corp..... — 
Aluminum Cooking Utensil Co. 31 | Brainerd Mfg. Co............ = fs bese atts <n tasek ee Groat me ee PPT 3 
Ahetienns: Canin” Benita. Bridgeport Chain Co.......... ee ern ee eee Griffin Mfg. Co...........+++- 108 

ee ere ren 32 | Bridgeport Screw Co.........+ 46 oye et Saige i poaaaia ~~ | Griswold Mfg. Co........-+06. — 
Aluminum Products Co....... 22-23 | Bright Star Battery Co....... os veaupses tenor atestinnig dh avaaey 3; H 
Aluminum Wares Association... 34] Brown Co., E. C.........0-0. 49 pepe Bre: sagen acre Hanover Wire Cloth Co....... _— 
American Chain Co........... — | Brown Fence & Mfg. Co., H. L. — _ 5 ink great ae hae Hart Co., John M...... i25e Se 
American Flyer Mfg. Co...... — | Brown & Sharpe Mfg. Co..... 119 EO 02s 32 84no pans anes ties eB OW. Cus asacic.s 47 
American Fork & Hoe Co..... 17 | Brush-Nu Co. ........-0-e00- __| Diamond Calk & Horseshoe Co. — | Hercules Chemical Co......... — 
American Gas Machine Co..... — | Buffalo Wire Works Co., Inc.. 112 Diamond Saw & Stamping Co. — | Hercules Powder Co.......--- — 
American Handle Co.......... | Burgess Battery Co........... —| Diener Mfg. Co., Geo. W...... 117 | Herschel Mfg. Co., R........- — 
American National Co......... axe | Dette GOOF Dios oveoscerceee —| Dietz, Co. R. E....+...++++. — | Hillerich & Bradsby Co....... — 
Awmeticns Radiator Co......... __| Burnley Battery & Mfg. Co.... 117} Display Material Co.......... —| Hill Brass Co., N. N........ a 
American Ring Co............ 42 Disston & Sons, Inc., Henry... —| Hoeft & Co......2.s0see0s i ee 
American Saw & Mfg. Co..... 119 c Dixon Crucible Co., Joseph... — | Hohner, Inc., M......+++++ nineties 
American: Screw Co........... 109 CARO EY Bins o +0 onan —| Dodge Bros. Inc............. 14-15 | Hoppe, Inc., Frank A........ ei 
American Shearer Mfg. Co..... — Caldwell Mfg. Co.........-..- ag Guten Pentre Divisten Horton Mig. Ca... cs.c.cseccee 25 
American Sheet & Tin Plate Co. — Carborundum Co. .....+.++++. —— | Demee of Gtenw Co, Inc.... — Mewes Co. 3. Th. 200065290009 100 
American Steel & Wire Co.... 44 Carcius Mig. Co............. md cepsndlernct beet emnenmadae )  eeeeiee “Mie, Ts, sects — 
American Stove Co........... srt EE EeRwans : Ce... +. ee ares: SF Huenefeld Co., E. H........ _—— 
American Telephone & Telegraph Cate Peter Ce... 0+-.+->- sepd isoegnegalhoon Anco  eaaemneptacr ~ | Hunt & Sons, William........ _ 

Die. Sta cceeccass sper 30 | Challenge Refrigerator Co..... — | Duyle Co, Chas, B.....-..+-. — | sunt, Helm, Ferris & Co...... fs 
American Wire Fabrics Corp.. — | Chamberlain Co............... —| Duluth Show _ alte ~~ | Hygrade Lamp Co.......... _- 
ees Shine @ ted Ce..>.:: __ | Chamberlain-Haber Chemical Co, 91| DuPont De Nemours & Co., 
Anchor Post Fence Co........ — | Cheney & Sons, S............. Rh et SP pa erson seventy tons san Independent tan 2 ees _ 
Anti-Borax Compound Co..... —| Chevrolet Motor Co.........- 87 E Indiana Rolling Mill Co....... - 
Anylite Elec. Co..........++. — | Chicago Roller Skate Co....... —| Eagle Lock Co......-.....00: — | Indiana Steel & Wire Co...... 7 
Apex Stamping Co........... — | Chicago Solder Co............ — | Eagle-Picher Lead Co......... — | Ingersoll Watch Co......... 8-9-10 
ae Sat © ae re 97 | Chicago Spring Hinge Co...... ~~ | ember BEE, laos econ ses — | International Silver Co........ 2 
Armstrong Bros. Tool Co...... 5 | Clayton & Lambert Mfg. Co... Si Economy Plumber Co......... — | Interstate Electric Co......... — 
Armstrong Mfg. Co........... — | Clemson Bros., Inc........... — | Elastic BU Mei walks cn é50ed9 110 | Irwin Auger Bit Co.......... - 
Armstrong Mfg. Co........... — | Cleveland Stone Co., The...... a Evansville Tool Works ...... 104 | Ives Co., H. B....sseeeees 115 
Arrow Electric Co............ — | Cleveland Twist Drill Co...... 99 | Everedy es See — | Ives Manufacturing Co....... _ 
kg 4 oe Ee sq | Ceensund: Wire Spetng Co..... on F Ives Mfg. Co., W. A.......-: — 
CE TR “CR sn nnn 504-000 113 rons ace e Mfg. Co..... a F, & %-feen Bewesr'Co., The 107 Ewan Beethers acc .cccccesess os 

2 eee, Fate-Root-Heath Co. ......... 102 : 
Babcock Co., The W. W....... — | Columbian Rope Co........... Ree ee ee ee pag Sonarpnar ties Aioyatcra a 
Backus, Jr. & Sons, A........ — | Columbia Tire & Rubber Co... — grosses eRe Ae RSet hone mr Rees ths Same ce a 
Banks Steel Post Co.......... — | Comstock-Bolton Co. ......... en ene RG ae pup akneCaNN 114 
Bartlett Mfg. Co..........00. ee SOREL ORS a ee __ | Foster Bolt & Nut Co........ 115 - 
Bassick Co. .........++..++++ — | Connecticut Valley Mfg. Co.... 116 cna toot de neaanieesape “| K-D Mfg. Co.....---.-e-eeee ks 
SOD bcc bwdc tes sdea =~ | Caonars Stee & Tod Co....... 28 G FS RE Cree 29 
oe gt ey re ee ee 104 | Consolidated Electric Lamp Co. 116 Gendron Wheel Co.........-.. — | Kelly Axe & Tool Co......... —_ 
SE 2 Seer — | Continental Paper & Bag Mills General Chromium Corp....... — | Keuffel & Esser Co............ -- 
ere ae BV), ; os xcs kn obese — RAG 2 as ccna sncatetoue Gade —| General Fireproofing Co....... — | Keystone Lantern Co......... a 
eee: Cen WG. soci wdtade cs 116 | Continental Screen Co......... — |General Wheelbarrow Co...... — | Keystone Mfg. Co............ 114 
Berry Brothers, Inc........... — | Cook Company, H. C......... 95 | Gilbert & Bennett Mfg. Co..... 103 | Keystone Steel & Wire Co..... “ 
Bethlehem Steel Co........... Wiis RO BG eB ibke cities KCavesioe — | Globe Stove & Range Co....... — | Kimball Bros. Co............. — 
Better Homes & Gardens...... — | Corbin Cabinet Lock Co....... — | Gold Medal Products Co....... — | Kohler Die & Spec. Co........ — 
Mather Way Oe. ccc cccccseccas 99 | Corbin Screw Corp............ 43 | Goodell-Pratt Co.............. — | Klein & Sons, M............. os 
Bissell Carpet Sweeper Co...... 49 | Corcoran Mig. Coe.....cccassee — | Good Housekeeping .......... 39 | ee Bh See YERET TEES = 
THE DASH (—) INDICATES THAT THE ADVERTISEMENT DOES NOT APPEAR IN THIS ISSUE 
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INDEX TO ADVERTISERS 








THE ADVERTISERS INDEX is published as a convenience end met as 8 part of the advertising contract. 
No allowances will be made for errors or failure to insert. 


Every care will be taken to index correctly. 





L 
Lakeside Forge Co............ 
Lakewood Rubber Prods. 
Lamson & Goodnow Mfg. 
Lamson & Sessions Co........ 
Landreth Seed Co., D......... 
Lane Unique Tool Co., Will B. 
Lenzion Leather Goods Co..... 
Libby Owens Sheet Glass Co... 
Lionel Corp. 
Re er rere 
Lowell Specialty Co.......... 
ee ee eee 


114 
37 


M 
MacCoy Sales Co., Inc........ 
McDougall-Butler Co., Inc..... 
McKinney Mfg. Co........... 
Magazine Repeating Razor Co. 
Malleable Iron Fittings Co..... 
Mansfield Tire & Rubber Co.... 
Markwell Mfg. 


Marlin Firearms 


Master Lock Co..... Riseceaen 
Maydole Hammer Co., David.. 
Mayes Bros. Tool Mfg. Co.... 
Mecky Co., 
Meisselbach Mfg: Co., Inc., A 

F. 
SB ey ee 
Metalcraft Corp. 
Metal Sponge Sales Corp..... 
Metal Ware Corp.....0.¢cscc 
mereme teem, COs 6 i0<kcais 
Penete Pas: Coiecsc ccs cnses 
Milwaukee Tool & Forge Co... 
Modern Grinder Mfg. Co..... 
Moline Pressed Steel Co...... 
Monarch Metal Products Co... 
Moore Drop Forging Co....... 
Moore Push Pin Co........... 
Morrill, Inc., 
Morse Twist Drill & 

Co. 
Mosler Metal Products Corp.... 
a a ae ae 
Murphy’s Sons Co., Robert.... 
Murphy Varnish Co.......... 
Murray Rubber Co........... 
Myers & Brothers Co., F. E. 18, 


Machine 


N 


National Brass Co..........005 
National Carbon Co. ....... 89, 
ee es eee re 
National Mfg. Co. 
National Sign Stencil 








| Whitney 





New Britain Machine Co...... — | Robertson, Arthur .R.......... 116 
New Delphos Mfg. Co........ — | Robeson-Rochester Co. ....... -- 
New Haven Clock Co......... — | Rock Island Stove Co........ —_— 
New Jersey Wire Cloth Co.... — | Rose & Brothers, Wm......... 114 
New York Cordage Co........ — | Ruberoid Co., The............ 57 
New York Wire Cloth Co..... — | Ruby Chemical Co............ 114 
Niagara Metal Stamping Corp. 48 | Rugg Mfg. Co.........seee0e: — 
Nicholson File Co...........- 20-21 | Russell, Burdsall & Ward Bolt 
Norcross & Sons, C. S....... 102 ee ee shes 
North Bros. Mfg. Co......... 115 | Russell Cutlery Co. John.... — 
Northern Rubber Co.......... -~ 
Norton Door Closer Co........ -- S 
re) Sacks, Inc., EA tice eh'0's 5 113 
eee, eae ee ie eas ate a 
Oliver Iron & Steel Co........ a 
: s i Sand’s Level & Tool Co....... — 
Oneida Community, Ltd....... —|. . : 
Ontario. Kalle Cai... 60 cisccics 95 seeyHs wc: os apie abcde ze 
Ouborne & Co., C. Si.ssscess. Tee segue hapadeanenaa ag 
Ceten: Mle: “Ceiki<s ciiescweun FIG i cc ies..eapule tela onehia amine ” 
Ms Savage Armes Corp.....0i..cc 112 
Oster Mfg. Co., John......... _ 
Save the Surface Campaign... — 
P Metiahe Bree, Celis sicccccccs 112 
Pactie Rim Tool Co..2 225560 103 | Schollhorn Co., William ...... 24 
ken ria eeee ey err — |Schrade Cutlery Co.......... 92 
Palm Fechteler & Co.......... — | Schrader’s Sons Co., A........ -- 
Patent Novelty Co............ 114 | Segal Lock & Hardware Co... 40 
Peaslee Gaulbert Co.......... == | Sexton Can Ce......cescccoes a 
Peck, Stow & Wilcox Co...... — |Seymour Prods. Co........... - 
Peerless Level & Tool Co..... — |Shapleigh Hardware Co....... 124 
Penberthy Injector Co........ — | Shelby Spring Hinge Co...... a 
Penn. Lawn Mower Works... — | Sherman Mfg. Co., H. B...... — 
Perfection Stove Co., Inc..... — | Sherwin-Williams Co. ....... — 
Peters Cartridge Co.......... cms | AION EMME CBs cesses cecee 100 
Pres WEE GO Sy oon cscs esc — | Simonds Saw & Steel Co...... — 
Philadelphia Lawn Mower Co.. — | Simplex Radio Co............ — 
Phillips-Laffitte Co. .......... 95 4 Site eC, ek coe ecu 109 
is: Mita Coie ses stores ie 43 | Smith, Inc., Landon P........ 115 
Pittsburgh Plate Glass Co.... — | Smith & Sons, Inc., Seymour.. 46 
Pittsburgh Steel Co........... — | Snell Mfg. Co........esseccee — 
Plumb, Inc., Fayette R....... wan OE ROLL nce eos a sevesbens 108 
Popular Science Monthly...... —| Space Saver Dish Co.......... ~_ 
Panter. Bae; Th. Mes sssc8ane 42 | Spargo Wire Co............. —_— 
Pratt & Lambert, Inc........ 35 | Special Chemicals Co.......... — 
Prestion Vise Goi. 6.62.08 44 | Standard Electric Stove Co.... — 
Pressed Metal Prods. Co...... — | Standard Oil Co. of N. J..... — 
Progressive Mfg. Co.......... 119 | Standard Tool Co............. 11 
PIM MO ORi tis deissencwes _ | Stanley Works ...........+- a 
Pytess WIS Leis ciccesoes — | Star Brush Mfg. Co.......0.. _- 
Pyrex Sales Division......... mtn 4 Bartel CAG Li Sis sevccsses 45 
| Stearns te Se Css cece ~- 
R | Sterling Wheelbarrow Co...... —| 
Reading Iron Co............. — Stevens Walden-Worcester, Inc. 113 
Reed & Prince Mfg. Co....... —_ Stratton & Terstegge Co...... af 
Reese Padlock Co............. — | Stratton Sy Seen 116 | 
Remington Arms Co., Inc..... — | Superior Laboratories, Inc.... 117 
Reo Motor Co. ....+++s+-s00s ES, pene EO COs Sentccces 111 
Reynolds Wire Co............ ed 
ee Fe GO. ci cucctacets 117 5 3 
Richards-Wilcox Mfg. Co....... 83 | Taintor Mfg. Co........+..0+- — 
Rixson Co., Oscar C.......... 47 | Taplin Mfg. Co........ccces 





— | Zouri 


Timkin Roller Bearing Co..... 
Toledo Metal Wheel Co....... 
Toledo Wheelbarrow Co....... 
Trimont: Mie Coss tee ccccs oo GE 
Trow & Holden Co............ 
Tubular Rivet & Stud Co...... 
Turner & Seymour Mfg. 
WGN i inc ne 


Turner Brass 


Turner Bros. 


Underhill Bros. 


Hardware 


Union 
Union Steel Products Co...... 
United Hardware & Tool Corp. 


United Publishers Corporation. . 


United Royalties Corp........ 
U. S. Chain & Forging Co..... 
uo. & 
Universal 
Utah Radio Products Co....... 


ee reer 


Industrial Corp..... 


Valentine & Co.......sccceeee 
Vaughan & Bushnell Mfg. Co. 
Vaughan Novelty Mfg. Co..... 
Verified List 
Vetter, William L.........es. 
Vollrath Co. 


Voos 


Company, The.......... 
Wall Mfg. Supply Co., P..... 
Walworth Co. 
Warren Mfg. Co., J. D....... 
Warren Tool & Forge Co..... 
Washburn Co., 
Watson Mfg. Co., L. 


Cartridge 


Western 
Western Importing Co........ 
Wheeling Steel Corp.........- 
White. Ce, BS Gis ci viesTer 
Witt Cay. 8. -& 3, Je csccccas 
White Mfg. Co., Julian M.... 
Whiting-Adams Co. 
Co., 


Brothers 


ii eee re 
Wickwire 
Wickwire Spencer Steel Co.... 
Williams & Co., J. 
Winslow Skate Mfg. Co., Samuel 
Wiss & Some Coy. Joccncisics 
Witt Gis bead savicae's 
Wolverine Supply & Mfg. Co. 
Wooster Brush Co........... 
World Novelty Co..........+- 
Worthington Co., George 
Wright Steel & Wire Co., G. 
¥ 
Yale & Towne Mfg. Co....... 
Yarder Mfg. 


Cornice 105 


36 


Drawn Metals Co...... 
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Make a Note On Your Calendar! 


Jobbers Convention 


Number 
of 


Hardware Age 


October 27th Issue 


Featuring the important 
annual joint convention 
‘of hardware jobbers and 
manufacturers at Atlantic 


City—October 17-21. 


Advertising forms close for Press—October 18 











ee 


—POKPOL 








DIN 


=, 


AVAZAK ON ASK 


A 


WEKHO) 











RSTO 


YVOIYOGI CGY GY GY CGI OGGOIGIOGIGY 

















AGE for OcTOBER 6, 1927 





NEW 


IMPROVED 













J ad 
A half turn of the new 
Sharpit clamp and the 
engaging lug slips out 
from the opening in the 
Sharpit’s base, permit- 
ting insertion on the 
opposite side for mount- 
ing the Sharpit on either 
end of a table. 


DAZEY 






having these four important features 





The Patented 
DAZEY Grinding Wheels 


Without which tvin-wheels are no better 
than a solid wheel with a groove in it. 





e 


e 




















The above twin DAZEY Grinding Wheels 
will sharpen because it presents a true“V" 
to both bevels of the knife edge and it will 
continue to sharpen after months of wear 
because as the “V" wears it simply lowers 



















permits the wheels to close-up and a true 
in which to grind the 


























wheels having flat contact faces as shown 
above, is like a solid stone with a groove 
in it, and while it will sharpen when new, 
the flat: contact faces 
the spring closing up 
bottom of the ‘“‘V" becomes worn and then 
a true grinding “V"” is no longer presented 
to the knife edge. 


the wheels as the 


Sharpit is the only twin-wheel grinder 


The patented Sharpit twin grinding wheels which take up wear and 
thereby assure long lasting satisfaction to the purchaser. Note the 
explanation at the left which shows why the Sharpit twin grinding wheel 
principle excels all others. 


The reversible, detachable clamp is a valuable feature as it is not always 
possible to find a convenient place on the right end of the table. The 
DAZEY clamp can be quickly removed and reversed so that it can be 
clamped to either end of the table. 


The New DAZEY Sharpit is finished in ‘“Udylite,"" a metallic plating 
representing the latest development in rust-proofing. It will not chip 
off like enameled paint and it is far more attractive in appearance. 


The sturdy construction of all mechanical parts of the New DAZEY 
Sharpit is such that we guarantee to replace any parts (except grinding 
wheels) free of charge which wear out within five years. 


Orde# from your ' Jobber 


DAZEY CHURN & MANUFACTURING CO., Inc. 
Warne & Carter Ave. 
ST. LOUIS, MO. 
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How to Display 


To sell Sharpit easier and 
faster, remember it Is 
strictly a household sharp 
ener and not to be confused 
with tool grinders. Mount 
as here shown near your 
cutlery case. In this man- 
ner it is easier to demon- 
strate and out of the way. 
A demonstration with each 
cutlery sale will sell the 
Sharpit. 
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HARDWARE AGE for OCTOBER 6, 1927 
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"SHAPLEIGH HARDWARE CO.’ 
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Shapleigh National Series No. 1294 
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